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This Gem of Architectural Beauty 




















Built at White Plains, 
N. Y., from prize de- 
sign in nationwide con- 
test conducted by Amer- 
ican Institute of Archi- 
tects for best plans for 
houses of moderate size 





















































Sponsored by the West- 
Federation of 
Women’s Clubs and 
constructed by co-oper- 
ation of the J. A. Mahl- 
stedt Lumber & Coal 
Co. and _ other 


chester 


firms 














For further details and floor plans of this “Guaranteed Products” home see page 46 


Creates Desire for Better Homes 
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WISCONSIN 
HARDWOODS 
HEMLOCK 
PINE 


KorrectMake Maple and 


MAPLE AND BIRCH 


FLOORING Birch Flooring: 
















For Early Shipment 


300,000 ft. 4/4” No. 3 and Better White Pine 
30,000 ft. 1x4” No. 2 and Better Spruce 
30,000 ft. 1x6” No. 2 and Better Spruce 
25,000 ft. ix8” & Wdr. No. 2 and Better Spruce 
200,000 ft. 4/4” No. | Common A. D. Birch 
150,000 ft. 4/4” No. 2 Common K. D. Birch 
100,000 ft. 4/4” No. | Common K. D. Birch 
50,000 ft. 4/4” No. 2 and Better Soft Maple 
50,000 ft. 4/4” Ne. 3 Common Basswood 
35,000 ft. 6/4” No. | and Better Soft Elm 
50,000 ft. 6/4” No. 2 Common Soft Elm 


“KORRECT-MAKE” MAPLE FLOORING 


50.000 ft. 25/32x2%4” Second Grade 
75,000 ft. 25/32x2%4” Third Grade 
17,000 ft. 25/32xi%”" First Grade 

15,000 ft. 25/32xi/%2” Second Grade 


“KORRECT-MAKE” BIRCH FLOORING 


25,000 ft. 25/32x2%4” First Grade 
18,000 ft. 25/32x24” Second Grade 
40,000 ft. 25/32x2%4” Third Grade 
30,000 ft. 25/32xi2” First Grade 
10.000 ft. 25/32xi%2” Second Grade 


NEELAND-McLURG 


LUMBER COMPANY 
Mills at 
Morse,Wis.-Phillips. Wis. PHILLIPS Wis. 








The following items will appeal to North- 
ern Hardwood and Hardwood Flooring buy- 
ers who are on the lookout for good values: 










Profitable 
in Many Ways 


For heavy duty ripping, “i 
crosscutting, bevel ripping, Made in 
ete.; making salable special- 5 sizes 
ties from scraps, and odds 
and ends; handling special 
cuts when desired. Makes 
friends of customers by 
allowing them to use your 
















machine. Reduces _in- 
ventory by enabling you 
to cut smaller _§ sizes, 
when ordered, out of 
other stock. 









616 Brush St., 
Detroit, Mich. ‘E) 
Please send FREE 
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_ Making the Best of Advertising 


OMPLAINT sometimes is made that wood lacks qualities that 
&: would give it a popular appeal. Yet when compared with 
other products, wood distances them all in distinctiveness, 
in variety and in adaptability. Wood is not common and does not 
appear so to anybody but perhaps to the men who sell it. Workers 
in wood delight in converting it into articles of beauty and artistry 
by merely making the best possible use of its natural qualities. 
Workers in competing materials, indeed, achieve some of their 
most notable merchandising successes in imitating the natural 
qualities of wood. The best thing they can do is to make their 
products look like wood and the best they can say of them is that 
they resemble the product they seek to supplant. 

It is said that familiarity breeds contempt. Can this account for 
lumbermen‘s lack of appreciation of wood? Perhaps it is unfair to 
charge lumbermen with lack of appreciation of their product. If, 
however, they are appreciative of wood’s excellencies, why do they 
so rarely tell the world about those excellencies in their advertising? 
Wood in its multitudes of species affords limitless opportunities for 
the skill of the advertiser. The lumber industry itself is as full of 
romance as the forests on which it is based. Logging and lumber 
manufacture, and even the transportation of logs and lumber, offer 
eye-catching appeals that can be used to add to wood’s interest and 
prestige. 

Already advertising is a big factor and it inevitably will become 
a greater factor in enabling wood to hold its proper place in the 
sun. But to do so, advertising of wood must be attractive and 
effective. Men who write lumber advertising must know more 
about wood. While they should know something of the technicali- 
ties of wood and of lumber manufacture and use, they need not, 
perhaps would better not, write as technicians. Rather, they must 
aim to help the public to a keener appreciation of wood. To do 
this they themselves must first know, must appreciate and prefer 
wood where wood is best. Inasmuch as many lumbermen still 
appear to think that lumber is just lumber and that it offers little 
that can be used as an advertising appeal, it was thought desirable 
to present some of the “talking points” of wood and to point the 
way to better use of them in lumber advertising. This has been 
done elsewhere in this issue by Emanuel Fritz, professor of lum- 
bering, University of California. Lumbermen will do well to read 


Prof. Fritz’s contribution and pass it on to their advertising 
writers. 


Demonstrating Quality in Home Building 

ROBABLY, the best testimonial to the effectiveness of the 
(Dp demonstration home as a stimulus to home building is the 

number of visitors attracted to such structures. Experi- 
ence has shown that there are few demonstrations that will attract 
s0 many people as a model home. Of course home itself makes a 
universal appeal, and while there are all sorts of substitutes for 
the independent, detached home, people seem never to lose interest 
in and perhaps hope for such a home. It may be doubted whether 
there is any considerable number of persons who would not buy 
or build such a home if it could be shown to them complete and 
if its purchase could be brought within their means. While it may 
be admitted that demonstration and financing are two big obstacles 
to be overcome, they nevertheless appear to be the only ones that 
stand in the way of selling homes. 

Anybody who has kept in touch with developments as recorded 
in the AMERICAN LUMBERMAN can hardly have failed to notice that 
in various ways demonstration homes are being built and used 
throughout the country to show the possibilities of home making, 
and in almost as many cases means are being provided for financ- 
ing home construction. It is a far cry, as the saying goes, from 
the selling of boards and nails to the selling of complete homes; 
but that is the distance the seller of lumber and other building 
materials must go if he is to keep abreast of the times. The fact 
is that the dealer has the option of promoting the sale of _com- 
plete homes himself and thus controlling the supply of materials 
of construction, or allowing somebody else to promote construction 
and get the materials elsewhere. 

In the current issue of a Chicago morning newspaper appears an 
advertisement of a large chain store furniture house with the 
heading: “We build where you want to live; no cash required.” 





The advertisement contains a large picture of an attractive home, 
which is said to be from a book of homes, sent free on request 
and without obligation. Houses will be built, for persons owning 
lots, on instalments as low as $60 a month. This advertiser has 
stores throughout the country, and the proposal, presumably, is 
broadcast in all the territory reached by these stores. Previous 
announcements of this concern indicate that it will not only build, 
but will furnish and equip homes sold on instalments. 

On the front page of this issue of the AMERICAN LUMBERMAN is 
illustrated and described a demonstration house designed to meet 
modern conditions of merchandising. It was sponsored by a local 
federation of women’s clubs and the materials were supplied by a 
local lumber concern. The house not only embodies the latest ideas 
in arrangement and equipment, but it exemplifies the best in 
methods of construction; so that visitors are not only interested 
but are informed regarding methods of home building and home 
making. The fact is that in most cases prospective builders of 
homes do not know enough about the planning of homes, the choos- 
ing of materials and the financing of construction to enable them 
to undertake the building of homes with the confidence and assur- 
ance that they should have. The demonstration home, an approved 
financing plan and a guaranty of good materials and proper con- 
struction afford a combination for eliminating the uncertainties 
too often connected with home building and thus serve to make 
each sale of a home a recommendation to would-be purchasers or 
builders. 





Differing Views Regarding Grade-Marking 


MAJOR ACTIVITY now being carried on by the National 
A Lumber Manufacturers’ Association as an essential part of 

its trade extension program is that in behalf of grade- 
marked and trade-marked lumber. This effort is being made in fur- 
therance of a national policy formally adopted, and it is designed to 
make more effective other activities comprehended in the program, 
in fact to give effectiveness to the entire program. The evident aim 
and purpose is to unify the lumber industry in support of grade-mark- 
ing and trade-marking to the end that lumbermen shall be enabled 
to identify the product they offer to users and in order that its 
grade and quality may be guaranteed by the industry in its or- 
ganized capacity. 

Familiar as grade-marking and trade-marking may be in other 
industries and as applied to other products and commodities, both 
are new to lumber. Lumber has seldom carried with it either evi- 
dence of its origin or assurance of its quality, other than that 
conveyed by the reputation of the seller; and methods of mer- 
chandising lumber have commonly been such as to make difficult 
the fixing of responsibility in case of complaint. In fact, though 
lumber always has been deservedly one of the most widely used 
of materials, it has held its place on its merits alone and in spite 
of the methods that have been used in marketing it rather than 
on account of them. Nobody will argue that lumber owes its pres- 
tige to causes similar to those that have enabled inferior rivals to 
supplant it in many uses. ; 

It is not easy to introduce a new practice or to bring about the 
adoption of a new policy in any industry, but it is particularly 
difficult in an industry dealing with a commodity so peculiar in 
its characteristics as lumber. The lumber industry, like the for- 
ests on which it is based, just grew. Lumbermen are the most 
independent and individualistic of business men, and everything 
in the nature of their employment has been such as to encourage 
them to be so. But the situation with respect to their product is 
not what it was a few decades ago. Formerly it was practicable 
for each producer to manufacture and to sell in his own way, with 
little regard to the methods of other producers and with little 
consideration of the use. The producer’s interest ended with pro- 
duction. It no longer does so. 

As an abstract proposition all lumbermen realize the need if 
not the necessity of giving to wood an identity that shall make 
both its source and its quality recognizable at least to the point 
at which further manufacture and refinement unavoidably remove 
the marks of identification. The difficulty lies in adapting the 
policy of identification to the practices that have become established 
in the lumber industry. As the industry already is launched upon 
a campaign in behalf of grade-marked and trade-marked lumber, 
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it is of the utmost importance that the difficulties in the way of 
marking both its grade and its origin shall be overcome as soon 
as practicable. It was no doubt with a view to clarifying the mat- 
ter that the National Association of Purchasing Agents invited 
representatives of the various parties to the production, sale, dis- 
tribution and use of lumber to present their views on grade-mark- 
ing and trade-marking at the annual meeting of that organization. 
The addresses delivered in response to this invitation are pub- 
lished in rather complete form elsewhere in this paper and they 
afford for the first time, it is believed, an opportunity for lumber- 
men to obtain a proper perspective of the whole matter as it affects 
all branches of the industry. In view of the importance of the 
matter, it is to be hoped that these addresses will be carefully 
read by all lumbermen. 


Must Sell the Effect, Not the Cause 


Gor tne OVER a report of the recent annual convention 





of the Northwestern Retail Coal Dealers’ Association, held 

at Minneapolis, this paragraph from one of the addresses 
sticks out like a sore thumb: “Heating convenience, not oil or 
gas, is in demand today.” The speaker represented a company 
manufacturing a coal stoking device, but that point is immaterial. 
The striking thing is that the dealers were being urged to sell— 
not fuel as such—but “heating convenience.” ; 

More and more, in all lines, the modern merchandising doctrine 
of “selling” what a commodity or an article will do for the pur- 
chaser, in adding to the “joy of living” because of the increased 
comfort, convenience or other satisfaction that it will yield, is 


being promulgated. The merchandising geniuses who direct the 
sales policies of the automobile makers set the pace, and other 
lines of business perforce are falling in line. The lumberman has 
learned that he must advertise and sell his customers the idea of 
the greater comfort, satisfaction and pleasure that will come as 
a result of possessing and occupying attractive, convenient, modern 
homes, either by building new ones or modernizing the old ones, 
rather than merely offer the bare building materials that make up 
his stock in trade. 

This generation perhaps more than any preceding one—unless 
one harks back to the olden days of luxury-loving Rome, is seeking 
to increase the comforts and satisfactions of life in every possible 
way. Therefore, it turns a ready ear to those who can offer a 
means to that end, whether it be a more beautiful or speedy-au- 
tomobile, luxurious travel to remote portions of the globe, or at- 
tractive, commodious and convenient homes. 

The speaker at the coalmen’s convention was right. What the 
public today demands from those who cater to its myriad needs 
is that somehow, in exchange for its dollars, its burdens shall be 
lightened, its satisfactions increased, and the fabric of life be em- 
broidered with colors of pleasing hue. Into this picture fits the 
modern home, with its numberless comforts and conveniences 
made possible by modern science and invention. 

In current vernacular the word “sell” has two meanings, both 
of which must be in the lumberman’s vocabulary. He must “sell” 
his public the idea of benefits or satisfactions through the use of 
his wares before he can actually sell the goods—unless he is to 
be a mere warehouseman, handing- out only what the customer 
demands from him. 
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Marked Lumber Approved 


Drive Among Retailers Finds Many Willing 
to Put Stock in Their Yards 


Wasuincrton, D. C., June 4.—The intensive 
drive among retailers in New Jersey, Ohio, In- 
diana and Iowa continues to bring encouraging 
reports to the National Lumber Manufactur- 
ers’ Association. Some lumber dealers indi- 
cate indifference, but the great majority of 
them are decidedly favorable to grade- and 
trade-marked lumber. 

Reasons given’for favoring marked lumber 
by different New Jersey retailers include the 
following : 

It will eliminate substitution of grades, also 
stabilize the local markets. 

It is an effort toward quality lumber. 

» Hope it will force all lumber to be grade- 
marked and trade-marked. Increased sales 
should follow the marking of lumber. 

Will fill our entire yard with grade-marked 
and trade-marked lumber as fast as the mills 
produce it. 

Believe it will eliminate many bad practices. 

Have always advocated, “Get the mills to 
mark it.” 


dustry. 

It is a real solution for the lumber industry. 
We favor it heartily. 

It will give the customer an outward sign 
of quality. 

It will be the salvation of the honest and 
legitimate lumber retailer. 

Will write the manufacturers to mark the 
lumber shipped to us in the future. 

Many other retailers had similar things to 
say and were found 100 percent favorable to 
marked lumber. 


One retailer in Jersey, who evidently deals 
in transit cargo business, said he did not be- 
lieve in marked lumber at all. 

After visiting this yard the TX field man 
called on another retailer who said: “We take 
pride in giving our customers the best. This 
will materially assist in our endeavors.” 

Still another New Jersey dealer said he could 
see no benefits from the marking of lumber. 

One dealer was willing to stock marked lum- 
ber when there was a general demand for it, 
but would not do anything to promote such a 
demand. 

Most of them, however, are ready to co- 
operate all along the line. 





Veneer Company to Tacoma 


[Special telegram to AMERICAN LuUMBERMAN] 


TacoMA, WASH., June 5.—Removal of the 
Raymond Veneer Co. from Raymond on Wil- 
lapa Harbor to Tacoma and the purchase of 
a four acre site here for the plant were an- 
nounced today by Samuel A. Sizer, president 
of the company. 

The site includes part of the old Todd ship- 
yard, the buildings of which will be utilized 
for the veneer plant. Additional equipment will 
be installed and the number of men employed 
increased to 300 when the move is completed. 
Mr. Sizer said the move was decided on be- 
cause of the increasing scarcity of timber suit- 
able for veneers in the Willapa Harbor dis- 
trict. Tacoma was selected because of its cen- 
tral location, the fine industrial site available, 
the low power rates and the situation as a 
central log market. 


Skyscraper to Use Wood Frames 


Another of the big, new loop skyscrapers 
now under construction in Chicago is to be 
equipped with wood window frames, accord- 
ing to an-announcement made this week. A 
contract for the window frames for the new 





Orders 7 Percent Above Cut 


[Special telegram to AMERICAN LUMBERMAN] 


Chicago Board of Trade Building has been 
awarded to the Philip Rinn Co., large millwork 
manufacturer, whose plant is located on Di- 
vision Street in Chicago. In the manufacture 
of these frames, kiln dried, vertical grain 
Douglas fir will be used, the order for this ma- 
terial having been placed with the Bloedel 
Donovan Lumber Mills, of Bellingham, Wash., 
through E. W. Bache, manager of that con- 


Wasuincton, D. C., June 6.—Five hundred and thirty-three softwood mills of eight asso- 
ciations for the week ended June 1 reported to the National Lumber Manufacturers’ Association 
production aggregating 298,349,000 feet, shipments, 357,014,000 feet, and orders, 317,475,000 feet. 
The week’s figures for production, shipments and orders follow: 














Softwoods— cern’s Chicago office. This order calls for 
Southern Pine Association...............0+e000: 149 64,981,000 71.256.000 67,540,000 approximately 75,000 feet. 
West Coast Lumbermen’s Association.........:. 207 135,972,000 197.957,000 166,659,000 
Western Pine Manufacturers’ Association....... 37 36,931,000 35.869,000 37,429.000 
California White & Sugar Pine Mfrs.’ Assn...... 20 29,601,000 22.467,000 21,288,000 P 
Northern Pine Manufacturers’ Association....... 9 8,936,000 8,882,000 6,502,000 A SLEIGH load of ancient water-soaked logs 
ao = ang & Hardwood Mfrs.’ Assn..... 27 3,163,000 3,169,000 2,275,000 and the skeletons of a team of oxen and an 
Nort arolina Pine Association........ccccccscses 70 10,256,000 8,984,000 7,649,000 ; 
yey eed 19Ses ox yoke were found recently by workmen of 
fi eevee , , ’ 
California Redwood Association........... 14 8,509,000 8,490,000 8,133,000 the Brooks & Ross Lumber Co., who were 
Dita Ce 0) iii eR Bs eS 533 «298,349,000 357,014,000 317,475,000 Clearing the lower end of Fischer Lake near 
ee Mercer, Wis. The objects were so placed that 
Hardwoods— n 
Hardwood Manufacturers’ Institute.............- 216 37,341,000 «44,701,000 37,824,000 ines 1 ee renting operations ane. SS 
Northern Hemlock & Hardwood Mfrs.’ Assn..... 27 6,778,000 4,846,000 5,250,000 : 08s be 5 _ ny 
nested remains of a logging “mystery accident” which 
Meteha, RavWPeaOe «do inces dd dovsveces viewers 243 44,119,000 49,547,000 42,574,000 occurred probably about thirty winters ago. 
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. 
Source of “Lorac” Paint Wanted 

Some years ago we used a paint called 
“Lorac” for painting the ends of our logs 
in the woods that we had to hold over during 
the summer. This paint was very efficient 
in keeping the logs from doting. However, 
of late years we have not been able to locate 
a source of supply of this paint, and lately 
have had the matter brought to our attention 
again, as one of our mill friends would like 
to get some. : 

We wonder whether you can tell us where 
this can be secured, or if not, whether you 
would be so good as to inquire of your readers 
about it, as this paint was very good and 
there seems to be no substitute for it. Any 
information you can give us will be very 
much appreciated.—INquiry No. 2,315. 


[This inquiry comes from a New York lum- 
ber concern. As the name of the producer of 
this paint is not known to the AMERICAN LuM- 
BERMAN the inquiry is published with the hope 
that it will come to the attention of readers 
who can give the name. The name of the in- 
quirer will be furnished on request——EbitTor.} 


Another Poet Attacks Termite 
That Termite 
By E. M. AVERILL 
That termite is an ugly cuss, 
If we must judge him by the fuss 
That’s made about his cruel ways, 
And how he spends his nights and days. 
One offers proof he’s smarter than 
That animal that we call man, 
But this another contradicts, 
And says he certainly can fix 
That bug so he will never eat 
Another hundred thousand feet. 
It seems he is a mighty ant, 
That only knows he CAN—not can’t— 
And so he sits and gnaws and chaws, 
And smacks his lips and licks his jaws, 
’Til every timber that he’s in 
Is honey-combed and weak and thin. 
"Tis true no good we can ascribe 
To this destructive ant-like tribe, 
But if his ways you closely scan, 
You'll find he’s got it on a man, 
For concentration counts for speed, 
Success, and other things we need; 
Confine your efforts to your line, 
You work your trade while I work mine. 
—Sparta, Mich. 


Kiln Drying Schedules for Oak 


Have you any books or trade publications on 
kiln drying and kiln drying problems? If so, 
please let me know what they cost. Also if 
you have any schedules for drying 3-inch quar- 
tered oak without causing hollow horning or 
collapse, as this is the only stock we get poor 
results with and we dry about 2,000,000 feet 
annually, I wish you would let me know about 
them.—INnquiry No, 2,309. 


[This inquiry comes from Ohio, the in- 
quirer evidently being a dry kiln operator. 
There are two excellent books on the subject 
of kiln drying, both being listed on page 15 
of the AMERICAN LUMBERMAN’S catalog of 
books for lumbermen, copy of which has been 
sent to this inquirer. One is the “Kiln Drying 
of Lumber,” by Tiemann, and the other is 
“Kiln Drying of Lumber” by Koehler and 
Thelen. The Tiemann book is perhaps the 
more comprehensive of the two and might be 
expected to appeal more to the kiln operator 
who is looking for a guide in his work. How- 
ever, the Koehler and Thelen book though 
designed primarily for the student will be very 
valuable to the operator also. No doubt-any 
dry kiln operator will find both of the books 
good investments. 

This inquirer’s question regarding drying 
schedules is best answered by an extract from 
the Koehler and Thelen book under the head- 
ing “Drying Schedules” as follows: 

“In order to dry lumber quickly and at the same 
time have it come out of the kiln as good im 





quality as is consistent with the purpose for’ 


which it is used, it is necessary to follow a 


schedule of temperatures and humidities which 
has been tried out and has given satisfactory 
results with previous kiln charges of similar 
material. With the increasing price of lumber, 
guesswork must be replaced by systematized 


action. Old methods, like leaving the lumber 
in the kiln for a certain number of days at 
whatever temperature can be maintained in the 
kiln, and with little or no regard for humidity, 
must be replaced by painstaking and thought- 
ful procedure based on certain fundamental 
principles which govern the drying of wood if 
ew is any object in the operation of a 

n. 

The book then gives rather comprehensive 
drying schedules which, the authors state, were 
prepared by the Forest Products Laboratory 
as a result of many years of experimentation. 
They are intended to be used as a guide for 
drying various kinds of wood which are to 
meet with exacting requirements such as fur- 
niture, vehicles, pattern stock etc. The authors 
state further that for less exacting purposes 
in which a certain reduction in quality is per- 
mitted somewhat higher temperatures and 
lower humidities may be used with a corre- 
sponding shortening of the drying periods.— 
Eprrtor. } 


Plans for Small Country Club 


We are wondering if you happen to have 
in your files any sketches or layouts showing 
club houses suitable for a country club. The 
design we hope to find would be of the smaller 
type building that could be built complete for 
approximately $12,000. If you do not have 
anything in this line perhaps you might sug- 
gest where same could be obtained without 
having one drawn up special by an architect. 
—Inquiry No. 2,314. 


[This inquiry comes from a retail lumber 
concern in Illinois. As the AMeRICAN LuM- 
BERMAN has no plans of the kind described 


and does not at this time know of any source 
of such plans other than regular architects, 
this inquiry is published with the hope that 
some of its readers can give information along 
the line of the inquiry. The name of the in- 
quirer will be supplied on request.—Ep1Tor.] 


“Farm Storage for Wheat” Campaign 


Referring to article headed “An Important 
Factor in Farm Relief” appearing on front page 
of the May 25 issue of the AMERICAN LUMBER- 
MAN, Arthur W. Large, general agricultural 
agent, Chicago, Rock Island & Pacific Railroad 
Co., Chicago, writes: 

“I was very much pleased to note the article 
with reference to the ‘More Farm Storage For 
Wheat’ campaign. We are all working together 
on this matter under the leadership of H. M. 
Bainer, director of the Southwestern Wheat Im- 
provement Association, as indicated in your ex- 
cellent article, and I am not at all certain but 
that the AMERICAN: LUMBERMAN and the whole- 
sale and retail lumber dealer will prove to be 
the most important co-operating agency in the 
whole campaign. We are all very appreciative 
to you and the interests which you represent 
for your co-operation in this matter. The joint 
efforts of all concerned are going to have a 
splendid result, and in so stating we are not 
confining our expectations to the immediate 
present, but know that this campaign will bring 
results for years to come.” 


[With his letter Mr. Large-encloses an il- 
lustrated folder on the subject of farm stor- 
age of wheat, the text of which is by Mr. 
Bainer. The folder contains a number of il- 
lustrations and plans of farm grain storage 
units. Retailers, in the wheat belt especially, 
will find this folder interesting and a real 
aid in discussing grain storage problems with 
their farmer customers. Copies may be ob- 
tained by writing the agricultural department, 
Chicago, Rock Island & Pacific Railroad Co., 
Chicago.—Enror. ] 
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The work on the canal lead-| Lumber Line” 


which will be| is supposed to be a g-oak, but 





ing from the great Dells dam 
to Half Moon Lake will soou 
be commenced so as to have a 
passageway for logs ready by 
next spring. This will give t 
West Eau Claire one of the 
finest storage grounds for logs 
in the West. The lake will af- 
ford room for holding 50,000,- 
000 feet of logs and this may be 
increased 100,000,000 feet by 
dams at the outlets. The canal 
will make the entire shores of 
the lake available as mill sites 
where the entire output of th 
Chippewa could be cut. 
** * 

The Chicago, St. Paul & Min- 
neapolis, the St. Paul & Sioua 
City, the Sioux City & Pacific 
and the Kansas City, St. Joe & 
Council Bluffs have made mu- 
tual arrangements for carrying 
lumber over -their respective 
lines at a cost which enables 
Wisconsin lumbermen to com- 
pete with, if not undersell, the 
lumber from Chicago and other 
Lake Michigan points. These 
companies have agreed to en- 
title their line “the Wisconsin 





placed under a single manage- 
ment with headquarters in St. 
Paul. It will be an _ inde- 
pendent transportation system 
just as the Red Line, the Blue 
Line and other fast freight 
lines are, independent of any 
particular railroad corporation 
over which its cars are carried. 
** * 

A. Gilmer, Orange, Texas, is 
improving his mill by putting 
‘n a lot of Stearns’ best ma- 
chinery. 

* * * 

They have a powerful ma- 
chine in Holgate, Mass., that 
takes in poplar logs at one end 
and turns out paper at the 
other. It eats and grinds to 
pulp seven and a half cords of 
wood a day, turning out from 
three to four tons of pulp. The 
paper is used for books and 
newspapers. Spruce has more 
fiber than poplar and spruce 
pulp is used ‘for the cheaper 
grades of writing paper. It 
will now be in order for slow- 
going journals to spruce up 
and print a poplar paper. This 





why pine about it? 
$n ¢ 

A sawmill, with a capacity 
of 20,000 feet per day, is in 
course of construction at 
Lloydville, Pa. Tenement 
houses for the employees and 
lumbermen, a large force of 
whom are now at work, have 
also been erected. The timber 
on the tract is estimated at 
7,000,000 feet of white pine, 
2,000.000 feet of hemlock and 
1,000,000 feet of oak. It is 
about the only timber tract 
that has not been culled in the 
counties of Clearfield, Cambria 
and Blair. 

* * 

Dick Robinson has put up an 
elevator at Smyth & Seale’s 
mill, Beaumont, Texas, which is 
intended to be used in getting 
the slabs and clippings into the 
slab-pit. The refuse will be 


run to the slab saw and cut up 
when it will be carried to its 
top and from there it will fall 
into the slab car which, when 
full, by pulling a lever, will be 
sent to the pit and dumped. 
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Southern Pine Trade Slow; Floods Curtail Output 

Average bookings per unit of the southern pine mills 
during the week ended May 25 dropped to the lowest point 
of the year, and those of 120 identical mills were 27 percent 
less than in the corresponding week of 1928. Unfilled 
orders of these mills at the week end amounted to 31 per- 
cent of their gross stocks, so that although total shipments 
were in excess of bookings during four of the five weeks 
ended that date, these mills still have good order files. 

In some parts of the producing territory, notably Texas, 
heavy rains and floods have handicapped operations, and 
around one-quarter of reporting southern pine units are 
in that State, so that total production is likely to be con- 
siderably curtailed. The barometer for the week ended 
May 25 showed output 12.5 percent less than average, 
operations having recently been slowed down somewhat 
because of slack demand, and the average per unit cut has 
been considerably less than in April or the first part of May. 

Small-mill competition is prgbably less severe than it has 
been, but still exerts a weakening influence on prices of 
boards and dimension, but large mills for the most part 
are keeping quotations firm. While business is not of large 
volume, it appears to be coming from a wider territory, 
and there is every reason for thinking that a stretch of 
good weather would greatly stimulate purchasing. 


Arkansas Soft Pine Mills Have Good Order Files 


The Arkansas soft pine report for the week ended June 1 
shows an unusually large movement to Texas, 45 cars, and 
to Michigan, 49 cars, out of a total for the week of 185. 
Business, however, has declined a little, and is reported to 
be less than production. The weather as a general rule has 
been favorable to operating, and small mills have also been 
active, and have been offering their products at a few dol- 
lars less than large-mill prices. Quotations of the larger 
plants appear not to have suffered, as shown by average 
realization on various grades, No. 1 dimension and edge 
grain flooring prices are off just a little, but other items are 
quite strong. The mills have good order files that will keep 
them busy for some weeks, and active shipping duying the 
spring has reduced their stocks to a low point. A number 
of wanted items are scarce, and mills limit the amount they 
will include in an order. Business in finish and trim is 
good, and there is every prospect that it will continue so. 


Trade in Westéfn Pines Slower but Prices Firm 


Bookings of identical Inland Empire mills during the 
two weeks ended May 25 were 12 percent less than in the 
corresponding weeks of last year. There was an encourag- 
ing improvement in demand during the second of these 
weeks, and orders received by 37 mills were only 2 percent 
less than their output. Production has recently been more 
active than in the corresponding period of last year, the 
cut of identical mills during the above two weeks having 
been 12 percent larger. The mills are in rather good sta- 
tistical position, as figures for the first twenty-one weeks 
of the year for all mills reporting show that their bookings 
were 13 percent larger than their cut, and their shipments 
9 percent larger than their cut, though their unfilled orders 
on May 25 amounted to only 16 percent of gross stocks. 
Comparison of reports on actual sales for the weeks ended 
April 24 and May 29 proves that quotations have remained 
firm, slight declines having been offset by advances. 

Production of identical California pine mills, during the 
two weeks ended May 25 was 13 percent larger than in the 
corresponding period of 1928, while bookings were 20 per- 


_ shop and better 4.7 percent lower; but while total unfilled 


Lumber Statistics Appear on Pages 50, 51 and 65; Market Prices and Reports on Pages 77 to 81 


cent less. This indicates a slackening in demand, but it 
must be remembered that total reports for 21 weeks give 
bookings as 28 percent and shipments 26 percent above 
actual output. Reported prices for the weeks ended May 21 
and 28 showed very little variation. The stock report for 
May 1 gave total stocks of identical firms as 2.9 percent 
less than at the same date last year, and stocks of No. 3 


orders were 8.1 percent lowet, those for No. 3 shop and 
better were 17.5 percent lower. 

Reports indicate that in the middle West, industrial 
demand for western pines is better than retail, while in the 
East retail is better than industrial. 


Fir Quotations Hold as Result of Curtailment of Cut 


The fact that production of West Coast fir was down to 
56 percent of capacity during the week ended June 1 is 
partly accounted for by the holiday, but there remains no 
doubt that the mills are severely curtailing their output. 
Business is slack, as shown by reports of identical mills 
that orders booked in the two weeks ended May 25 were 18 
percent less than those of the corresponding period of last 
year. The feeling is general in the producing territory 
that if output continued at its recent rate, quotations would 
soon suffer, so that the policy of individual operators seems 
to be to accept oftlers only at the level recently prevailing, 
and refuse to grant concessions even if it is necessary to 
shut down. As a result of their taking this stand, prices 
have regained their firmness. The general report is that 
mixed car loadings can not be placed at lower prices than 
have prevailed during the last month or two, though occa- 
sional concessions are allowed on straight cars of stock 
items. Common boards and dimension are hardly as stiff 
as uppers. 

Of the business booked by 203 mills during the week 
ended June 1, 41 percent was rail, 36 percent domestic 
cargo and 14 percent foreign. Total shipments of 207 mills 
were about 19 percent in excess of orders, and thus there 
has been a considerable decline in order files: On May 25, 
however, 207 mills reported unfilled orders equal to 25 days’ 
production or to 51 percerit of gross stocks. 


Hardwood Trade Slower; Curtailment Supports Prices 


The slackness of demand for southern hardwoods is 
made plain by statistics showing that bookings during two 
weeks ended May 25 were 27 percent less than those of the 
corresponding weeks of last year. Apparently many auto- 
mobile plants have, at least temporarily, left the market, 
though total sales to that industry are still of good volume. 
More hardwood is going into export channels, but it is 
not unlikely that it is being sold at close margins. More 
business has been coming from sash and door and trim 
plants, for although residential building is somewhat off, 
there is a good deal of activity in industrial construction. 
The furniture plants are buying steadily. April shipments 
of 24 firms in the Chicago district were 11.4 percent larger 
than those of April last year, and their orders were 31.5 
percent larger. While there has been some tapering off 
from this high rate, business is still good. Southern hard- 
wood quotations are somewhat softer, but in general are 
well maintained, as reduced output, with further forced 
curtailment probable, helps to maintain recent levels. 

Identical northern mills on May 1 had 13 percent less 
stock than on that date last year; hard maple stocks were 
18 percent less; birch, 23 percent less, and soft elm, 8 per- 
cent less, while there was an increase of 32 percent in bass- 
wood stocks. Northern prices are firmly held. 
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Discuss Advantages and Disadva 
As the Producer Sees It 


[By J. F. Carter, Trade Promotion Manager Southern Pine Association, New Orleans, La.*] 


In speaking to you today, believing that you have already been 
acquainted with the methods used in grade-marking, it shall be my 
endeavor to place before you for your consideration the answers to 
as many of the objections as have come to my attention. 

The purchasing agent is either the customer of a retailer of 
lumber or of the sawmill through a middleman. Very few purchas- 
ing agents know the grades of lumber. Very few of them know the 
qualities of lumber. Grade and quality are not the same. The two 
words mean different things. 

Since lumber is not a homogeneous mass, since it can not be 
analyzed, since percentage of summerwood, closeness of grain, angle 
of grain to the edge, size of knots and placement of knots, checks 
and cracks and waney edges, as well as mismanufacture through the 
machines all have their direct bearing on the grade into which a 
piece of lumber shall be classed, it becomes necessary to have ex- 
pert men divide lumber into the various grades which have been es- 
tablished. Not all men who have spent years about a sawmill can 
be graders. There is a knack to grading which not everyone can 
easily acquire. 

When. a purchasing agent sends out his 
inquiry on a bill of lumber he mentions the 
length, breadth and thickness, whether rough 
or dressed, and names the grade. It may 
be the grade which is suitable, and it may 
not. But the purchasing agent names the 
grade. When this inquiry reaches the saw- 
mill a quotation is made on the grade which 
has been named. Somewhere between the 
lumber manufacturer and the purchasing 
agent there is often a mam who realizes that 
the purchasing agent either has not chosen the 
proper grade, or does not have a means for 
inspecting grades. Thus it is easily possi- 
ble for the middleman to quote slightly low- 
er than for the proper grade, but higher 
than tor the next lower grade, making a 
better profit thereby and assuring himself 
the order. 

That is called substitution of grades. It 
is not an uncommon practice. There are ' 
scores of cases which have been seen by myself and by others with 
whom I work. Requirement of the grade-mark by the purchasing 
agent will check this substitution of grades if only the purchasing 
agent will refuse to accept anything else. 


A. very strong point has been made, and continues to be made, 
that grade-marked lumber will cost more than lumber which is not 
grade-marked. The lumber manufacturer replies to that statement 
in two ways. One is to say that you do not pay any additional 
price because lumber is grade-marked. If it happens that the lum- 
ber for which you pay a higher price is grade-marked, the higher 
price is caused by better quality of the lumber, and if it were not 
grade-marked you would have to pay the same additional price: We 
lay stress on the confusion which is caused by the use of the word 
“grade” instead of the word “quality.” 


The second answer the manufacturer makes is this: There is 
a very strong probability that many who buy lumber can actually 
save money by requiring that it be grade-marked. In order that 
you may understand this statement and interpret it correctly, permit 
me to illustrate: 

There are furniture manufacturers whose purchasing agents are 
buying No. 2 common southern pine for crating. They are buying 
through certain middlemen because they enjoy lower quotations 
from such particular middlemen. Now, it must not be expected that 
such middlemen can make a profit and yet quote a lower price than 
the producer. So, there must exist a difference in the grade. If 
such furniture manufacturers will require and purchase the next 





* Address delivered before annual convention of National As- 
sociation of Purchasing Agents, Buffalo, N. Y., June 3, 1929. 





lower grade grade-marked, they will get a lower price and will get 
the same grade they are now getting. 


What Agents in Coal Fields Bought 


About a year ago we called on purchasing agents in the anthra- 
cite field of eastern Pennsylvania to learn they were buying on 
price. The engineers asked for a particular grade; the purchasing 
agents issued inquiries for that grade; from one group of men came 
bids as low as $46 a thousand feet while from mills in the South 
came bids on the same inquiry as high as $78. The purchasing 
agents thought it queer, but bought at the lower price—and we 
found they were getting the third grade below the one they had 
ordered. 

When a sawmill in the South becomes a subscriber to the serv- 
ices of the Southern Pine Association an official inspector calls at 
that mill to check the graders of lumber. Not infrequently the 
grades are from 15 to 18 percent below perfect. That is not permis- 
sible in the Southern Pine Association. The rules of that associa- 
tion are that a mill must not show a deviation of more than 5 per- 
cent, this to cover the differences in men’s opinion of grades. 
Shortly after such mill becomes a subscriber to the Southern Pine 
Association the official inspector finds the grading is far better, and 
in that short while the mill grade climbs from 85 percent to the re- 
quired 95 percent, and better. 

Today when you are buying one species of lumber the grade- 
mark means more than merely the natural defects which occur in 
wood. The Southern Pine Association, after two years of consider- 
ate study of the subject of moisture content, has written into its 
grade rules such specific provisions covering moisture content that 
the grade-mark is now a guaranty of the amount of water in the 
lumber you buy. 

The difference in strength between green lumber and dry 
lumber is as one is to two, meaning that dry lumber is almost 
twice as strong as green lumber. Whether you are buying lumber 
for use in a residence, a warehouse, for use about a manufacturing 
plant or for crating material, the dryness of the lumber is an impor- 
tant factor as to strength, nail holding ability, ability to hold screws, 
and continuance of the wood to stay in the same place. 


Manufacturer Gives Better Service Today 


Service is the watchword of industry today. If the manufac- 
turer is to command more money for his product than does his 
competitor, he must perform an outstanding and valuable service. 
What greater service do you wish than the thought, the care, the 
training and the experience of the men who operate large’ sawmills, 
men who have spent their lives in the industry, who know which 
trees to choose, into what items every log should be cut, who use 
their training and knowledge of lumber to make the best product 
which can be made from each particular log? 

Does any manufacturer, working through the years to establish 
confidence in a name, deliberately take advantage of the public by 
lowering the quality of his product or by raising the price on his 
product because confidence has ‘been established? It does not 
happen. Why should anyone insinuate that because the lumber 
manufacturer has answered the demand of the public by marking 
the official grades on his product, he is merely seeking a higher 
price? Such an insinuation against industry would lead one to think 
that honesty is not the best policy, when everyone of us knows it is. 
The lumber manufacturer who is unafraid, who stamps the proper 
grade upon his lumber and puts it out with his guaranty behind it, 
is building for his industry a confidence which can not otherwise be 
added. 

You have doubtless heard the statement, and you will probably 
hear it again today, that official inspection can be obtained if there 
be any doubt in your mind as to the grade of lumber you are get- 
ting. May I ask why, then, the lumber should not be properly 
marked as to its grades? Why have the expense of claim inspec- 


tion, why have the expense of so called certificates of grade, when 
(Continued on page 37) 
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ntages of Grade-Marked Lumber 


From the Wholesaler’s Standpoint 


[By Ben S. Woodhead, President Beaumont Lumber Co., Beaumont, Tex.*] 





In the beginning of this address I wish to emphasize, without you will see their claim only embraces 20 percent of the production 
any equivocation, the fact that the National-American Wholesale today. I am reliably informed that the contracts that have been 
Lumber Association endorses without qualification, the principle of signed covering this 6,000,000,000 feet are not all uniform. I am 
grade- and association trade-marking lumber. It has done so from’ quite sure you will agree with me that you can not classify a manu- 
the beginning of the movement. It reaffirmed its endorsement at its facturer as a 100 percent enthusiast if he does not back up his 
annual meeting, in Washington, last April. There is no disagree- preaching by his practice, and unless he grade-marks 100 percent of 
ment between wholesalers and manufacturers on the doctrine of his production, regardless, I do not consider him a complete convert 
grade-marking. The organization which I represent stands for to the practice. 
every movement that will place the lumber business on a higher The grade-marking movement began in the Southern Pine 
plane. : Association eight or ten years ago, and while a lot of tentative con- 

While our organization has endorsed the principle of grade- tracts with more or less various exceptions, have been signed up 
marking, there exists a very serious difference of opinion between by a good many of the members, the actual fact: are that out of 
wholesalers and manufacturers as to the methods of putting this the ninety-eight subscribers comprising the membership of the 
new trade practice into effect. Because we do not acquiesce in the Southern Pine Association, according to their last roster of member- 
methods being employed for the establishment of the grade-marking ship in my possession, less than two-thirds are listed as grade-mark- 
practice, we are seemingly placed in a position of opposition, but be- ing mills. 
fore I finish I am quite sure you will understand such a conclusion It is only fair also to say that the intensified campaign for grade- 
would be erroneous. marking, in a national sense, has only been active the last six 

We are not in sympathy with the methods “proposed for the months. In the Southern Pine Association 
establishment of grade- and trade-marking because we fear the it has been brought up for discussion and 
effect of the trade extension work will be to discredit unmarked ‘agreed to at every convention held for the 
lumber; at least, by implication. The organization I represent has last eight or nine years. The National 
sought earnestly to co-operate in the establishment of grade-mark- Hardwood Lumber Association not only 
ing lumber, through the National Lumber Manufacturers’ Associa- does not believe in grade-marking, but it is 
tion and its trade extension movement. We felt that as distributers of in a stated attitude of opposition. I think 
between 50 and 60 percent of the entire lumber cut of the United it has some twelve or thirteen hundred sub- 
States and as contributors to the funds which are being expended scribers, and unless I am mistaken only two 
for the establishment of the grade-marking practice, we possessed at 


or three of those grade-mark their lumber. 
least the right to suggest a program which could not be hurtful to Now, these facts are recited to explain the 
our interest. 


basis for our position of co-operation, and 
to establish the accuracy and truthfulness of 
our claim that it is going to take five years, 
under the most favorable conditions, to es- 
tablish this practice. 

Therefore, by reason of this situation, 
gentlemen, the wholesale lumber merchant, 
who handles between 50 and 60 percent of 
the entire lumber production of the country 
necessarily becomes the apostle of unmarked 


The Wholesaler’s Proposition 


Our proposition for joint action in the establishment of this 
grade practice was based on the theory that even by the united 
effort of the entire lumber industry, and this augmented by the 
support of the buying public, it would take at least five years to put 
grade-marking into general use. We therefore suggested that the 
trade extension speakers, and all advertising, embody the statement 
that grade-marking was in its infancy at the present time, that it 
would probably take several years to make it of practical value and 





é : ; : , : - lumber, its champion and its defender against 
poet age with bagel wore pragieit Masso ng — igo yg agi unfair attacks, if and when any are made upon it. 

ment, there was available a consi e amount of first-class un- fact , ceeaicen. duaimaiail 
marked lumber. The public plea of the manufacturers, and the The -manufacturers. promoting the grade iad Dag 


h k blicly th blish f have stated they will make no unkind reference, or any sort of ref- 
greatest argument they ma . ee © esta - ment © erence, in their advertising and trade extension work, to unmarked 
grade-marked lumber = that it will eliminate sharp business prac- lumber. They frankly admit they will concentrate their campaign 
tices. Recognizing this, we further suggested that in the trade ex- on the effort to encourage the public to buy only grade-marked 
tension work, the various speakers and advertisements should a a Necessarily, by inference and implication, anyone reading 
the statement that buyers could be protected Ns purchasing un these advertisements is bound to gain the idea, if reasonably intelli- 
marked lumber, by utilizing the official inspection of the various gent, that if you want to get good lumber you must get grade- 
manufacturers’ associations. I can not conceive of an offer of co- seston teste? than te tes citew bled Tiike. olaentian Scene Oe 
operation predicated on a basis fairer than we offered. It was re- wholesale lumber industry, whenever opportunity permits, to present 
fused by the manufacturers 5 nat only by the National = but also the case for unmarked lumber, and we are not going to pursue a 
by regional groups which it was presented. Their position now policy of silence about grade-marked lumber because we frankly 
is that they are going to advocate and advertise grade-marked lum- admit that most of it is good. It is well manufactured and properly 
ber only, and they have very courteously and graciously stated that graded, but because this is true of grade-marked Lmthuw We Gums Gat 
they a raged —s —_ es <_ : i se _ necessarily follow that the reverse must be true of unmarked lumber. 
pose to me 8 Paty OS eee eee percent of the: tuner pro- 7, yellow pine, where the grade-marking is very active, there are 
duction of this country without at least uttering a vigorous protest. many more mills in the South, not members of the Southern Pine 
__ That, gentlemen, I believe to be a very fair statement of the Association’ than there are who belong to it. Many of these are 
differences between manufacturers and wholesalers on this matter, ery large institutions, having been in business from twenty-five to 
which, you will observe, relates only to the methods of instituting fifty years. They make long and shortleaf lumber, as the case may 
grade-marking. We can not subscribe to the methods proposed be- he according to their timber. Their facilities for properly manu- 
cause they are unfair to unmarked lumber, which, at the present facturing and grading are as good as those of anyone. 
time, is certainly not less than 80 percent, and I believe it is nearer Te wank lic sbdheainins’ Snel tb Gleli. tliae Wiewthas tot bdo 
mee Shag * ype age oneal age , or onan grade-marked sesiiiuched in the United States for a hundred years, more or 
— pmedrreny prince! att. of Ge eh. peodaation ‘ot less, that all of a sudden, within six months, it was found that only 
5,000,000,000 feet, and even giving them the benefit of every doubt, 30 percent of it was any good. The reputable wholesaler does not 
® Address delivered before annual convention of National Asso- think especially that his lumber needs a grade-mark in order to 
ciation of Purchasing Agents, Buffalo, N. Y., June 3, 1929. .... (Continued on page 38) 
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The Purchasing Agent’s Viewpoint 


[By G. A. Tompson, Purchasing Agent, The Empire Companies, Bartlesville, Okla.*] 


I endorse the practice of grade-marking of lumber. In other 
words, it would seem to me that it would be both practical and 
beneficial to have the man at the mill, who is responsible for grad- 
ing and is employed as competent for that task, mark or have 
marked on each piece of lumber the grade classification he has given 
it, thereby recording his judgment of each piece and in so doing 
making available this expert opinion to each person handling it 
from the source to the final consumer. 

The wording of the last sentence implies protection, and that is 
what the advocates of grade-marking have most discussed. While 
the matter of customer protection is possibly the most important 
phase of grade-marking, to my mind another reason for its adop- 
tion is also very important, and has been much less discussed; 
namely, its educational value. The consumer needs not to be 
merely protected, he needs also information that he may use his 
own intelligence in helping to protect himself. 


I know of few commodities in as general use as lumber about 
which the buying and using public knows less. And this is doubt- 
less true because there is no easily accessible 
informative method in general practice to 
bring lumber distinctions readily to the 
minds of persons when they come in con- 
tact with lumber. Give it a distinguishing 
mark of quality and the average person’s 
interest will be aroused. And interest, as 
you know, is the first step to learning. Let 
this same individual whose interest is 
aroused handle or examine grade-marked 
lumber from time to time and he soon forms 
a fairly accurate concept of grade distinc- 
tions. He then is not only able to know 
what he is actually buying or having bought 
for him but his judgment becomes better 
as to the adaptability of certain lumber for 
certain purposes. My experience indicates 
to me that quite often men who are well 
versed in general matters of construction are 
lacking with reference to the adaptability of 
the grades of lumber to their proper uses. 


It is, of course, understood that grade-marking is only one means 
of spreading knowledge of lumber, and also an elemental means. 
It is worth while, I think, to digress sufficiently to mention a fact 
that has struck me quite forcibly, and that is that lumber receives 
practically no recognition in the curricula of many engineering 
schools. In fact, I am informed by several engineers representing 
different schools that in their study of materials of construction 
practically no mention is made of the properties and characteristics 
of wood. As near as they get to its practical uses is in the making 
of patterns for castings. One engineer expressed his conception 
of-lumber as follows: “I have always considered lumber as a mate- 
rial of indeterminable physical properties.” This lack of knowledge 
of lumber by men who are going out of college into construction 
work is responsible for the substitution of other materials for lum- 
ber in many instances, I believe. 

The proponents of grade-marking have discussed in so much detail 
at various times its advantages that we will pass on without dis- 
cussing these further to the phase about which the purchasing 
agents seem to be much concerned; namely, grade-marking’s eco- 
nomic aspects. Will grade-marking increase the cost of lumber 
materially? Or, stating the question ‘more specifically, will it in- 
crease the price of lumber as much or more than the benefits that 
will be derived from its practice? To*begin with, and this state- 
ment must be accepted to agree with conclusions reached in the 
rest of this paragraph, there is absolutely nothing in the universal 
application of the practice of grade-marking to hamper in any way 
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the free operation of the laws of supply and demand. In other 
words, the practice by all mills of marking the grade on each piece 
of lumber they make can not in itself either restrict or increase 
competition. 


Analysis of Hypothetical Problem of Grade-Marking 


We will now make a hypothetical problem of the question. We 
will assume that the grade-marking of lumber has become a gen- 
eral practice and we will analyze the problem, using the accepted 
law of supply and demand, to determine if prices may be changed 
because of marking. Universal grade-marking will not increase the 
supply of lumber nor will it decrease the demand; therefore, it 
will not lower the price of lumber. This much is easily deduced, 
and to this statement I believe everybody will agree. The ques- 
tion has no bearing upon the supply but it possibly does have some 
bearing upon the demand. It is possible that through better knowl- 
edge of the adaptability of lumber for certain purposes grade-mark- 
ing may help to increase the use of lumber. Any such increase 
would mean an increase in the demand and thereby would have a 
tendency toward higher prices. But you will understand that in 
this case the increase in demand has come through a better knowl- 
edge of the properties of lumber and that it has been found more 
acceptable at its prevailing price for certain purposes than other 
materials. In such cases the buyer has doubtless benefited as much 
or more than the increased cost. 

There is another aspect of the problem that is indeterminable at 
the present time. It has been pointed out repeatedly that grade- 
marking would mean more intelligent selection of grades and would 
be an aid in the assurance of delivery to the purchaser of the grade 
actually purchased. This may mean that demand for certain 
grades may increase while that for others decreases. Such a change 
in demand would have a tendency to change the spread in prices 
between certain grades. Not knowing how each grade would be 
affected we can not forecast just which grades would rise in price 
and which would decline. It is important to remember, however, 
that the benefits that should accrue to the buyer from grade-mark- 
ing should be at least in proportion to any of these changes in prices. 
My own opinion is that the general practice of grade-marking 
would have very little influence on the average price paid by the 
ultimate consumer. 

My experience confirms the experience of others that there often 
is a difference in prices; not, however, always favoring unmarked 
lumber. Moreover, I am wondering if there are not other factors 
rather than grade-marking that usually, and possibly always, ex- 
plain these variations in quotations. Did not the same conditions 
prevail before any of the mills grade-marked? Aren’t these differ- 
ences due mostly or entirely to the character of the products pro- 
duced and the reputation of the mills? My own experience answers 
these questions in the affirmative. 


No Relation Between Trade- and Grade-Marking 


It may be that, in the minds of some, mill trade-marking is asso- 
ciated somewhat with grade-marking. There is no relationship 
whatever between the two. They are employed for entirely differ- 
ent purposes. Mill trade-marking has for its aim customer accept- 
ance and preference, and therefore it may be expected that so far 
as its use is actually effective the demand may be increased for the 
mill’s product, which may result in higher prices for its lumber. 
Association trade-marking has different aspects, but they will not 
be discussed here. 

From what has been said thus far you may think that I believe 
grade-marking will do away with all troubles with respect to choos- 
ing and securing the right grade and quality of lumber. Such is not 
the case. Grade-marking has its limitations. However, the spon- 
sors of grade-marking have often, I think, given it an unduly large 
perspective in the picture they have drawn of it as a remedy of 
the lumber buyer’s troubles. In the first place, grade-marking will 


(Continued on page 37) 
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ink of Grade-Marked Lumber 


How the Retailer Looks at It 


. [By J. W. Deal, Vice President Pickering Lumber Co., Kansas City, Mo.*] 


In checking over the material that we handle in our retail lumber 
yards, we find that the majority of items, with the exception of 
lumber, are grade-marked or trade-marked. For instance, shingles, 
roofing, lime, cement, plaster, hardware, windmills, barb wire, hog 
fence, gates, paint and numerous other items. In fact, there are 
very few articles that we carry that are not identified by the trade- 
mark or the name of the manufacturer. 

In the history of the business world it is noted that any radical 
change or reform requires concerted effort of everyone connected 
with the proposition. Mr. Hoover suggested to the lumber manu- 
facturers in Washington in 1923, “Why don’t you gentlemen grade- 
mark and trade-mark your lumber? A number of other manufac- 
turers are identifying their merchandise, and why shouldn’t you 
lumbermen do the same?” 

This question of Mr. Hoover’s was the beginning of the general 
movement of grade-marking. A large yellow pine operator adopted 
the policy of trade-marking its lumber in 1918. When this ques- 
tion was under discussion by it I was called in to give my ideas, 
as a retailer, as to the reaction there would be if it should adopt 
the policy of trade-marking its southern pine products. A device 
had been patented whereby all lumber could be trade-marked at the 
time it was manufactured. Although there was some opposition 
by the trade this company decided to adopt the trade-mark policy, 
and at the same time it put on quite an extensive advertising cam- 
paign. It took about four years to convert its trade to the trade- 
marked lumber, and today it is not only trade-marking but grade- 
marking all of its lumber. A large majority of all manufactured 
articles today are identified in some way by the maker, and are 
sold more readily because of an actual or implied guaranty back of 
the trade-mark. 


Many Retailers Stocking Standard Lumber 


There are a good many lumbermen who are today stocking the good 
qualities of lumber, made by reputable mills which have up-to-date 
machinery, good dry kilns, well trained graders who are regularly 
checked by official graders, and whose lumber is made under Ameri- 
can Lumber Standards, and subject to official inspection. These 
retailers do not ask an exorbitant price for better qualities of lum- 
ber, and, since they are getting away from cheap products which 
are sold upon a price basis alone they are rapidly returning to 
standard grades and qualities. Moreover, and what is much more 
to the point, they are giving their customers a product which is 
really worth the dollar those customers pay. 

The manufacturers of lumber, through the various associations, 
have grading committees which formulate the grade rules for the 
benefit of the users of lumber, maintain inspection bureaus and de- 
partments which oversee not only what is made, but what is shipped, 
and these manufacturers think enough of their merchandise to place 
a grade-mark on their lumber. They believe in their product. They 
have no fear of stamping the official grade and their own mill in- 
signia upon their lumber. That is a vast step forward. It serves 
as a check against the competition of low grades and qualities of 
lumber, and also against the man who fears to mark his lumber. 

A retailer is in very much the same position as you purchasing 
agents. We purchase certain grades of lumber for the use of our 
customers and our own construction, and we expect to get a dol- 
lar’s worth for every dollar we invest. Our business is lumber, 
and the business of our employes is lumber. They know the grades. 
Do you get a real inspection of your lumber by one who knows the 
grades? Do you tally each and every load to know you are receiv- 
ing the material you purchase? 

The grade-mark of the manufacturer saves you and us a great 
deal of trouble. When a manufacturer openly marks the grade 
on his stock and his association stands behind that grade-mark, 
there is safety for both of us. When a manufacturer puts a tally 
card into a car of lumber, stating the exact amount of each item in 
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that car, there is safety for both you and us. Our lumber moves 
out again to one of three people—the builder, the farmer or to you 
as a purchasing agent. When your customer sees the grade-mark 
he feels a security he can never otherwise feel. 

By the purchase of grade-marked lumber will the cost be more? 
Yes, a slight advance. You get better lumber because grade-mark- 
ing is done by those mills which are best equipped, ready to deliver 
good quality lumber, owners of tracts of large, healthy, mature 
timber, working under the rigid inspection of the lumber organi- 
zations governing each species, and possessed of dry kiln facilities 
large enough and modern enough thoroughly to dry their lumber. 
Lumber well manufactured, cut from mature trees, watched and 
cared for through the entire process is worth more than indifferently 
manufactured lumber cut from small, immature trees. 


Safeguards for the Purchasing Agent 


The purchasing agent for protection should surround himself with 
safeguards and the best safeguard in lumber buying is the grade- 
mark and the integrity of the seller. Quality and grade considered, 
lumber not grade-marked costs the same 
as lumber which is grade-marked of same 
quality. Lumber which is dry is much 
more valuable than that which is not dry 
or just almost dry. It is stronger, more 
durable, works more easily, ships more 
cheaply, and in other ways is more worth 
having. In southern pine the grade-mark 
means guaranteed dryness. That is a long 
forward step in lumber manufacture, and 
I have no doubt that the recent announce- 
ment of the southern lumber manufacturers 
will go farther toward establishing the 
valué of grade-marking in practice than any 
one thing which has been done. 

We in the retail lumber business have 
been accused of regrading our lumber when 
it arrives at our yards. Many of us may 
have practiced this regrading of our lumber, 
but it is a practice that is dying each day. 
That I may not be misunderstood, I shall 
explain what happened in an older day before inspection agencies 
existed. In that day the retail lumberman received a car of vari- 
ous grades; it became necessary to separate them, to stack each in 
its own pile. As time went on, inspection departments developed 
and controlled the grading at the mill. Organizations of lumber 
manufacturers installed special inspection departments to instruct 
inspectors at the mills and to check up on their work. 


Urges Buying and Selling of Good Quality Lumber 


We retail lumbermen believe that our business has a right to 
enjoy the respect of our communities. We are a bit jealous of that 
respect. Being lumbermen, we prefer handling lumber as our prin- 
cipal item of building materials. These statements lead us to this 
conclusion: that if we do anything to hurt lumber as lumber, to 
lower its value in the minds of the layman, we are directly iniuring 
our own business. This is why leading thinkers in the retail lum- 
ber business urge the buying and selling of good qualities of lum- 
ber, and urge, in order to preserve the integrity of the official 
grades of good quality lumber, that the lumber be grade-marked by 
the manufacturer. Moreover, where there are differences in two 
species of the same general class, like southern pine, we urge the 
marking of the species on the longleaf variety by the manufacturer 
so that buyers will be willing to pay the higher price which long- 
léaf enjoys over shortleaf, paying that higher price because the 
mark identifies the species. ; 


It has been said that lumber which is not grade-marked is just 
as good as that which is grade-marked. That may be so. In some 
(Continued on page 37) 
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Will the Principle of Grade-Mar| } 


Know the Lumber You Use 


[By Wilson Compton, Secretary-Manager N ational Lumber Manufacturers’ Association*] 


Grade-marking of lumber is not an advertising device. It is a 
commercial practice to safeguard thé integrity of standard products. 

Grade-marking is not a means of exacting higher prices. It is a 
means of keeping lumber in use. 

Guaranteed grade-marked standard lumber is not a device to 
“outlaw” unmarked lumber. But it should be an effective means 
of preventing sub-standard lumber being sold as standard. 

Grade-marking is not a means of exploiting proprietary products. 
It is an association undertaking to secure adherence to recognized 
standard grading rules. 


Customary Channels of Distribution Maintained 


The manufacture and purchase of grade-marked lumber neces- 
sitates no change in the agencies of lumber distribution. Manu- 
facturers who have heretofore marketed unmarked lumber through 
wholesale distributers will continue so to distribute hereafter their 
grade-marked and trade-marked lumber. Grade-marking is not 
intended to have, and will not have, the effect of changing the 
channels or agencies of lumber distribution; nor of reducing sources 
of supply; nor of limiting competition between them. 

The practice of shipping guaranteed grade- 
marked, trade-marked American standard 
lumber encourages careful) manufacture, 
precise trimming and uniform grading. It 
provides a definite standard for the guaranty 
of quality and manufacture. It furnishes a 
dependable basis for purchase specifications. 
It makes the manufacturers’ standard grades 
readily available to consumers. It is .a 
potent factor in establishing confidence be- 
tween buyer and seller; and between pro- 
ducer, distributer and consumer. 


“Good Lumber” Readily Available 


Guaranteed grademarked American stand- 
ard lumber is the lumber industry’s unde- 
niable demonstration that “good lumber” in 
every important species can still be readily 
obtained. It is the industry’s most powerful 
defense against the unwarranted encroach- 
ment of inferior but standardized and skill- 
fully exploited substitutes. The general 
specification and use of guaranteed grade- 
marked American standard lumber will be a tremendous contribution 
to better built homes, higher class construction and more eco- 
nomical and more dependable fabricated wood products. 


Grade-Mark Is An Assurance of Standard Grading 


Under the plan adopted by the organized lumber industry for 
supplying grade-marked lumber, the buyer and each participating 
manufacturer and distributer have substantial protections against 
departure from standard grading practice and against grade tam- 
pering. The recognized grade-marks indicate the standard grades. 
They are accompanied by an association trade-mark. The trade- 
mark is the symbol of the standing and good will of the association. 
Its members will not permit encroachment by an individual manu- 
facturer seeking through the use of the association trade-mark to 
exploit the good standing of his industry as a cover for “off-grade” 
or sub-standard lumber. 

The “Tree Mark,” the registered and nationally advertised brand 
of the National Lumber Manufacturers’ Association, is essentially 
a symbol ‘of the prestige and good will of a group of several hun- 
dred manufacturers and distributers who make and distribute “Amer- 
ican Standard Lumber from America’s Best Mills.” The association 
is their agent. But it is more than that. It is, in effect, a custodian 
of the public standing and good will of the industry at large. 

The value of a guaranty is in the standing and the credit of the 
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guarantor. American standard lumber branded with an association 
grade-mark carries with it, in substance, the certification of that 
association of the correctness of the grading. The grading is always 
subject to confirmation by official inspection or reinspection, If 
the lumber bears also the licensed “Tree Mark” of the National 
Lumber Manufacturers’ Association, the trade-mark is more than a 
certificate. It is a financial guaranty backed by the credit and re- 
sources of the National Lumber Manufacturers’ Association that the 
lumber is of the standard grade as branded thereon. This is a 
financial guaranty without qualification of the integrity of the grade 
as marked. 


Organized Lumber Industry Committed to Certified 
Lumber 

Some wholesalers oppose grade-marking. Some are seeking 
to destroy the grade-marking movement before it gets well under 
way. Some manufacturers oppose it. Some who have approved 
grade-marking “in principle” apparently do not intend that ap- 
proval to extend to any conversion of the principle into practice. 
There are some who have frankly said that they are opposed to 
grade-marking because it interferes with certain practices in which 
they have been engaged for many years and which they don’t want 
to give up, and that they do not see that it is the concern of any 
one else how they choose to conduct their own business. 

Tampering with lumber grades and tallies is occurring. The per- 
centage of such occurrence to be sure is small; and it is declining. 
It is less than in many other industries. But, to whatever extent 
it occurs, it sets a false standard in competition. It poisons lumber 
distribution. It defrauds consumers and is harmful to the entire 
lumber industry. It is idle to deny it and foolish to ignore it. If 
not corrected it will undermine the lumber business. 

Its correction is a primary duty of the lumber industry itself. 
The issue is one of fair competition and honest distribution, no 
matter who are the competitors or who the distributers. In an 
upright industry, there are not two sides to such a question. The 
organized lumber industry, as a whole—manufacturers, wholesale 
distributers and retail dealers alike—has now frankly committed 
itself to a practical program to protect and maintain the integrity 
of its products. It seeks your help in making such a program 
effective. 


To Make “Good Lumber” Readily Available 


The lumber industry is determined also make good lumber avail- 
able to every consumer—lumber properly manufactured, expertly 
graded, and correctly tallied. No one who wishes to deal honestly 
with his customers and fairly with his competitors will have a sound 
objection to such a program. It will harm no honest business. It 
will stimulate proper manufacture and efficient and fair competition 
in lumber distribution. It will help to make more dependably avail- 
able to lumber consumers at fair competitive prices the best manu- 
factured, the best prepared, and the most accurately graded lumber 
which the industry can furnish. 


Grading Carefully Policed 

We are well aware of the difficulties in administering a program 
of grade-marking for the advancement of the lumber industry and 
the protection of its customers. Its faults have been pointed out 
to you. Some, I think, have been unduly magnified. The chances 
of abuse, likewise, have been indicated. These are possible, but on 
any considerable scale, or for any considerable period, they are 
exceedingly unlikely. Of course, grade-marking without proper 
policing, of individual performance would invite and would undoubt- 
edly result in occasional fraud. You know that. We know that. 
But by definitely tying the grade-marking of standard lumber to 
official association inspection and to the collective financial guaranty 
of the industry at large, the likelihood of the successful or con- 
tinued perpetuation of fraud is so small as to be negligible. 


No Sound Argument Against It 
- I am talking now of grade-marked lumber as a program—fostered 
and used by. honest manufacturers, honest distributers, and honest 








~ & eee Oy 


SS ot mw \ es 


mie Sy fe 


eS SS Sw wa aS ® 








June 8, 1929 


AMERICAN LUMBERMAN 87 





ing Be Converted Into Practice? 


consumers. I am not talking about the exceptions which prove 
the rule, nor the infinite variety of wrong things which have been 
mentioned by critics of grade-marking as possible to occur under 
any plan of making and distributing grade-marked lumber. Most 
of these will never happen. Nor do we say that grade-marking is 
a “cure-all.” We do say it will be a great help and.that as a pro- 
gram toward which to work it is all “assets” and has no “liabilities.” 
The finest argument for grade-marked standard lumber is that there 
is no sound argument against it. 


Standardization Recognizes Consumers’ Requirements 


The standardization movement niarks the first official recognition 
by the lumber industry of the logic and need of giving primary 
consideration to consumers’ requirements. Many outstanding fea- 
tures of the American Lumber Standards were incorporated at the 
instance of, and for the protection of, the lumber consumers. The 
lumber consumers whom you represent and the lumber manufac- 
turers whom I represent have publicly, deliberately, and repeatedly 
committed themselves to support of the principle of grade-marking. 
You have asked us to develop a practical program for making the 
American Lumber Standards effective. We have done so. We now 
ask you to join with us in converting this principle into practice. 





The Purchasing Agent’s Viewpoint 
(Continued from page 34) 

not eliminate the need of keen intelligence in the selection of your 
sources of supply. In other words, it will not make it possible for 
you to send out promiscuously for quotations and merely’ give the 
business to the lowest bidder and be sure you are buying the great- 
est value. -There will remain differences in the standing timber 
owned by different mills. There will be differences in the manu- 
facturing of these mills. There will even be some difference in 
the grading of these mills. This means that to secure the greatest 
value for your company you will have to know and give considera- 
tion to all these factors with relation to the price and the purpose 
for which the lumber is being bought. In the next, place, grade- 
marking will not absolutely assure you of getting the proper grade. 
Mistakes will be made, and doubtless from time to time fraud will 
still be practiced. It will not put all the dishonest people out of 
the lumber business, and we will still need the help, protection and 
guidance of the honest lumbermen. Grade-marking, however, will 
make the grader more cautious since he is recording his judgment, 
and it will be a deterrent to and check upon those who attempt to 
manipulate and misrepresent grades. 


Believes in Buying Grade-Marked Products 


If you grant that grade-marking is a good thing, what should be 
your attitude toward it when buying lumber? Since it is quite true 
that unmarked lumber may be as good as marked it has been pro- 
tested by some that no preference should be shown toward grade- 
marked materials. With this statement I do not agree. I think 
that to those who believe in it grade-marking should be one of the 
factors you should consider when buying lumber. I think that the 
man who believes in grade-marking should buy grade-marked lum- 
ber when all other factors are equal or approximately equal. The 
purchase of products involves the consideration of a number of 
things, the most important of which are quality, price and delivery. 
But factors such as the support of a practice that you believe bene- 
ficial to the buyer and industry as a whole should be given consid- 
eration in their proper relation to the other factors. If the pur- 
chase? is indifferent and shows no preference, the general estab- 
lishment of the practice will be exceedingly slow; in fact, if it does 
not get sufficient buyer acceptance and support it may never be- 
come fully established. True, grade-marking should not be sub- 
sidized; you should not be expected to pay any more for it than 
what it approximately costs. But if you believe in it you should 
be willing to go this far in helping to establish it. 

In conclusion, if you, as a buyer, have not reached any definite 
opinion on this subject I think the time is apropos for you to give 
it your careful consideration and come to some decision. It should 
not be passed over lightly and condemned. Realizing that this 
practice has been approved by important sources both out of the 
lumber industry and in it, such as the Department of Commerce, 


the National Lumber Manufacturers’ Association, the National 
Association of Builders Exchanges, the National Association of 
Real Estate Boards, the American Society of Mechanical Engineers, 
the United States League of Building & Loan Associations, several 
regional lumber associations, and other important organizations, 
must compel you to believe that it has merits worth considering. 
The fact that so little has been said against it by those who have 
given it thought is an indication of its value. I believe that a 
careful study of the subject will lead you, too, to the conclusion 
that it is a simple, inexpensive, practical method of offering addi- 
tional protection to the buyer and of helping to disseminate better 
knowledge of grading classifications. 


As the Producer Sees It 


(Continued from page 32) 
it is so simple to have the inspector’s stamp on each stick of lumber? 

Some of you may wonder what are the reasons for the lumber 
manufacturer’s wishing to supply grade-marked lumber. Some have 
insinuated that it is for the ulterior purpose of raising the price. 
I know that statement has been made and has been promoted by 
many who are opposed to the practice of the grade-marking of 
lumber, though they preach in beautiful words about the principle. 
If the principle of grade-marking is good, the practice of it is far 
better, for you do not get any better lumber because groups of men 
believe in mere principle. So much juggling of grades has been 
practised and so much poor quality of lumber has been sold when 
high quality lumber and timbers were specified that lumber in- many 
cases failed. Dry rot set in, strength was not present, too much 
shrinkage took place and other ills of this kind caused the particular 
lumber to fail. Did the owner of a plant or a warehouse or a resi- 
dence blame himself or his architect or his engineer for having put 
the wrong quality or wrong grade into the building? Not a bit of it. 
Instead, he did what human beings always do. He blamed the 
failures on the entire product. 

The manufacturer asks only that he be allowed to give the pur- 
chasing agent what he really wants, what he really needs. He does 
not get a fair chance to supply properly the needs of the buying 
fraternity unless the purchasing agents strongly and forcibly require 





‘the proper grades and proper qualities. 


How about availability? You will probably be told this after- 
noon that there is not enough grade-marked lumber available to care 
for your demands if you require it. According to the latest figures. 
of the National Lumber Manufacturers’ Association there are at 
this moment 350 carloads of lumber being shipped each day from 
grade-marking mills. Is that enough to care for your requirements? 
Three hundred and fifty cars of lumber each day, six days a week, ‘is 
a rather considerable amount with which to answer that statement 
about availability of supply. 





How the Retailer Looks at It 


(Continued from page 35) 


cases it is so. But as a general rule the lumber which is made by 
grade-marking mills, manufactured and graded under the watchful 
eyes of the grading committees which are known as the official 
inspection department, rightly kiln dried in kilns that are automatic- 
ally operated, cut from trees which have grown to maturity, is bet- 
ter lumber than that made by mills outside the pale of this in- 
spection department. 

I have given you the impression that, from the point of view of 
a retailer, there is more profit in grade-marked lumber than the 
poor qualities of ungrade-marked lumber. That leads the purchas- 
ing agent to think he will pay more for grade-marked lumber than 
for ungrade-marked lumber. That is correct, but please note this: 
The purchasing agent (or any customer of the retail lumberman) 
who specifies and gets officially grade-marked lumber will get ex- 
actly his dollar’s worth. It is quite doubtful whether, by shopping 
around to get the lowest prices, the purchasing agent or any other 
customer gets his dollar’s worth. When you shop for cheap goods 
you get cheap goods. 

In my home town of Kansas City the lumber dealers fell into bad 
repute for several years. On account of contractors’ price demand, 
it was necessary to handle a large amount of cheap lumber which 
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meant that retailers in Kansas City were buying on price, not 
quality. That has been changed in the last few months. I believe 
I can safely say that Kansas City stands out as the leader among 
cities in advertising, merchandising and selling with the grade- 
mark as her shibboleth. - Retail lumbermen in Kansas City are using 
big space in the local newspapers to preach grade-marking and to 
preach dryness in lumber. They are asking better prices for better 
goods. They are selling quality in lumber, asking the price for 
quality, and the evidence that they are succeeding lies in the an- 
nouncements by large contractors that they put grade-marked lum- 
ber into their buildings, and by the increasing number of architects 
who are making the grade-mark a highly important part of their 
specifications. 

As for the volume of lumber which is grade-marked, I under- 
stand there are now more than 6,000,000,000 board feet being grade- 
marked. If you purchasing agents will require that the lumber 
bear the official grade-mark of the species which you buy, you will 
find an increasing number of mills joining in the grade-marking 
movement. 

You are a large part of the buying public. When you and others 
of the buying public require that the integrity of the grade shall be 
preserved and that the lumber manufacturer shall stamp his guar- 
anty on the board, he will do as you bid. Have no fear of that. As 
a retailer I know that when we require our lumber shall bear the 
grade-mark we will have no trouble getting all we need. 





From the Wholesaler’s Standpoint 


(Continued from page 33) 
attest its quality and honesty. 

Now, as a matter of fact, the wholesaler has less financial in- 
terest in this proposition than any other group of lumbermen. It 
really makes no difference to him, in a business sense, whether he 
sells marked or unmarked lumber, provided he is able to buy 
marked lumber to any extent and make a profit on it. With few 
exceptions this he can not do today, notwithstanding the state- 
ments of manufacturers that they are perfectly willing to sell it to 
wholesalers. Literally, that statement is correct, and this is the way 
they. will sell it—they will sell it to us wholesalers at exactly the 
same price they will quote to you. In the meantime, wé are deter- 
mined not to permit unmarked lumber to be damned by a policy of 
silence. 

The National lumber trade extension campaign proposes to put 
a picture of a tree on the end of every piece of lumber, as it is 
going to call its lumber “National Tree Lumber”; and its symbol 
will be a picture of a tree. Then, the regional association will put 
its name on the end of the lumber, like “S. P. A.” for Southern 


Pine Association, with the number of the mill in that organization; 
then the grade, say, for instance, No. 1. common, must be put on; 
and in many cases, the individual mill desires to put its own name 
on as well; so that unless, gentlemen, you buy only 12x12’s, where 
there is room enough for this code of ethics, it is going to be diffi- 
cult to get completely grade- and trade-marked lumber. 

It is a fact that grade-marked lumber costs more money than 
unmarked lumber, on the general average. To demonstrate the 
eccuracy of that statement I refer you to the address of Mr. White- 
head, your vice-president, at our convention in Washington last 
April, in which he stated according to actual tests that he had made, 
grade-marked- lumber costs 10 percent more. If you want further 
proof, I refer you to the advertisements now appearing in the 
Kansas City Star, in Kansas City, advocating grade-marked lumber, 
in some of which it is frankly stated this will cost at least 5 percent 
more. Now, if the manufacturers admit it costs 5 percent more, it 
is not unreasonable to suppose Mr. Whitehead was well within the 
facts that according to his experience, grade-marked lumber costs 10 
percent more than unmarked lumber. You gentlemen are intelligent 
and can readily understand that if you confine your purchases to 20 
percent of any commodity, as against 100 percent, you certainly are 
going to pay more money on such a restricted buying basis than if 
you appealed to the entire 100 percent of production for best prices 
obtainable. 


Official Inspection on Unmarked Lumber 


If there should be any doubt in the minds of you gentlemen as 
to getting a square deal from those who ship unmarked lumber, you 
can secure full protection by stipulating on your orders the clause 
with reference to official inspection, previously mentioned. 

In conclusion, may I be permitted to make a suggestion as to 
how you can help the honest manufacturers, wholesalers and re- 
tailers? That is, concern yourself a little bit more than some of 
you do with respect to learning what you actually receive at the 
plant or in the field on orders you place. I have known of com- 
petitors shipping inferior materials on basis of low prices and 
through their influence at the plant or in the field, arrange to have 
it accepted, the purchasing office, of course, knowing nothing what- 
ever about it. When I have mildly asked, in such cases, of the 
purchasing agent if the material was satisfactory, his reply very 
often is: “Undoubtedly so, I have had no complaints from the plant 
or in the field.” Another suggestion would be for you gentlemen 
to, so far as possible, use standard lumber specifications and terms 
—get away from your pet terms which are not recognized in the 
standard association rules, then everybody would be quoting on the 
same basis. This is a very important point, and, of course, I am 
quite sure you thoroughly understand that the lowest prices do not 
always represent the best values. 





Purchasing Agents Hear Views on Grade-Marking 


Burrato, N. Y., June 4.—The fourteenth 
annual international convention of the National 
Association of Purchasing Agents is being held 
at the Hotel Statler, the attendance of dele- 

tes up to noon yesterday being about 1,025, 
in addition to a large number of ladies. 

The subject of grade-marking of lumber was 
discussed at length at the general convention 
session of yesterday afternoon, being presented 
from the viewpoint of the producer, the whole- 
saler, the retailer and the purchasing agent. 
Most of the purchasing agents appear to favor 
the grade-marking plan, though G. A. Tomp- 
son, purchasing agent of the Empire Compa- 
nies, Bartlesville, Okla., who gave an address 
from his viewpoint, said that he could not 
speak for all purchasing agents and he pre- 
sumed that there were differing opinions. He 
gave some good logical reasons for favoring 
the plan, which, however, he does not expect 
to result in entire uniformity in grades, if 
adopted—[These four addresses, practically in 
=e on pages 32-35 of this issue—En1- 
TOR. 


Following the addresses by the four speakers 
assigned to the subject, came one by Wilson 
Compton, representing the board of directors 
of the National Lumber Manufacturers’ Asso- 
ciation, who said that he spoke for sixty manu- 
facturers who produce 11,000,000,000 feet of 
lumber annually, or about one-third of all the 
lumber made in the United States. These men 


all believe in grade-marked lumber and ask the 
help of the purchasing agents in. putting the 
plan into practice, for the manufacturers be- 
lieve the principle to be sound. [Mr. Comp- 
ton’s address, in part, appears on page 36 of 
this issue.—Ebiror. ] 

In concluding his address Mr. Compton pre- 
sented the association with a gavel of longleaf 
yellow pine taken from the roof timbers of the 
White House, saying that the lumber was 112 
years old, dating back to James Madison’s tinte. 
The gavel. he said; -was tangible evidence -of 
the durabilitv of good wood and also of the 
good will of the lumber industry. 


Discussion on Grade-Marking 


Discussion of the grade-marking of lumber 
was participated in by F. E. Colesworthy, pur- 
chasing agent of the Crompton & Knowles 
Loom Works, Worcester, Mass., and National 
Association Purchasing Agents representative 
on the National Committee on Wood Utiliza- 
tion, and also by Axel H. Oxholm, director of 
that committee, Department of Commerce. 
Mr. Colesworthy said he was thoroughly in 
favor of the plan, but that on some of the 
woods purchased by New England consumers, 
such as ash, he found none of it grade-marked. 
He did not believe it would be possible to go to 
wholesalers from whom lumber been 
bought and found satisfactory for the last 
forty or fifty years and say to them, “If we 


buy lumber of you in future it will have to 
be grade-marked.” Such a plan should come 
from the lumber industry itself; and it ought 
to be held up in an attractive way to the lum- 
bermen. 


Mr. Oxholm told how the grade-tharking 
movement started and how generally it is bein 
practiced abroad, where it has hundreds o 
years’ experience back of it. He told what had 
been accomplished toward standardization of 
lumber and said that he believed grade-mark- 
ing wilt-stop lowering of grades. The gospel 
of grade-marking is being spread over the 
country and on June 15 the utilization com- 
mittee will issue a book of 700 pages on wood 
construction, showing the proper uses of lum- 
ber, which, he felt sure, would be of great 
benefit to the lumber industry. It is gratify- 
ing to the committee, he said, to receive the 
support of the National Lumber Manufactur- 
ers’ Association and other lumber organiza- 
tions. Remarkable progress has already been 
thade in the increase of the quantity of lumber 
grade-marked. As to the attitude of the Fed- 
eral Government, as the purchaser of great 
quantities of lumber, it has difficulty in getting 
the proper quality, and what lumber it pro- 
duces will be grade-marked. He hoped that 
the purchasing agents would favor grade- 
marking, for its further extension depends 
largely on their attitude toward it. 

In addition to the speakers, there were pres- 
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ent at this grade marking session H. C. 
Berckes, secretary and manager of the South- 
ern, Pine Association, and Edward Hines, of 
Chicago, president of the Edward Hines Lum- 
ber Co., who, with President Hoover, then sec- 
retary of commerce, initiated the standardiza- 
tion and ° grade-marking movements several 
years ago. J. H. Whitehead, chairman of the 
meeting, called these gentlemen to their feet 
and. introduced them to the assemblage, a cour- 
tesy that was greatly appreciated. 

Messrs. Compton, Berckes, Carter and Hines 
were invited by Mr. Whitehead to attend the 
dinner in the evening, at which the executive 
committee and members of the lumber division 
of the National Purchasing Agents’ Associa- 
tion were present and at which G. A. Tomp- 
son presided. A feature of this dinner was 
an address by R. M. Hudson, assistant direc- 
tor United States Bureau of Standards, Wash- 
ington, D. C., on the subject “Recent Changes 
in American Lumber Standards.” This was a 
splendid analysis of the entire question and 
made plain the fact that it was the thought 
of President Hoover in taking up the stand- 
ardization of lumber that grade-marking 
would be made a part of the standardization 


Floods in East 


Beaumont, Tex., June 3.—Unprecedented 
floods in the Neches, Trinity and Brazos water 
sheds have practically put the lumber industry 
in East Texas out of commission for the time 
being. The Neches River, which penetrates the 
heart of the East Texas forests, reached the 
highest stage in history and all of the bottoms 
where most of the hardwood is secured have 
been under water and it is predicted that it 
will be at least 30 days before the woods 
become passable. The crest of the flood was 
reached last night, but it will take some days 
for the water from hundreds of thousands ‘of 
acres to find its way to the sea. 

The big hardwood mill of the Kirby Lumber 
Co. at Voth is under water, a circumstance 
which cut off the light and water service of 
the city. The upper mill suffered no damage, 
but will be forced to remain shut down until 
a log supply can be secured. This is indefinite, 
for tramways throughout the lumber belt lost 
bridges and dumps in scores of places. 

The Santa Fe, which also goes through the 
center of the lumber belt, went out of com- 
mission on account of bridges and dumps going 
down stream and these will have to be re- 
paired before some of the mills can receive 
a log supply. The Kansas City Southern, 
which brings in a great many logs to Beau- 
mont, was under water in the Neches River 
bottom, causing trains to be detoured over the 
Southern Pacific to Orange. Both the South- 
ern. Pacific and Missouri Pacific lines were 
out of commission until today when traffic was 
restored on reduced schedules. : 

In Beaumont proper the Miller-Vidor plant 
was surrounded by the waters and the Neches 
Lumber Co.’s mill was cut off. Other mills 
were without logs, a condition which exists 
throughout the district. a ee 

The floods have developed a new situation in 
logging which must be taken into account in 
the future. With the development of hard 
surfaced highways many mills are depending 
almost entirely upon trucks to reach isolated 
patches of timber for their log supply. In 
fact, mills in both Beaumont and Orange. re- 
ceive much timber in this way. Therefore, any- 
thing that affects the highways affects the log 
supply. : 

But even if the railroads, tramways, high- 
ways and waterways were in condition for log 
transportation it would be of little avail be- 
cause no one can get into the woods. 

One of the serious aspects of the situation 
is that crops in the Neches, Trinity and Brazos 
basins have been destroyed in many instances 
and this will lessen the demand for lumber in 
Texas. The season in the South is so far 


program. Mr. Hudson explained that grade- 
marking would be of the greatest help in edu- 
cating the public as to the different grades 
when they could see the boards marked on the 
end and could quickly distinguish one grade 
from another, 

At this morning’s session, which also was 
attended by Wilson Compton, a resolution was 
offered strongly endorsing the grade-marking 
movement and requesting the purchasing agents 
to give preference in the purchase of softwoods 
to grade-marked lumber. The resolution in- 
dicated that as yet hardwoods are not grade- 
marked but they probably soon will be. 

A committee was appointed, representing 
each regional group of purchasing agents, to 
meet a like committee of each of the regional 
associations of the National Lumber Manufac- 
turers’ Association. This meeting will be held 
in the latter part of June or July in Chicago, 
at which time both interested groups repre- 
senting manufacturers and ultimate consumers 
will endeavor to arrive at a practical solution 
for putting into practice the grade-marking of 
lumber. 

The eighteenth floor of the hotel was de- 
voted to exhibits of many varieties of manu- 


Texas Wreak 


‘advanced that many farmers will be unable to 


raise staple crops with the result that no money 
will be coming in. Many suffered from the 
loss of livestock which will further cripple 
them. 


Heavy Floods Tie Up Lumbering 
Houston, Tex., June 3.—The recent unprece- 
dented Texas floods have dealt a hard blow to 
the lumber manufacturing industry throughout 
East Texas, and in several instances retail 

















W ood, attractively arranged in a proper setting 
and covered with a good coat of paint, always 
makes a pleasing and useful addition to the 


home garden. This trellis garden seat may be 
seen in River Forest, Iil. 
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lumber yards have had their stocks washed 
away. 

With the Trinity and Sabine rivers and their 
tributaries and many smaller streams out. of 
their banks and hundreds of thousands of acres 
of land inundated in some instances for sev- 
eral feet, to say nothing of the cutting off of 
communication both by railroad and highway, 
production was paralyzed in many small- mills 
and in most large mills. Logging operations 
were brought to a standstill almost everywhere 
for several days and in some instances will be 
stopped for two weeks or more. ead 

Early this week reports have been coming in 


factured products and equipment, representing. 
sixty different concerns. Two lumber firms 
were among those having displays. The Wey- 
erhaeuser Sales Co, had an exhibit of crating 
and wood parts, in charge of Thomas McCul- 
loch, of Chicago, manager of box and crate 
shook sales. This included a large number of 
wood parts as well as different types of crates 
made by the company. The Treat-Nantke Co., 


* custom manufacture: of pattern, flask and tem- 


plate lumber at North Tonawanda, had a dis- 
play of wide and clear stock of white pine 
lumber, including a piece of cork pine 32 inches 
in diameter. The exhibit was in charge of E. 
J. Semon, vice president of the company. 
Though a rather new company in the wholesale 
trade, having been established only a year or 
two ago, the Treat-Nantke Co. has-dry room 
capacity where 5,000,000 feet of lumber is kept 
under cover, secure from rain, snow and ice. 


The exhibition of manufactured .products 
was known as the Informashow. It attracted 
a large number of the visitors each day of the 
meeting, and proved very instructive as well as 
interesting. 


Havoc in Mills 


of an occasional mill resuming operation. 

Most fortunate of all, perhaps, has been the 
Wier Long Leaf Lumber Co. at Wiergate, 
which had a 4-day supply of logs in its pond 
and did not have to shut down, although log- 
ging was stopped for three days. Some trou- 
ble was experienced, however, in getting ship- 
ments through by reason of a washout on the 
Orange & Northwestern. This has been re- 
paired. 

The Kirby Lumber Co. and W. T. Carter &° 
Bro. have been very hard hit. All of the Kirby 
mills were shut down for a time, on account 
of inability to get logs and because of wash- 
outs on the Santa Fe, on which their mills are 
located. Most of the mills had resumed opera- 
tion by the middle of this week. 

At Camden in Polk County the Carter mill 
was damaged heavily. Operations were shut 
off for about two weeks. When operations 
were resumed another flood caused another 
shut-down. 

Several of the Sabine Lumber Co. mills were 
out of commission for a time. The Delta Land 
& Timber Co., Conroe, lost about two weeks. 
Reports were that all logging operations in that 
section were badly crippled. 

A 17-inch rain in a period of twenty-four 
hours was reported at Jasper, where the flood 
rise was so rapid that the we County Lum- 
ber Co. came near losing its logging teams. 
Logging will be stopped for some weeks in 
that region. 

Various reports have come in of narrow es- 
canes and of hardships of marooned people. 

ouston, Beaumont, and other cities, as well 
as a great number of small towns, were greatly 
inconvenienced and sometimes isolated from 
the rest of the world. 

Old-timers say flood conditions were the 
worst they had ever witnessed in Texas. 





Form Firewood Cartel in Budapest 


WasHIncton, D. C., June 4—Sproull Fouche; 
American commercial attaché at Bucharest, 
Rumania, has advised the Department of Com- 
merce that a firewood cartel was formed re- 
cently at Budapest between Rumanian, Czecho- 
slovakian and Yugoslavian exporters of that 
material to Hungary. The purpose of the car- 
tel is to fix prices and the participation of 
each country in firewood exports to Hungary. 
Rumania’s share of such exports is understood 
to have been fixed at 40 per cent or some 
40,000 carloads. The cartel is financed by the 
Bank for Hungarian Credit, Budapest, where 
the central office of the cartel will be located: 
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Arkansas Lumbermen Are Straight Shooters 


How “We Killed a Bear—Selling Millwork on Quality and Service—How 
Often Is the Customer Right?—Local Association Work 


While in Little Rock we called at the 
general offices of the East Arkansas Lum- 
ber Co. J. W. Trieschmann, head of this 
company, is one of the well-known lumber- 
men of the State. This organization oper- 
ates ten or a dozen yards in the State, and 
Mr. Trieschmann has long been a leader in 
the State association. 

This company also operates the Arkla 
Sash & Door Co., one of the large factories 
of its kind in the Southwest. Arkla is 
operated under the East Arkansas Lumber 
Co.’s charter, though we understand there 
is some thought of a separate incorporation 
at a later time. While we were in the 
office, J. S. Carothers, general manager. of 
Arkla, came in. Mr. Carothers, generally 
known as “Jack,” came over from Texas 
not a great while ago to take charge of 
the mill and seems to be doing fine work 
with the task, never easy at the best, of 
making high-class millwork. No factory is 
easy to operate, and a sash and door plant 
seems to have a good many troubles of its 
own to contend with. 


It’s a Bear! 


Later in the day we went out to the Arkla 
plant which is a near neighbor of the Bruce 
flooring plant. When we sat down at Mr. 
Carother’s table we noticed a picture of a 
large bear. This bear was not dangerous 
at the time the photograph was taken, by 
reason of being finally and completely dead. 

Mr. Carothers it seems is a famous 
archer. He has played the game, rather 
popular of late, of contesting with golfers. 
An arrow shot in this game, counts the 
same as a golf stroke; and finally shooting 
the arrow into the cup is equivalent to put- 
ting the ball in. The number of strokes 
and the number of shots are scored as in 
golf. Mr. Carothers has defeated a good 
many high ranking golfers. 

But he also hunts with the bow, and the 
438-pound bear in the picture had fallen to 
his hunting arrows. 

The story is something like this: He and 
three companions went after this bear. The 
three were armed with rifles but had prom- 
ised not to fire until Mr. Carothers gave 
the word; for the game was to bring home 
the meat with the bow, and the rifles were 
to be a reserve to fall back upon in the 
event of real danger. 


Another Way of Going After Business 


The bear was brought to bay in a thicket, 
and Mr. Carothers went in ahead. Appar- 
ently his companions were quite willing to 
give him that honor. He discovered the 
quarry and shot him with one of his three 
hunting arrows, inflicting what would even- 
tually have been a mortal wound. The 
bear set up the clamor of a wounded ani- 
mal, and Mr. Carothers lost two-thirds of 


his reserve. The third man agreed to stick 
by. A little beating about discovered the 
animal, and Mr. Carothers got in a heart 
shot. The clamor went to a high pitch, and 
the other third of the reserve took to the 
tall timber. Mr. Carothers had an important 
question to decide and not much time in 
which to do it, for the bear was charging, 
and the hunter had but a single arrow left. 
But as he -was preparing to send this last 
arrow home the bear collapsed and passed 
out. There was a great silence, and Mr. 
Carothers was all alone with his quarry. 
To have some sport with his companions 
he sliced up his hunting shirt on the 





J. S. Carothers, general manager of the Arkla 
plant, with big 438-pound bear he shot with 
bow and arrow on-one of his hunting trips 


shoulders, smeared the bear’s blood on his 
hands and face and his hunting knife and 
staggered out of the thicket gripping this 
bloody knife in his hand. He finally col- 
lected his three companions and told them 
of his violent hand-to-paw battle to the 
death. The badly shaken trio wanted to 
bind up his wounds, but he said a bear 
hunter thought nothing of a few scratches. 
Eventually he revealed the fact that the 
apparent wounds were but camouflage. But 
in any event the big bear was dead; killed 
with two hunting arrows. Mr. Carothers 
has the bow and the two arrows in his 
office. The arrows have broad steel heads 
and needle points and were made for him 
according to his own specifications by a 
surgical instrument company. Mr. Carothers 
told.of plans for some'archery-golf matches 


that probably will have been played off 
before these lines are in print. He is also 
making plans for an Arkansas bear hunt 
with a bow next fall. 

The Arkla plant has a payroll of some 
quarter of a million a year. We were espe- 
cially interested in the success Mr. Caro- 
thers has had in selling his product on 
the basis of quality and prompt, certain 
delivery rather than on low price. He has 
been able to convince many intelligent con- 
tractors that the difference of a few hun- 
dred dollars on a big job is of minor im- 
portance when weighed against assured 
prompt delivery. If a big gang of men is 
put out of work for a week, waiting for 
doors that are slow in delivery, the waste 
in overhead makes the difference in price 
look like small change. 


Handling Heavy Plate Glass 


This mill makes some very high quality 
stuff, and apparently Mr. Carothers likes 
to sell this kind of millwork. But it turns 
out all sorts. We were interested in a No. 


.4 door for which there is a steady demand 


from the plantations; an item for which 
an eastern mill doubtless would have no 
call. The mill uses large quantities of 
glass, of course; and we noticed some racks 
for storing heavy plate. These, it seems, are 
more or less an invention of Mr. Carothers. 
The bottom of the racks is of hickory, 
grooved for the glass and impregnated with 
wax or paraffine. At the top is a swinging 
frame or apron of wood to separate each 
sheet of glass from its neighbor. The glass 
slips readily on the impregnated hickory, 
and each sheet stands on edge with the 
sheets some half an inch or perhaps a little 
more apart. No two pieces touch. A low 
two-wheeled truck with a grooved top takes 
the glass as it is pulled from the rack, and 
it can be held on this little truck and 
wheeled to whatever part of the factory 
needs it. : 

At the Arkansas: convention Mr. Caro- 
thers displayed a miniature model of the 
plant. On the panels forming the back- 
ground are set miniatures of some of the 
leaders manufactured by the factory. 

The Arkansas convention is one of the 
friendliest gatherings of lumbermen it is our 
privilege to attend. It is not so large, as 
associations go, but that every one can 
know every one else. There is some di- 
versification of business over the State, 
ranging from city problems in Little Rock 
to the practices’of village yards; but there 
seems to be much of mutual interest run- 
ning throughout the business of the State. 

One of the association leaders is J. W. 
Wilson, of El Dorado, down near the south- 
ern border. Mr. Wilson tells us that after 
trying various other methods of maintain- 
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ing control of his business he finally de- 
cided he was going to be compelled to do 
some contracting sooner or later and might 
as well learn this phase of the business at 
once. He employed a young contractor as 
superintendent. This man was an able 
builder but had never done especially well 
for himself because of lack of capital. He 
works on a salary. One of the foremen 
became a draftsman. So the company now 
is in a position to handle architectural and 
construction work for its customers. The 
plan is working out well; is satisfying 
customers and is leaving price control in 
the hands of the company instead of in the 
hands of independent contractors whose one 
idea of shrewdness is to beat prices to the 
minimum. The new plan makes possible 
the selling of the quality idea to consumers. 


A Retailer Who Knows His Customers 

Gazzola Vaccaro, ef the Vaccaro-Grob- 
myer Lumber Co., Forrest City, is a young 
lumbermen who is 


time. But the third time it begins to look 
like a d— bad habit.’ 


Seeing It the Customer’s Way 


“Often after I’ve sold a bill of goods and 
it’s been paid for, the customer will come 
in and say that he thinks he paid too much 
for some item: Probably a neighbor has 
told him of buying the same item some- 
where else for a little less. In that case, 
if I know the man is a square shooter, I 
say to him, ‘Well, the price I asked you 
is the one we ought to get. But if you 
don’t think so, that’s all right. I'll just 
give you a credit memorandum for the dif- 
ference.’ And that’s what I do. I suppose 
there are places and people where that 
wouldn’t be wise. I’d be taken advantage 
of right and left. But it isn’t so among my 
people. Maybe I am cheated once in a long 
time; but I am satisfied that it is a profit- 
able policy. Suppose as a matter of principle 
I stuck up for the dollar or two involved. 





doing a great work 
of merchandising. 
We heard this from 
many sources. He is 
doing it both by 
good methods of 
merchandising and 
also by a wide and 
accurate knowledge 
of his people. He 
tells us he is of 
Italian parentage, as 
one would readily 
guess from his name. 
This name, he says, 
gives him some 
trouble. When he 
entered the Amer- 
ican army he stood 
around for three 
days in the broiling 
sun waiting for his 
name to be called; 
only to find that the 
army had it back- 
wards and was call- 
ing him among the 
G’s, thinking Gaz | 
zola was his last 
name, while he was 
waiting among the 
V’s for his call. 

Some of Mr. Vaccaro’s friends like to 
chaff him by saying that ever since prohi- 
bition he has had a wonderful trade in 
cedar buckets among his east Arkansas 
customers! Others counter by saying that 
Arkansas people haven’t heard about pro- 
hibition yet and hence there would be no 
change in the market for these buckets 
for the purpose hinted at. Mr. Vaccaro 
merely laughs at both stories, since both 
are equally inventions. But he does know 
his people. 

“It is my policy,” he said, “to serve my 
customers in a business way in whatever 
manner they may want. I fit my policies 
and terms to their desires. It isn’t hard to 
tell which men are going to be fair with 
you. Most of them are. They may be mis- 
taken sometimes, but you can tell when 
a man is honestly mistaken and when he is 
trying to take advantage of you. So I go 
on the policy that customers of this kind 
I heard a statement once that 
I’ve rather turned into a policy. It goes 
like this: ‘The customer is right the first 
time. The customer is right the second 
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Miniature model of the Arkla Sash & Door Co.’s plant (in center of display window) to which are 


attached streamers to articles that it produces 


Suppose the customer was. thoroughly 
honest and sincere in calling my attention 
to what he thought was a mistake. He 
wouldn’t like it if I turned him down 
flat, and he’d remember it. The memory 
would rankle; and maybe the next time he 
wanted to buy lumber he’d hesitate about 
coming back to me. My way, I think, holds 
the loyalty of my customers.” , 


Changes in Association Organization 

This department is told that Mr. Vaccaro 
holds a number of barbecues each year to 
which he invites all his customers. He 
didn’t mention the matter, but we under- 
stand that personal invitations are issued, 
with the idea of getting congenial groups 
together. 

The Arkansas association is preparing to 
put some changes of organization into -ef- 
fect. It has divided the State .into eight 
districts, each with a chairman .who is also 
a member of the board of-direttors; and 
the purpose is the well known plan ‘of 
holding district meetings. As associations 
develop it becomes increasingly plain that 


much of the practical work must be done 
in small and informal groups. Experience 
seems to indicate that groups should not 
be too small and that they should not meet 
too often. Half a dozen men getting to- 
gether, unless there is something of very 
great importance on the cards, will chat 
along about personalities and events and 
will have little to say about business. 

The group needs to be large enough to 
have just a touch of formality; a chairman 
who feels that he has a meeting. to manage, 
and enough men so that a variety of prac- 
tical problems will be brought in. It should 
not meet often, unless it happens to be 
made up of dealers all living in the same 
city. If a journey of considerable length 
is involved and the meeting occurs once 
a month or oftener, members will begin 
dropping out now and then. And to be 
really successful each meeting should have 
as near a complete attendance as possible. 
The Arkansas dealers have divided the 
State, as was men- 
tioned, into eight 
districts, and each 
district will have 


a four meetings a 
year. 

These men avoid- 

’ ed another cause of 

irregularity and 





slackening of inter- 
est. All districts in 
the State will meet 
in their various se- 
lected places on the 
same day. This 
meeting date will be 
selected by the offi- 
cials of the State 
organization. 

If the calling of 
the local meeting is 
left to the discretion 
of the local chair- 
man, he may forget 
about it. He may 
feel too busy or too 
tired. Some one 
dealer may suggest 
that it be put off a 
few days because 
somebody is away 
from home. And 
presently the meet- 
ing isn’t held at all. Given a date, the 
meeting is held. The Arkansas dealers are 
preparing to release some of the unused 
co-operative powers of their own members 
and to attack the new mercantile questions 




















in a practical way. 


Local Co-operative- Effort 
The Little Rock dealers seem to have 


‘gone a long way in intelligent co-operative 


work. As we understand it, the David 
Russell Lumber Co. is a jointly owned en- 
terprise organized for the purpose of carry- 
ing certain slow-moving lines and the like. 
Mr. Russell, the organizer, appears to have 
a special genius in this field. He is no longer 
located in the city, though he »was present 
at the convention. He did some organiza- 
tion work in’ Denver and is now, we believe, 
operating -a listing bureau or something of 
the sort in Shreveport. 

‘®. E. Woods, of Kansas City, the brilliant 


ane popular secretary of the Southwestern 


association, was, present. This department 
has been meeting Mr. Woods at a number 
of places of Jate;.notably at New Orleans 
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and Waco. Mr. Woods was for some years 
a retailer at Claremore, Okla., and so was 
a fellow townsman of Will Rogers. 

In his brief address Mr. Woods called 
attention to the fact that modernization 
continues to be one of the big problems and 
equally big opportunities of the construc- 
tion field. It is not one of those matters 
that flare up into momentary interest and 
then pass out of the picture. Three out of 
five houses in the country are in need of 
renewal or change of some kind. These 
things are of personal importance to more 
than half the people in the country. 
Whether they are done or not will have a 
direct bearing upon the comfort and the 
home pride of millions of people. The field 
is there to be cultivated, and much is being 
learned of a practical sort to aid dealers in 


directing their customers wisely through 
the moderate difficulties involved. 


The financing of remodeling is a factor 
of emerging importance. With the great 
amount of potential work to be done, it is 
no more reasonable to expect that all de- 
sirable remodeling jobs shall be financed 
through the efforts of the owners than that 
all new houses should be financed by such 
efforts. Dealers will do well to think of 
financing when they think of the promotion 
of modernization. 


The Last Word in Service 


On Van Buren street, just around the cor- 
ner from great department stores, in the heart 
of Chicago, is a second-hand book store. It 
is dingy in appearance; but inside is a clerk 


who takes advantage of a peculiar formation 
of wood and steel to give astonished customers 
a service which seems almost miraculous. 


As customers wander in, of an evening, they 
see the clerk apparently absorbed in work, in 
the rear of the store. Often they whisper to 
each other, “Wonder if he has an old copy 
of Tennyson,” or whatever book they chance 
to seek. For some reason, they nearly always 
whisper. Then they are surprised, as they 
reach the rear of the store, to see the clerk 
greet them and hand them, as he often does, a 
copy of the desired book. Surprised and 
pleased they are in a mood to buy other books. 

Acoustics does it. The wooden floor and 
ceiling and walls are so placed that, perhaps 
with the aid of the many books, they form a 
natural megaphone or speaking tube, and a 
whisper at the front door is easily carried, with 
all its original volume, to the rear of the store. 


New Store “Shows the Goods” 


KataMazoo, Micu., June 3.—Unquestion- 
ably, the new retail establishment of Vosler & 
DeLoof is one of the finest of its kind to be 
found anywhere in the middle West. 

The location is highly strategic, the store 
being at 210 to 240 East Kalamazoo avenue, 
only one block from Burdick street, a leading 
thoroughfare, and two blocks from Main street, 
the principal business artery of the city. Thus, 
the store is in a downtown merchandising dis- 
trict. In building and equipping this splendid 
new plant, the company purposed establishing a 
store and exhibit studio where home-building 
prospects might come, without inconvenience 
or restraint, and at their leisure examine the 
many interesting items that are shown. To 
that end, ample display facilities have been 
created. 

The new building, used for office, display 
and warehouse purposes, has a frontage of 160 
feet, and a depth of 85 feet. It is two stories 
high and has over 27,000 square feet of floor 
space. The entire building is sprinklered. 

The exterior of the structure is an adapta- 
tion of the Mediterranean type of architecture, 
while the interior demonstrates four different 
types of architecture. The entrance lobby car- 
ries out the Mediterranean “atmosphere,” hav- 
ing rough plastered walls, and opening into the 
main display room through a wrought iron 
gate of artistic design. 

There are approximately 2,500 square feet 
of floor space that can be used to very good 
advantage for the display of the various lines 
of merchandise handled. On the two sides of 
the display floor space there has been used a 


combination of stucco, stained shingles and 
rough timber, to give an English cottage effect ; 
this cottage being trimmed on the inside in 




















Entrance to the Spanish room showing circular- 
top doors of pecky cypress 


oak and textured plaster effects, appropriate 
for this type of architecture. 

The next room, in the rear end of the build- 
ing, is entirely of the early American or Co- 
lonial type, both as to exterior and interior. 
The early American period also has been com- 

















pletely carried out in the decorations and fur- 
nishings. This is a most attractive room. 

The next room is of the Spanish Mission 
adobe type of stucco, with circular entrance 


‘doors of pecky cypress, finished in weathered 


gray stain, with the entrance features in heavy 
plastered timbers, stained to give the appear- 
ance of wood of an age of many years. 

Then comes a room, simulating an English 
cottage, with walls of skintled brick veneer, 
and roof of asphalt shingles laid in random 
widths and exposures, and variegated colors. 

This sort of arrangement enables the com- 
pany to display both exterior and interior ma- 
terials to the best advantage, besides having 
the rooms for actual use for the stocks of 
hardware and paints, and for other displays. 
The Colonial room also is used for a reception 
room, while the shingled cottage functions as 
the manager’s office. 

On the second floor are housed the spacious 
offices of the drafting and construction de- 
partments, two rooms devoted to the use of the 
salesmen, an office for the auditing department 
and an additional executive office. 

The balance of the second floor is used for 
the planing mill and for storage of stock in- 
cident thereto, and also for the stock of Curtis 
woodwork and various other items. 

The building has a large basement, affording 
ample storage space for stained shingles and 
roofing products. Practically all materials of 
every description are kept under roof in the 
main building. 

In planning and constructing the entire build- 
ing a special effort was made to use, in the 
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Left—Entrance to room representing timbered English cottage. Right—Entrance to room of Colonial type 
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construction, materials that the company mer- 
chandises. Each room is finished in different 
woodwork and has different types of trim. For 
lighting effects, the modernistic type of fix- 
tures was installed. 

“Our displays, and in fact the entire new 
building, has been received very enthusiasti- 
cally by the building public, as well as by the 
contractors and realtors,” said an executive of 
the company to the AMERICAN LUMBERMAN. 
“We feel that by using this method of display- 
ing our merchandise we are not only able to 
give a better tie-up to the nationally advertised 
products which we handle, but that any one 
wishing to build a home can see just how 
each product will look in its finished state and 
installed in their home. Our pet expression 
for this feature is ‘taking the guesswork out 
of building.’ ” 

The present Vosler & DeLoof corporation 
succeeded L. L. Vosler in 1924. Since its 
incorporation the company has shown a ma- 
terial and consistent growth. The original au- 
thorized capital was $25,000, of which $15,000 
was paid in, whereas the present company has 
an authorized capital and surplus of approxi- 
mately $300,000. The officers are: M. H. 
DeLoof, president; L. L. Vosler, treasurer; 
H. C. Vosler, secretary. 

The Vosler & DeLoof company has two dis- 
tinct divisions. The original one—that of 
building homes—is maintained; but at the 
present time only to the extent of building 
homes on its own sub-divisions, for resale, 
or as it might be termed, for speculation. 

A more recent policy adopted is to find a 
prospect, interest him in a home, submit a 
sketch, and upon his approval have blueprints 
made and specifications drawn to meet the 
buyer’s requirements. When this work is com- 
pleted, the plan and specifications are submit- 
ted to four or five reputable contractors, who 
are invited to bid. 

“Since the inauguration of this policy,” said 




















New office, display and warehouse 


Mr. DeLoof, “We have closed several very 
desirable contracts. This policy shows the 
buyer that the materials specified for the build- 
ing of his home will be delivered, that the 
workmanship will be by responsible carpenters 
and other artisans, and that he need have no 
fear as to the ultimate outcome of his connec- 
tion, as Vosler & DeLoof maintain strict super- 
vision during the period of construction.” 


In addition to offering this construction 
service the company, owing to its favorable 
financial standing in the community, is enabled 
to secure on very favorable terms sufficient 
money to enable the average buyer to com- 
plete the financing of his project. 

Finally, and this point Mr. DeLoof strongly 
emphasized, the company takes particular pride 
in the representative lines of materials and 
building specialties which it offers to its cus- 
tomers. “From our experience,” said he, “we 
are entirely convinced that in order to estab- 


building of Vosler & DeLoof 


lish a satisfactory sales policy the first con- 
sideration must be merchandise of outstanding 
merit.” 

Besides ‘Curtis woodwork, already men- 
tioned, the nationally known products handled 
include Andersen frames, Mule-hide roofing, 
and a number of other brands equally familjar 
to the building trade. _ 

To LINK ITSELF effectively with the home- 
modernizing movement, the Advance Wood- 
work Co., Milwaukee, Wis., has equipped a 
large display room at its plant, where the 
public is invited to inspect the various kinds 
of woodwork manufactured by the concern. 
The company is also using considerable ad- 
vertising space in local newspapers to describe 
the improvement that may be made in homes 
through the addition of built-in buffets, kitchen 
cabinets, new outside entrances and the like, 
to transform an old house into a modern home. 























A comprehensive view of the new display room of Vosler & DeLoof, Kalamazoo, Mich. 
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Retailers’ Idea Exchange 

















CUTS DOWN TRUCK COSTS 


Adjusting Capacities to Requirements Re- 
duces Operating Expense 


The delivery fleet of the Fleming Brothers 
“Lumber Co., Denver, Colo., has been reorgan- 
ized in such manner that two less trucks and 
drivers are needed, yet the amount of materials 
handled is not lessened, but increased. 

Formerly the company operated seven trucks, 
three of which were of 2-ton maximum ca- 
pacity. For these trucks six drivers were 
employed. Under the new system five trucks 
are used and four drivers employed. The dif- 
ference in the number of trucks is due to a 
difference in hauling capacity. 

“We deliver a great deal of millwork,” ex- 
plained Morton Fleming. “Such material is 
bulky but not weighty. We can handle it on 
1-ton trucks with wide platforms and stake 
bodies. So we have three 1-ton trucks now. 
with wide and long bodies. They are also used 
for small deliveries of other materials. 

“Under our old plan, we were able to haul 
on our heavier trucks, at one load, only one 
bill of dimension. By using still larger trucks, 
we can haul two bills of dimension at a trip. 
That is why we have put on two trucks of 3 
tons maximum capacity in place of three of 
2 tons. Now we can haul four bills of dimen- 


attending to the servicing of the trucks and not 

placing that responsibility on the drivers.” 
Another interesting item in connection with 

truck costs is the fact that the company does 





You have a dollar; I have a dollar— - 
We swap. 

Now you have my dollar; I have yours— 
We are no better off. 

You have an idea; I have an idea— 
We swap. 

Now you have two ideas; I have two ideas— 
Both are richer. 

What you gave, you have; what you got, I 
did not lose. 


This is the Purpose of, 
and the Reason for, the 


IDEA EXCHANGE 





not maintain a garage, the trucks being shedded 
in the warehouse driveways. 


SSS 4888: 


Helps Finance Home Builders 
ALBUQUERQUE, N. M., June 3.—The demand 
for home building financing, following a 
spring campaign of newspaper and billboard 
advertising and mail circularization, is so great, 
according to Kenneth J. Baldridge, manager ot 
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This striking billboard advertisement of the J. C. Baldridge Lumber Co., Albuquerque, N. M., is 
brilliantly illuminated at night 


sion stuff with two trucks whereas it took three 
trucks to haul three bills. 


“We are also hauling a great deal of mate-: 


rials into the mountains for mountain home 
construction. We found that we were forced 
to make three trips, sometimes, to transport the 
material to dne*job. With the heavier trucks 
we can handle it on one trip. 

“With fewer trucks we can get along with 
fewer, truck drivers, and our method of load- 
ing materials in the yard enables us to do 
with less ttucks than usual. You see that we 
have o more truck than we have drivers. 
One truek,- minus a driver, is always in the 
yard being loaded. The yard man drives this 
truck to the various parts of the yard to pick 
up the load. When an empty truck returns, 
the driver takes out the loaded truck, while.this 
‘empty’ is being made ready for the next trip. 

“We select drivers: who.can handle,any kind 
of a truck, so.it is quite probable that in the 
course of a day the‘four drivers we now have 
will have handled all five of the trucks. Such 
a system is made possible by. the company 


the J. C. Baldridge Lumber Co., that proba- 
bly homes can be built, under the plan, for not 
more than 5 per cent of the applicants. Mr. 
Baldridge feels that extreme care is essential 
to the continued success of the plan, and in 
every case a contract is closed only after an 
examination has been made as thorough as 
that by a banker. 

The home finance plan is extended only to 
those building homes in which they will live. 
The applicant must produce clear title to the 
lot, then the house is built to the applicant’s 
design and specifications, he paying at a uni- 
form monthly rate, the payments in case of 
accident or protracted illness to be protected 
by insurance. The owner is given a certificate 
of quality as to kinds and grades of all ma- 
terials furnished, which adds to sale value, 
since it removes all doubt as to stability of 
construction. Cheap competition in construc- 


tion is also eliminated, the J. C. Baldridge 


——- insisting on the employment of high- 
grade builders. The first mortgage is handled 
locally, the second by an acceptance corporation. 


GET LUMBER BY AIRPLANE 


Retailers Derive Much Publicity from Spec- 
tacular Sky Stunt 


“Be among the first to receive lumber by air- 
plane. People are getting ‘air minded.’ Keep 
in step with the big parade. Here is a big 
publicity stunt that will make everyone talk 
about you and your yard, and it doesn’t cost 
you a red cent to take advantage of this op- 
portunity to stimulate trade in your community 
by being host to the Flying Lumberjack.” 

The above sentences, quoted from the printed 
publicity of the Maurice Angly Lumber Co., 
yellow pine wholesaler, Houston, Tex., give 
the clue to one of the most spectacular and 
successful advertising and sales stunts ever 
conceived and executed in the Southwest. 


Briefly, what the Angly concern is doing, 
as related by Maurice Angly to the AMERICAN 
LUMBERMAN, is this: 


“We are making contracts with retail yards 
all over the State, by which they agree to favor 
us with orders for three cars of stock, which 
may consist of lumber, red cedar shingles or 
cedar posts. In return for this, we are agree- 
ing to put on a knock-out advertising and 
publicity stunt for these yards in their local 
communities. 


“This is nothing less than the actual delivery 
of lumber by airplane. Preliminary to the 
visit of the plane, however, we arrange with 
the local papers in the towns on our itinerary 
to run front page stories about the Flying 
Lumberjack tour several days in advance of 
our arrival. These stories are accompanied 
by a two-column cut of the big five-passenger 
Ryan monoplane—the same model as Lind- 
bergh’s ‘Spirit of St. Louis’-—which has the 
name ‘Flying Lumberjack’ on the side in big 
letters. 

“The newspaper story tells how the plane 
will make a couple of low flying circles over 
the town, then ascend to a height of about 
two thousand feet and drop a parachute bring- 
ing down a sample stick of our yellow pine 
lumber, stenciled on one side ‘Compliments 
of the Flying Lumberjack—Maurice Angly 
Lumber Co.—the first lumber delivered by air.’ 
On the other side will be a sticker having 
printed on it ‘Take. me to Blank Lumber Co. 
and receive a prize.’ 


“This prize will be a collapsible ironing board 
which the Steves Sash & Door Co. ‘is furnish- 
ing the various retail yards for them to give 
to the persons picking up the pieces of lumber 
dropped from the airplane and bringing them 
to the yards to which they are addressed. 


“Then, after the plane makes a landing, a 
photograph will be made of the personnel of 
the local yard, along with our pilot standing 
by the ship. A cut will be made of this photo 
and run in the local paper with another front 
page story several days after the stunt. Thus 
it will be seen that the retailers upon whom 
we shall call will get a lot of mighty fine pub- 
licity.” 

Mr. Angly says that the “horse-sense” idea 
back of the air tour is to have it serve as an 
inducement, on the part of the wholesale con- 
cern, to get the retailers to place their first or- 
ders for fall stock—which they usually buy in 
July—a month or so earlier this year, in order 
to avoid the delayed shipments and higher 
prices which usually are in evidence when the 
rush sets in. 

The proposition has taken like wildfire with 
the retailers, Mr. Angly stating that up to May 
22 fifty-five retailers had been signed up and 
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he fully expected that the tour would include 
as many as seventy-five yards when the plans 
were completed. 


TODAY’S RETAIL PROBLEMS 


Retailer Sees Urgent Need for Study and 
Adoption of Uptodate Methods 


The AMERICAN LUMBERMAN likes to hear 
from its readers, especially when they are as 
well qualified to discuss in a constructive way 
the problems that confront the lumber retailer 
in these changeful days as is Charles C. (Pat) 
Patterson, manager of the Vivian Lumber 
Co. (Inc.), Vivian, La. Mr. Patterson, who 
was formerly manager for the Brown Lumber 
& Supply Co., of the same place, enjoys a wide 
reputation as a successful retail merchandiser 
of lumber and building materials. One of his 
hobbies is creating a demand for short lengths, 
in which he has been very successful. In fact, 
he often refers to himself as “The guy who 
SELLS SHORT.” His ideas and methods with re- 
gard to disposing of shorts were fully re- 
viewed in a “Realm” article appearing in the 
AMERICAN LUMBERMAN not quite a year ago 
(June 16, 1928), and therefore need not be 
repeated here. 

Mr. Patterson seems to have been impelled 
to put his thoughts on paper at this time by 
recent discussions appearing in this journal 
concerning the chain store problem and other 
more or less recent developments affecting the 
retail lumber dealer. Mr. Patterson refers to 
his communication just received as embodying 
his “mind wanderings” on current retail prob- 
lems—although, remembering the old definition 
that a straight line is the shortest distance be- 
tween two points, his remarks might better be 
labeled “straight thinking,” rather than “men‘al 
wanderings.” 

Mr. Patterson says that he has been reading 
the articles appearing in recent issues of this 
journal dealing with the chain store problem 
etc. Some aspects of these problems he thinks 
may be likened to a war between nations. 
When countries go to war, they try to achieve 
victory by having the best and most efficient 
fighting tools and methods. 

To meet the problems of today, says Mr. 
Patterson, we have got to study to find out 
the best way to outdo the other fellow, and 
in my opinion the owners of line-yards, as 
well as of individual yards, will have to fol- 
low the system established by the big chain 
stores of making their places of business 
attractive, and carrying a complete line of 
building materials in stock. When you go 
into a chain store you find all of the goods 
displayed in an attractive manner, inviting 
to the eye, and it must be remembered that 
the selling experts say that 75 percent of all 
merchandise is sold through the “eye appeal.” 

The line-yard owners and private: owners 
must wake up to the fact that their yards in 
many cases need rebuilding and repairing, 
with nice light, open warehouses where the 
merchandise can be displayed in a manner 
that will appeal to the eye. Otherwise they 
will not be able to compete with the big line 
chain stores handling the same materials that 
they do, and get their share of the business. 

There was a time when a man could run 
a lumber yard with just a shed with some 
lumber stacked near by, and a little 2x4 
office, but those days are past. Now if you 
do not have a nice, bright, attractive office 
and warehouse to display your material in, 
and your lumber stacked in an even, orderly 
way, you are going to find the interest of the 
publie drifting away from you. 

As for having a leader to bring people into 
your place I think every one of us has a hobby, 
in some one of the lines carried. He could 
make that hobby his leader, at a price that is 
attractive, and because he is especially in- 
terested in it can talk that hobby and con- 
vince people that they want it. By having 
the other merchandise displayed in a way that 
is pleasing and attractive, it will to some ex- 
tent sell itself, just as the goods in the five 
and ten do. 

These are just a few stray thoughts from 
a retailer who has not had a very great lot 
of experience selling materials, and he would 
like to see what others have to say. 


Relies on Dealer’s Knowledge 


Mystery has departed from the retail lum- 
ber business and confidence has replaced it, 
comments Mr. Campbell, manager of the Camp- 
bell Lumber & Supply Co., of Superior, Wis., 
in a recent interview. 

“Many persons who come to us for material 
for a home modernizing job, or ask us to 
estimate the lumber required for a new home, 
don’t know what they want, but today they 
ask us to tell them,” said he. 

“People can’t be criticized for this lack of 
knowledge, because it is almost impossible for 
even lumber experts to tell some species of 
wood from others when the logs have been cut 
into boards, and because the things that make 
differences between the grades of lumber are 
technical points which the layman has no reason 
or opportunity to learn. 

“Yet species and grades are vitally impor- 


tant to every lumber user, since some woods 
are excellent for simple structural uses but 
deficient for outside use under continual ex. 
posure, while others furnish beautiful finished 
effects, but are too expensive for use in the 
hidden parts.” 

But times are changing, believes Mr. Camp- 
bell, and the retail customer is developing 
faith in the lumber expert’s advice. 


Completes New Storage Building 


Quincy, It., June 4.—Four new sheds and 
a warehouse, comprising one of the most mod- 
ern groups of storage buildings in the com- 
munity, have been completed by the Midden- 
dorf Bros. Lumber Co., Seventeenth and 
Spring streets, the major portion of a build- 
ing program begun several weeks ago. _ 
little later on the company will proceed with 





sentative. 


This Week’s 
Overhead Conveyor Saves Much Labor 


The overhead conveyor and hoist here shown saves a great amount 
of labor for the Commons Lumber Co., Richmond, Ind., in whose shed 
the device was recently noticed by an American Lumberman repre- 
The lumber is piled on sticks on the truck at the side 


track outside the shed, then when hauled into the shed the hoist is 
lowered and hooked onto the four corners of the package of lumber, 


Timely Tip 




















which then is raised to the level of the pile—either at first or second 
deck. The load is then swung out so that the ends of the boards 
point into the pile, and it is an easy matter to push them into place. 

The hoist is also used in loading out deliveries. The material to be 
delivered is piled on sticks, as-shown at left side of the alley; then 
when ready to make the delivery the truck is run into the alley and 

“the hoist picks up the entire load and lifts it onto the truck. 

The overhead conveyor and hoist here described is the product of 
the Jones & Laughlin Steel Corporation, Cleveland, Ohio. 

Another interesting feature noted in this shed is the removable 
railings on the runway, or second deck, which may be easily lifted 
out of the shoulders in which they rest, so that they will not interfere 
when loading lumber into or out of the upper deck piles. 





The entire plant of the Commons Lumber Co. is well kept and 
presents a very pleasing appearance, being painted in bright yellow, 
with numerous signs visible from a long distance. The front of the 
plant is made attractive with parkways, shrubbery and flowers. The 
owners and managers of this company are C. A. and R. H. Commons. 
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the construction of a modern office building 
at the plant site. The main shed is 40x160 
feet, with a driveway down the center and run- 
ways along each side reaching to the upper 
tiers. The yard now has a capacity of 750,000 
feet of lumber under 20 feet in length, with 
the longer timbers stored in yards across the 
street. A display room, showing the built-in 
features which are used in modern dwellings, 
is a feature of the new building arrangement. 
The officers of the company are: William 
H. Middendorf, president; Arthur Midden- 
dorf, vice president; William Middendorf, jr., 
treasurer; Walter Bernzen, secretary. 


Occupies Fine New Quarters 


Mineoa, N. Y., June 3.—The Latham Bros. 
Lumber Co., one of the leading retail estab- 
lishments on Long Island, has taken full 
possession of its new quarters on Jericho Turn- 
pike and now boasts one of the finest office 
buildings and yard layouts in this section of 
the country. The company was organized in 
1908 by Ralph W. Latham and Albert C. Hen- 
drickson, but Alexander D. Latham and his 
brother, George R., are now the sole partners. 

The location is ideal for prompt service to 
all parts of the Island and the firm possesses 
admirable facilities for handling and displaying 
woodwork. The six-acre yard, as a matter of 
fact, was laid out to expedite handling. There 
are concrete roads throughout and three rail- 
road spurs, which enable the convenient 
handling of something like thirty-five carloads 
of lumber a day. The lumber piles rest on con- 
crete piers and steel rails. 

The office building is of true Colonial type, 
designed by Aymar Embury II, well known 
New York architect. A large display room is 
stocked with a complete line of woodwork. 
There is a special contractors’ room, for use of 
builders and their clients, where they may dis- 
cuss plans, designs and prices with all the con- 
venience of their own offices. 


“Signs of the 
Times” 


The sign appearing below is reported by 
F. C. Klesner, of the Grand Rapids Trust Co., 
receiver for William Horner, manufacturer of 
the “Old Reliable” brand of maple, beech and 
birch flooring, Grand Rapids, Mich. Mr. 
Klesner says that he noticed this sign, daubed 
in very crude lettering on the side of a 10x12 
shack, when driving from Grand Rapids to the 
company’s camps at Newberry, Mich. 





“Shack for Rent Movin to Vilage 
Kount Wives Having Ingron Toe Nail” 











Readers are invited to send in copies of espe- 
cially interesting signs (including billboards 
and bulletin boards) observed in lumber yards 
or elsewhere, on your travels or at home. The 
AMERICAN LUMBERMAN will pay $1 for each one 
published. Fifty cents additional will be paid 
for a good kodak picture (suitable for repro- 
duction) showing the sign described. 


= 











The main building, as well as a large two- 
story shed, now under construction, is abso- 
lutely fireproof. The shed will be 120 by 90 
feet, and all the material except rough lumber 
will be kept under cover. Most of the loading 
and unloading will also be done under cover. 
The Lathams cater to a trade within a radius 
of 20 to 25 miles, but most of their business 
is done within a radius of 15 miles. The com- 
pany conducts another yard at Port Washing- 


ton, this branch having been established about 
eight years ago. 

The Latham Bros. Lumber Co. for years has 
been affiliated with the Long Island Dealers’ 
Association. 


How’s This for a Truck Load? 


Vernon V. Keck, manager Citizens Lumber 
Co., Washta, Iowa, reports the sale of fence 
material, all delivered in a single truck load, 
made up of the following items: 

280 rods steel fence. 

12 80-rod spools barbed wire. 

2 6-inch 8-foot creosoted Long-Bell posts. 
68 4-inch 614-foot creosoted Long-Bell posts. 
15 plain end steel fence braces, 10-foot. 

205 61%4-foot studded T steel posts. 

2 hanks of No. 10 smooth wire. 

1 steel post driver. 


Mr. Keck says, “Some firms might sell this 
much fencing material in a single day, but not 
many sell this quantity to any one customer at 
one time, and deliver it all on one load.” 

Here is a mark to shoot at. Let’s hear from 
anyone who can beat this record. 


Sells Interest in Retail Concern 


Sioux Fats, S. D., June 3.—After a con- 
tinuous service of thirty-three years with that 
concern, M. E. Palmer has disposed of his in- 
terests in the Loonan Lumber Co. and has re- 
signed as vice president, an office which he has 
held since the company was incorporated in 
1901. The Loonan Lumber Co. is a large re- 
tail lumber concern operating a line of yards 
and is one of the outstanding retail lumber 
companies of the Northwest. Mr. Palmer has 
not made any definite announcement as to his 

IF A MAN at fifty were to add to his life the 
time he wasted before that age, octogenarians 
would be as plentiful as dandelions. 





Inspires Desire For 
Better Homes 


[Continued from Front Page] 


A co-operative enterprise for stimulating 
public interest—not only in home building, but 
more specifically inthe use of quality mate- 
rials in building,“ has been carried to a suc- 
cessful consummation at White Plains, N. Y. 

The project referred to is thé erection of an 
especially well planned and attractive house, 
of wood construction, under the sponsorship of 
the Westchester Federation of Women’s Clubs, 
with the active co-operation and oversight of 
the J. A. Mahistedt Lumber & Coal Co., aided 
by other local business concerns. 

The house is known as the “Guaranteed 
Products Home” and has been extensively ad- 
vertised as such by the Mahlstedt company, 
which supplied the materials used in its con- 
struction. 

A particularly interesting feature of this en- 











—Saer Floor - Plain 





terprise is that the 
house was built from 
the design which won 
the prize in a nation- 
wide contest conducted 
by the American Insti- 
tute of Architects for 
the best house of mod- 








erate size. The house 
has been aptly de- 
scribed as an “architec- 
tural gem,” and inspec- 


tion of the picture ap- 
pearing on the front 
cover of this issue, to- 
gether with the side 
elevation on this page 
and the accompanying floor plans, will indicate 
that it well merits this designation. 

Along with architectural beauty and fitness 
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Side elevation of the “Guaranteed Products Home” 


the modern householder wants sturdy construc- 
tion, of carefully chosen materials, and the many 
conveniences that make housekeeping easy and 
pleasant.- All of these factors are present in 
the “Guaranteed Products” home. Under the 
guidance of a committee of Westchester County 
interior decorators the house has been made 
a veritable marvel of interior arrangements. 

The committee carefully studied equipment 
and furnishings, and the manufacturers and 
dealers handling the approved products were 
invited to install same therein. Thus the home 
has been made a miniature exposition of the 
most approved plans and methods relating to 
construction, furnishing and equipment of the 
modern ‘home. 

Great numbers of visitors have inspected the 
home, and its completion and public opening 
were events of interest to the entire community. 
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Charges Uniair Method of Competition 


Trade Commission Issues C omplaint Against Fifty Lumber Manufacturers—Claims 
Improper Description of Product Confuses Users of Genuine White Pine 


WaAsHINGTON, D. C., June 3.—The Federal 
Trade Commission has issued formal complaints 
against some fifty lumber manufacturers in 
California, Arizona, southern Oregon and New 
Mexico, charging that the use of the name 
“California white pine” or “white pine” in 
combination with any other word to describe 
lumber made from Pinus ponderosa consti- 
tutes an unfair method of competition. 

Respondents are notified that the complaints 
have been assigned for hearing in the offices 
of the commission here on July 5, beginning 
at 10:30 a. m. Under the law creating the 
commission respondents have the right to ap- 
pear at the hearing and show cause why an 
order should not be entered requiring them to 
cease and desist from “the violation of the 
law charged in the complaint.” 

The complaints are all identical. The com- 
mission alleges that in advertising their prod- 
ucts as white pine, either with or without the 
prefix California or any other word, the re- 
spondents have misled dealers, architects, build- 
ers and consumers as to the real nature of 
their product. 

This practice is declared to be unfair to 
producers of the same wood who market their 
output as Pondosa pine, an abbreviation for 
Ponderosa pine, as well as producers of Pinus 
strobus, the true white pine, and California 
sugar pine, which also is described as a genu- 
ine white pine, botanically known as Pinus 
lambertiana. 

Paragraph 9 of the complaint reads: 

The use of the words “white pine,’”’ whether 
or not coupled with any one of the said words 
in paragraph 3 hereof named has the capacity 
and the direct tendency to result and has re- 
sulted in a widespread misconception of the 
comparative qualities, characteristics, com- 
mercial values, and even the identity of forest 
products made from Pinus ponderosa on the 
one hand and from species of genuine white 
pine on the other, and has actually confused 
the minds of many of the trade and of ulti- 
mate consumers and has misled and deceived 
them as to the actual and true comparative 
values of forest products made from the said 
species. The said use of the aforesaid words 
has the capacity and a direct tendency to pro- 
duce and in many instances has produced 
numerous results unfair to competitors and 
to the public, 

Gist of the Complaint 


There is then given a long series of such 
results alleged to be unfair to competitors and 
to the public, in part as follows: 

(a) Spurious market equality in both the 
trade and public estimation in certain instances 
has been given to forest products made from 
Pinus ponderosa with those made from genuine 
white pines for uses wherein genuine white pines 
excel Pinus ponderosa. 

(b) There has been brought about public 
doubt and misapprehension as to the respective 
qualities of forest products made from various 
species of pine native to the Pacific coast and 
the uses which may most advantageously be 
made of them to the loss and detriment of the 
public and of competitors of respondents, The 
reputation and public esteem of forest products 
made from Pinus lambertiana have been seri- 
ously impaired as regards the qualities in which 
said Pinus lambertiana surpasses Pinus pon- 
derosa, Many buyers and prospective buyers, 
as a result of the aforesaid misnaming of Pinus 
ponderosa as and for white pine and as a re- 
sult of their ensuing experience therewith, have 
come to the mistaken and erroneous belief that 
none of the Pacific coast species of pine pos- 
sesses qualities equal to or approaching those 
described as the qualities for which Pinus stro- 
bus has long been noted. 


Says Jobbers and Retailers Have Been Misled 


(c) Jobbers and retailers in many instances 
have been and still are misled into buying Pinus 


ponderosa in the belief that they thus secure a 
genuine white pine having the aforesaid qualities 
and characteristics thereof in the comparatively 
high degree described, and have been and are 
thus induced to buy forest products made from 
Pinus ponderosa for resale for purposes to which 
they are as an average comparatively ill- 
adapted. 


(d) Such retailers as have known the dis- 
tinction between forest products made from 
Pinus ponderosa and those made from genuine 
white pines, but who have desired to gain by 
substitution of Pinus ponderosa for genuine 
white pine products in their sales to customers, 
have been enabled to mislead and have been 
aided in misleading their customers into the 
belief that Pinus ponderosa was a genuine white 
pine with the same excellent qualities possessed 
by genuine white pines and in the same high 
degree, and have filled orders for genuine white 
pine with Ponderosa pine. 


(e) Such retailers as have been in ignorance 
of the distinction in qualities and characteristics 
between Pinus ponderosa and genuine white 
pines have been caused to sell to the public 
forest products made from Pinus ponderosa as 
and for genuine white pine to consumers desir- 
ing the qualities of lumber made from genuine 
white pine. 

(f) _ Retail dealers having stocked their yards 
with Pinus ponderosa purchased and to be sold 
by them as and for genuine white pine in va- 
rious instances have not desired and do not 
desire to stock their yards with forest products 
made from said genuine white pine, thus depriv- 
ing manufacturers of genuine white pine prod- 
ucts of numerous market outlets, 


(g) Numerous builders, contractors, archi- 
tects and ultimate consumers have been and are 
misled into the advocacy, recommendation, adop- 
tion and use of Pinus ponderosa in the belief 
that it is genuine white pine and has the afore- 
said high degree of said described qualities. 


(h) Respondents and other manufacturers 
by misnaming and misdescribing Pinus ponde- 
rosa as a genuine white pine have been enabled 
on numerous occasions and now are enabled to 
secure a higher price for their said forest prod- 
ucts than they could secure therefor in competi- 
tion with genuine white pine products if a true 
name and designation of their said products 
were used; and have been enabled to fill and 
have actually filled orders for genuine white 
pine with consignments of Ponderosa pine. 


(i) Manufacturers of forest products made 
from said genuine white pine, frequently through 
the ignorance of the buyer or of the public as 
to the commercial qualities distinguishing genu- 
ine white pine from Pinus ponderosa, are unable 
to sell their said products to customers at a 
higher price than customers will pay for forest 
products made from Pinus ponderosa when the 
latter are misnamed and misdescribed as white 
pine. 

(ji) ._The average f. o. b. mill cost of forest 
products made from said genuine species of 
white pine exceeds the average f. o. b. mill cost 
of forest products made from Pinus ponderosa 
and the said misdescription of Pinus ponderosa 
as white pine has a direct tendency to cause 
and has at times caused manufacturers of 
genuine white pine products to lose sales and 
has at times caused them to make sales at or 
below actual cost of production and distribu- 
tion. 


(k) Manufacturers of forest products made 
from Pinus ponderosa who describe their prod- 
ucts as Pondosa pine are at a sales disadvantage 
as contrasted with such competitors, respondents 
and others, as misname and misdescribe their 
products, likewise made from Pinus ponderosa, 
as white pine, and who wrongfully imply and 
at times declare that their products possess the 
aforesaid superior commercial qualities for va- 
rious uses that are possessed by Genuine white 

pine. 

(1) The employment of Pinus ponderosa in 
lieu of genuine white pine by builders, con- 
tractors, architects and the general public for 
uses wherein it is exposed to decay, and for 


which genuine white pine, by virtue of its afore- 
said greater durability was and is preferred and 
desired in contrast with Pinus ponderosa, has 
conduced to and resulted in and still conduces 
to and results in the waste of forest products 
through the necessity to replace Pinus ponderosa 
more frequently than replacements would be or 
would have been necessary had white pine been 
used in the first instance. 


Claims Product Is Western Yellow Pine 


The complaint contends that respondents’ 
products are western yellow pine, but . they 
were reluctant to so describe it “since they 
desired to avoid the market disadvantage from 
association and possible confusion in the minds 
of the public and of the trade, of forest prod- 
ucts made from western yellow pine with 
those made from the dense, resinous and, for 
the uses for which Pinus ponderosa is best 
adapted, the relatively inferior forest products 
made from Pinus palustris, or the longleaf 
yellow pine of the southern States, known com- 
mercially as ‘southern yellow pine,’ from which 
latter the commercial qualities of Pinus pon- 
derosa on the average differ markedly, Pinus 
palustris being on the average harder, denser 
and heavier than Pinus ponderosa,” 


Continuing in this connection the commission 
states: 

The use of the words “white pine’ as the 
name or as part of the name given to forest 
products made from Pinus ponderosa was 
adopted and has been continued by respondents 
and other manufacturers thereof as a substitute 
for that of western yellow pine, for the purpose 
of securing for their said products the market 
advantages of a name suggestive to the trade 
and to the public mind of the commercial species 
of genuine white pine and particularly of said 
Pinus strobus and its aforesaid high qualities 
and reputation; and further, in order to cause 
the trade and buying public to minify or ignore 
the characteristics wherein Pinus ponderosa is 
inferior to Pinus strobus. * * * 


The complaint then tells of the controversy 
a few years ago over the proposal to change 
the trade name and designation of products 
made from Pinus ponderosa from “white pine” 
or other designations including “white pine” 
to some other designation, particularly to 
“Pondosa” pine. It adds that the change to 
“Pondosa” pine was actually made for all 
commercial purposes by manufacturers of the 
major part of the products made from Pinus 
ponderosa. 


Apparently the commission has no fault 
whatever to find with the designation “Pon- 
dosa” pine to identify forest products of this 
species and differentiate them from southern 
yellow pine. Presumably the purpose of the 
complaint is to compel the general adoption of 
this designation by forcing into line manu- 
facturers who still advertise their product as 
‘white pine.” 

It will be recalled that recently the commis- 


sion through formal complaint and action re-’ 


quired importers of Philippine woods to cease 
aa desist from designating them as “mahog- 
any,” on the ground that they do not belong 
to the same botanical family and that, there- 
fore, to describe them as “Philippine mahog- 
any” is unfair to importers of true mahogany. 
This proceeding was strongly resisted, but the 
commission went ahead and issued formal 
cease and desist orders. 

The controversy over Pinus ponderosa is by 
no means a new one, and the commission ap- 
parently has determined that the time has come 
to end it. Respondents will be afforded every 
opportunity to set up such defense as they 
may see fit, and the outcome will be awaited 
with interest by the entire lumber industry. 
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Lumber Concentrating Its Forces 


Trade Extension Work Making Deep Impresston—Many Victories 
Already Won—Time Is Ripe for All Wood Industries to Unite 
[By F. W. Connor] 


Wasuincton, D. C., June 6.—The crystallization of the 
lumber manufacturing and wood-using industries around 
the nucleus of the National Lumber Manufacturers’ Asso- 
ciation is slowly but steadily progressing. Aside from the 
regional lumber manufacturing associations that make up 
the National association there are now six other associa- 
tions (nine including the three British Columbia lumber 
and logging associations) that have identified themselves 
with the trade extension campaign in some degree. These 
are: 


National-American Wholesale Lumber Association, 
New York. 

National Association of Wooden Box Manufacturers, 
Chicago. 

Maple Flooring Manufacturers’ Association, Chicago. 

Hickory Golf Shaft Manufacturers’ Association, Mem- 
phis, Tenn. 

American Wood Preservers’ Association, Chicago. 

Oak Flooring Manufacturers’ Association of the 
United States, Chicago. 


Negotiations of a more or less definite nature are going 
on with approximately half a dozen other organizations. 
It is believed that ultimately practically every industrial 
association that manufactures wood as a raw material for 
other industries and the associations of all these wood 
dependent industries will be united by some sort of a bond. 
Formerly it was thought that the veneer and plywood 
industries were too competitive with the sawn lumber in- 
dustries to be included in the federation of wood—one for 
all and all for one—but now the tendency is to hold all to- 
gether so that it will be possible to allocate the consuming 
areas for wood in any and every form to such a degree that 
what competition there may be will simply be internally 
helpful and stimulating. 


Reports received at the offices of the National Lumber 
Manufacturers’ Association plainly reveal a growing belief 
throughout the wood industrial world that group compe- 
tition is becoming so intense and in some cases so ruthless 
that there is no hope for expansion of the wood-consuming 
field and little hope that the field can even be held unless 
there is a compact and aggressive union of all the elements 
and factors of the wood world. 


The growth of this opinion concerning the situation 
and the conviction that the way out lies in union is largely 
due to the success of the trade extension campaign of the 
National Lumber Manufacturers’ Association. During the 
first year or year-and-a-half many complaints and a good 
deal of destructive criticism were heard regarding the work 
of the trade extension committee. The lumber industry 
was in such a precarious and consequently irritable condi- 
tion that it was just about as willing to allow time to 
elapse sufficient for achievement, as a drowning man call- 
ing for help; but now that the committee has nearly two 
years of record behind it the tone of confidential reports 
as well as of the letters coming into the National headquar- 
ters has decidedly changed. Admissions are being re- 
ceived from the keenest critics and from every section of 
the country that the trade extension endeavor is making a 
deep impression. All of the allied industries feel it—the 
furniture people, plywood manufacturers, woodwork, auto- 
mobile and aircraft manufacturers and many other workers 


in wood have testified to what one of them describes as a 
growing wood-mindedness. 


Regional Associations Aid in Changed Attitude 

This change in the attitude of the country can be at- 
tributed, some of the observers say, only to the National 
trade extension activities complemented and supplemented 
by the splendid performances of the regional associations. 
The two sorts of trade extension have been found to fit 
into each other admirably. It is especially true that the 
regional trade extension activities have benefitted from 
those of the National because the National, being on the 
broader ground of wood and lumber in general, has opened 
the way into fields of use and patronage that it was diffi- 
cult for the avowed advocates of a particular species to 
enter; but once the door has been opened for lumber as 
against metal or stone, it has then been in order for the 
advocates of species to present their cases in the determi- 
nation of selection of special material for particular pur- 
poses. 

One field in which the revival of wood is due largely 
to the favorable publicity that has been secured for it dur- 
ing the last two years is that of furniture. Wood furni- 
ture, especially for offices and hotels has come back with 
a resounding boom. Not only is more of such furniture 
being sold than last year, but wood is actually pushing 
metal furniture down in a number of lines. 

The most casual observer, it is said, can not fail to be 
impressed by the remarkable turning of public taste back 
toward wood interiors. Wood floors are coming back in 
quarters where they were long ago ejected. Wood panel- 
ing and interior trim generally are becoming more and 
more popular. Even the railway car designers and builders 
are turning away from the all-steel delusion and are begin- 
ning to boast of their beautiful wood interiors. 

Seeing these and other items of the changing scene, 
the feeling is growing throughout the wood world that the 
time is ripe for all of the wood industries to unite and 
create such a wood consciousness in the nation and such 
a respect for the incomparable properties of wood that this 
material and its products will be restored to the ascend- 
ency—within proper limits—that they enjoyed a quarter 
of a century ago. : 


How to Create a “War Chest” 


If the entire lumber manufacturing, wood-using and 
wood-working industrial group were to be united in a trade 
extension campaign properly departmentalized, but focused 
around the existing organization of the National Lumber 
Manufacturers’ Association, it would be easy to create one 
of the most powerful trade promotion enterprises that has 
ever been undertaken. The total output of the wood pre- 
paring and manufacturing industries is somewhere around 
four billion dollars a year. One-tenth of one percent of 
this huge sum would yield a trade extension “war chest” 
of $4,000,000. Five-tenths of one percent would mean 
$20,000,000. With such a fund the lumber and collateral 
industries would get into the big business class of trade 
extension. They would then have sums for advertising 
and other forms of trade extension comparable with the 
present budgets of the Portland Cement Association, the 
various steel promotion associations and some of the great 
corporations such as Ford and General Motors. 

It is pointed out that group competition is on such a 
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tremendous scale that standards of trade extension effort 
formerly in use are now entirely in the discard. The mag- 
nitude of the use of advertising space may be taken as an 
illustration. General Motors and the Woolworth stores 
have recently begun using ten and twelve pages in colors 
in a single issue of the great national magazines, and the 
scale on which they carry on supplemental work is stupe- 
fying to one who has not followed the audacious aspira- 
tions of 1929 American trade strategy. 

While it may be a matter of some years yet before the 
whole related wood group of American industries comes 
together, the outlook is that within the next two or three 
months three or four sub-groups will join the National 
Lumber Manufacturers’ Association family. 


Volume of Consumption to Depend on Promotion Efforts 


There is a growing conviction that the United States 
will hereafter consume lumber and wood products in pretty 
close ratio to the scope and intelligence of the efforts put 


-forward by the vitally affected industries to sell their 


product to the public. In other words, there are so many 
substitutes or alternatives for wood (many of them in- 
ferior, it is true) that the sector of possible trade secured 
by wood will depend entirely on the compressive force ap- 
plied by its competitors and the expansive force with which 
the industry responds to them. It is conceded that there is 
now 4 tolerable substitute for wood in almost every use. 
and that the degree to which substitution will take place 
depends very largely on merchandising in the broadest 
sense of the word. Unless wood is energetically and in- 
telligently exploited and merchandised it will continue to 
be a declining industrial element notwithstanding the ad- 
mitted superiority of many of its properties. 

Observers of this interesting industrial flux point out 
that it is not always the better material or the better article 
that survives in the fierce competition of these times. The 
battle is frequently to the strong rather than to-the good. - 

(Continued on page 56) 


To Make Scandinavian Sawmill Machinery 








SEATTLE, WaASH., June 1—A_ 
new concern—the Mill Engineer- 
ing & Supply Co.—has_ been 
formed here for the purpose of 
manufacturing and_ selling the 
Scandinavian type of gang saw, 
together with auxiliary machinery, 
which has proved so successful in 
the Tumwater Lumber Mills’ plant 
at Olympia, Wash., a report of 
which appared in the April 20 
issue of AMERICAN LUMBERMAN. 

The Mill Engineering & Supply 
Co. has secured the exclusive right 
to manufacture and sell in the 
United States not only this type of 
gang, but also any other lumber 
mill machinery manufactured by 
the great sawmill combine of -Eu- 
rope, which is composed of the 
following well known firms: A-B 
Karlstads Mekaniska, of Karlstad, 























| of all of the above equipment, and 
| Mr. Sundbom will be in charge 
of the sawmill division. He has 
spent several years in America in- 
vestigating the possibilities for 
adapting European methods and 
machinery to our logs with a view 
to reducing the wastage of our 
raw material. He was encouraged 
in his work by Axel Oxholm, 
director of the National Commit- 
tee on Wood Utilization, of the 
Department of Commerce. Upon 
reaching the conclusion-that much 
timber loss could be avoided by 
cutting the small logs with a gang 
similar to the type used in Europe, 
Mr. Sundbom was led to design, 
and persuade his principals to 
build, the mill which has just 
proved itself in the Tumwater 
Lumber Mills at Olympia. 











Sweden; Svenska Maskinwerken, 
of Sodertelge, Sweden; J. & A. 
Jensen & Dahl, of Oslo, Norway. 

The officers and principal stock- 
holders of the new firm are: 
President, David Dalin; vice presi- 
dent and secretary, Carl S. Sundbom; treasurer, J. A. Lagoe. Mr. 
Dalin is also chief engineer for the H. R. L. Motor Co., of Seattle. 
Mr. Sundbom for ten 
years was engineer 
for the above named 
European companies, 
part of which time he 
spent in America 
studying our lumber 
manufacturing field 
with a view to sug- 
gesting changes in de- 
sign which would 
adapt Scandinavian 
sawmill machines to 
American logs and 
requirements. Mr. La- 
goe is president of 
the H. R. L. Motor 
Co., Seattle, which is 
one of the largest 
machine shops in 
Seattle, and manufac- 
tures hammerhead and 
bridge type cranes, 
lumber grabs and ma- 
rine elevators, electric 
lift trucks, trailers, 
and material handling 
equipment. 

The new company 
will handle the sales 


DAVID DALIN, 
Seattle, Wash.; 
President of Company 


Seattle, 





Cc. S. SUNDBOM, 


Vice President and 
Secretary 





New electric sawmill of the Tumwater Lumber Mills at Olympia, Wash. This low construc- 

tion cost mill contains two Scandinavian type high speed gang saws which make lumber direct 

from round logs, without slabbing, at the rate of 3,000 feet per man per 8-hour day (this in- 
cludes the entire personnel of the mill, even the manager and. the bookkeeper) 





It is the purpose of the Mill 
Engineering & Supply Co. to carry J. A. LAGOE, 
on considerable research work, Seattle, Wash.: 
with a view to adapting to the reasurer of Company 
conditions it must meet on this 
continent the machinery which has 
been successful in European mills. The company will carry in stock 
a large and complete line of reserve machines and parts. 

The new company 
plans also to intro- 
duce soon a new type 
of automatic sorter 
which requires the 
services of only a 
third of the men now 
needed on a _ sorting 
chain for proper seg- 
regation of sizes and 
grades. Similar ma- 
chines have been in 
successful operation 
in Scandinavian coun- 
tries for more than 
four years. 

Offices and factory 
of the Mill Engineer- 
ing & Supply Co. are 
at 3301 First Avenue, 
South, Seattle. 


ereaeaantaaaeni 


Wash.; 





THE GOVERNOR of 
Idaho recently signed 
an act making it a 
misdemeanor to throw 
lighted cigarettes 
from automobiles. It 
is hoped that this new 
law will reduce fire 
hazards in forests. 


——— 
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National Production, Shipments and Orders 


Wasurncton, D. C., June 3.—Following is the National Lumber M anufacturers’ Association’s report for the week ended May 25, 1929, and 
for two weeks ended that date, covering mills whose statistics for both 1929 and 1928 are available, and percentage comparisons with statistics 


of identical mills for the corresponding periods of 1928: 


ONE WEEE 


Softwoods: 

Southern Pine Association. ......ccscscccccce 
West Coast Lumbermen’s Association........ 
Western Pine Manufacturers’ Association..... 
California White & Sugar Pine Mfrs.’ Assn... 
Northern Pine Manufacturers’ Association.... 
Northern Hemlock & Hardwood Mfrs. Assn.. 
North Carolina Pine Association............. 
California Redwood Association............«+ 


TOG DOCTOR a occ kccdbes vaseeesericce 
Mardwoods: 
Hardwood Manufacturers’ Institute.......... 
Northern Hemlock & Hardwood Mfrs. Assn... 


Ps ccste cee seatewerede Genes 
Dt Pvc + etecccedebacegedeee 
TWO WEEKES 
Softwoods: 
Southern Pine Association... .ccccscccccvcess 
West Coast Lumbermen’s Association........ 
Western Pine Manufacturers’ Association.... 
California White & Sugar Pine Mfrs.’ Assn... 
Northern Pine Manufacturers’ Association.... 
Northern Hemlock & Hardwood Mfrs. Assn... 
North Carolina Pine Association............. 
California Redwood Association...........«.:. 


i 6 a nae nekdavendes on 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 
Northern Hemlock & Hardwood Mfrs. Assn... 


en ccna eh ewan eee ee Oa ee 
Dt “MG Cob uescceened ees seeckscess 
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No.of —_ Production Shipments Orders 
1929 28 1929 1928 1929 1928 1929 1928 
No. of Pct. Change Pet. Change Pct. Change 
Mills Production from 1929 Shipments from 1928 Orders from 1928 
120 56%11,000 — 9 56,968,000 —18 48,502,000 —27 
82 96,685,000 — 2 99,385,000 —14 109,388,000 —16 
35 37,465,000 +9 34,172,000 +l 29,016,000 —3 
22 27,791,000 +9 21,901,000 + § 19,926,000 —24 
9 10,275,000 + 8 8,716,000 — 12 5,401,000 —-29 
24 2,640,000 —36 2,804,000 —19 2,384,000 —22 
“i4 "8,119,000 +12 "7,680,000 +26 "6,769,000 —22 
306 239,286,000 —i1 231,626,000 —ll1 221,386,000 —19 
200 32,822,000 —é6 40,175,000 +10 35,156,000 —é6 
24 6,913,000 +11 4 ,000 —_— 4,913,000 —13 
224 39,735,000 =i 45,168,000 +9 40,069,000 one 
506 279,021,000 —1 276,794,000 —s8 261,455,000 —17 
221 106,311,000 —9 104,706,000 —17 96,261,000 —21 
164 198,917,000 — 214 145, ‘000 —- 212,347,000 —18 
70 73,276,000 +12 68. 726,000 + 5 55,978,000 —12 
42 55,223,000 +13 41,752,000 + 6 37,190,000 —20 
18 20,859,000 +16 17,518,000 —ll 12,912,000 —15 
56 6,915,000 —23 6,710,000 —12 * 5,145,000 —27 
27 16,197,000 +18 15,834,000 -_? 15,463,000 mien 
598 477,698,000 2 469,991,000 —s 435,296,000 —18 
398 68,417,000 —l1 79,141,000 +13 77,794,000 +11 
56 15,209,000 +1 11,207,000 —s 9,903,000 
454 83,626,000 —l1 90,348,000 +9 87,697,000 + 5 
996 561,324,000 +1 560,339,000 — § —15 


522,993,000 





Southern Pine Barometer 


New Or.eans, La., June 3.—For the week 
ended ‘May 25, Saturday, 150 mills of total 
capacity of 18254 units (a unit representing 
output of 1,500,000 to 2,000,000 feet between 
Nov. 1, 1925, and Oct. 31, 1928), report as fol- 
lows to the Southern Pine Association: 

Percent Percent 


3-year Actual 
Production— Carst ap vat AV. "Prod, ata 
BVO. B FIO... cice 19,558 
TE. cccewe cha He ate 853 7.61 
Shipanents* 3,322 68,592,656 B8.04 101.64 
Orders— 
Received* . 2,910 60,085,680 77.91 89.04 
On hand en 
weekt -11,708 241,746,784 


*Orders were 87.60 percent of shipmenta. 


+tBasis of car loadings is April average. 
20,648 feet. 


tOrders on haud showed a decrease of 3.40 
percent, or 8,506,976 feet, during the week. 


North Carolina Pine 


NorFOLk, Va., June 3.—The North Caro- 
line Pine Association makes the following 
analysis of figures from seventy-five mills for 
the week ended May 25: Per 
Percent Percent cent 

Aver.* Actual Ship- 





Production— Feet Output Output ments 
Average* .13,830,000 aia h 
Actual ....11,852,000 84 aan ° 
Shipments ..13,180,000 95 111 nerd 
Orders? ..... 8,399,000 61 71 64 
Unfilled 
Orders ..48,765,000 


tAs compared with preceding week there is 
a decrease in orders of 2 percent, the same 
number of mills reporting. 


*“Average” is of production for the last 
three years, 





Western Pine Summary 


PorTLAND, OreE., June 1—The Western Pine 
Manufacturers’ Association summarizes as fol- 
iows reports for the week ended May 25 from 
37 member mills: Per 


cent 
Percent Ship- 


Production— Onset Feet ofcut ments 
Normal® ..... ° a eede ens 
. | err. 38,914,000 wate 08 

Shipments a 1 (344 34,944,000 .... aysede 
Local deliv. 7 689,000 .... chee 
Total shipm’ts 35,633,000 99.16 .... 

Orders— 
Cancelled .... 24 624,000 ‘ 
Booked (car)..1,161 30,186,000 .... 
EY ae 689,000 .... a 
Total orders.. 30,875,000 97.94 98.67 


On hand end 
Wee axenas 5,042 131,092,000 


Bookings for the week by thirty-seven iden- 
tical mills were 97.24 percent of those for 
the previous week, showing a decrease of 
832,000 feet. 


7Car basis is 26,000 feet. 


*Normal takes into consideration mill ca- 
pacity, number of months usually operated 
and usual number of shifts—reduced to a 
weekly basis which is constant throughout 
the year. 

During the week production was 112 percent, 
shipments 103 percent and orders 89 percent 
of normal. Averages for the corresponding 
week of the preceding four years were as fol- 
lows: Production, 100 percent; shipments, 89 
percent, and orders 94 percent of normal. 


Production is so seasonable that during 
winter months actual production amounts to 
less than 50 percent of normal while during 
peak summer months the production increases 
to well over 100 percent of normal. 





Hemlock and Hardwood 


OsukosH, Wis., June 3.—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the week 


ended May 25: Percent 
a- 
Hardwoods— otal Per Unit* pacity 
Capacity, 66 units*. 131 887,000 210,000 100 
Actual production. .11, 356, 000 172, 000 82 


Shipmentst ....... 127,000 138,000 65 
Orders receivedt... 9, 057, 000 138,000 - 
Orders on hand....61, 889, 000 937,000 


tLumber fabricated at mill and used in eone, 


struction work is included in total orders and 
shipments, 


Percent 


of Ca 
Per Unit* pacity 


Hemlock— Total 

Capacity, 89 units*.18,641,000 210,000 100 
Actual production... 4,476,000 60,000 24 
Shipments? ....... 4,852,000 64,000 26 
Orders receivedt... 3,973,000 45,000 21 


Orders on hand....28,091,000 315,000 


*Daily 10-hour productive capacity of 35,000 
feet is considered one unit. The production 
is based on mill log scale, and lumber cut 
overruns this by 20 percent. 





California Pines 


San Francisco, Catir., June 1—The fol- 
lowing is a summary of April production and 
shipments, and May 1 inventories and unfilled 
orders, as prepared by the California White & 
Sugar Pine Manufacturers’ Association: 

April Reports for 25 Mills 
Production Shipments 














Calif. white pine....... 93,088,585 86,566,930 
ON SO —E 11,494,383 12,321,510 
Mixed pines .......... 1,592,049 ~~ “cccaac 
err er 106,175,017 98,888,440 
.. . oS JSS 3,621,849 10,185,845 
Red (Douglas) fir...... 2,077,657 1,854,491 
All other woods....... 685,284 3,194,643 
PEE wacennsss | ¢é¢0%> 7,399,165 
Total other woods... 6,384,790 22,634,144 
pm GOGEIS: os ces cee 112, 559, 807 121,522,584 
March 1 Inventories and Unfilled Orders 
Unfilled 
Inventories Orders 
No. 2 shop and better— 
Calif. white pine.... 76,267,044 25,109,244 
Busar Pe 2. cece ce. 44,516,674 7,872,260 
No. 3 shop, mixed pine. 20,382,076 9,532,669 
No. 3 and better shop, 
white and sugar pine. 680,000 20,000 
Total WHPOTS ..cccece 141,845,794 42,534,173 
Commons— 
California white and ° 
gsuger pine .....-.- 296,169,479 132,877,084 
All other woods... 73,190,843 18,704,285 
Total lowers ........ 369,360,322 151,581,369 
Grane Getals:....<c0.- 511,206,116 194,115,542 
Box shook and cut stock 11,974,852 30,651,600 


Comparative Reports on 21 Operations 

The following comparative statistics from 21 
operations for April, 1928, and April, 1929, 
represent 59 percent of the total pine industry: 


Percent 
1928 1929 Decrease 
Apr. Production— 
Pine only ..... 89,072,873 $8,493,133 0.7 
All species in- 
cluding pine.. 97,508,712 94,342,032 0.3 
Apr. Shipments— 
Pine only ..... 81,150,991 86,505,721 *%6.5 
All species in 
cluding. pine.. 99,300,651 108,503,777 *9.2 
Inventories May 1— 
No. 3 shop and 
Detter. ...s- 129,908,976 123,805,297 4.7 
All species and 
err 465,806,774 452,326,332 2.9 


Unfilled Orders May 1— 
No. 3 shop and 


WOU - cncecs 43,518,641 35,924,990 17.5 
All species and 

oo eee 187,161,813 172,171,301 8.1 
*Increase. 














4.7 
2.9 


7.5 
8.1 
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Northern Hemlock and Hardwood Monthly Report 


OsHKOoSH, WIS., 


June 3—The Northern Hemlock & Hardwood Manufacturers’ Associa- 


tion reports as follows April production and shipments, and stocks May 1: 


Statistics for April, 1929 
Unsold 
Progen e008 S, May 1 


ABH coescevese 46,000 249,000 643,000 
Basswood ..... 3, 608" 000 2,078,000 27,983,000 
Beech .c.cccce 16,000 iA, eee 
Beh. vssvsecve 10,377,000 8,954,000 65,466,000 
BEM wegncedces ,702,000 2,581,000 13,726,000 
se o<¢heres 14,422'000 11,520/000 58,702,000 

BE Sacisvicese 329,000 84,000 1,430,000 
Mixa. hrdwd... 3,606,000 1,274,000 eececee 





Total hdwd..35,706,000 26,755,000 172,950,000 
Hemlock, 1&2”.15,734,000 12,625,000 93,301,000 


Grand totals.51,440,000 39,380,000 266,251,000 





The figures for twelve months, May ], 1928, to April 30, 
centages of those for the corresponding period ‘of 1927-1928: 


hemlock, 115; all woods, 107. 




















Unsold 
ry Green 
AsH— 
Tae inca stens de ten Bienen 739,000 377,000 
SL 6 wats «tack hed awad 515,000 273,000 
Sf eae are 657,000 755,000 
SS Pee oe 370,000 670,00 
i es fee Ae ee 78,000 
ce 2 eee ee 80,000 1,129,000 
2,361,000 3,282,000 
Basswoop— 
DU waweewcens.os uteaaean 1,256,000 1,873,000 
Se EEE inn oe adc «wots e% 102,000 910,000 
SN sich wi ds nie ol Orban ec 1,000,000 1,297,000 
Be. Ns 3 6 6 e kee ee 1,662,000 2,797,090 
mee, BR WE oh 0 2455 RSS 887,000 834,000 
Se.) re 3,502,000 5,200,000 
eG. DB, BEOUETE secrcrcsns 254,000 61,000 
De BD Oi cw cscs esesexs 3; 010, 000 4,138,000 
10,673,000 17,310,000 
BircH— 
Se ee ee eae 1,997,000 6,283,000° 
NR aed oii alias Did ax Goat hon 2'070,000 3,520,000 
No. 1 & S  ca4 Cee ina 45,000 407,000 
No. 1 = Deu tbe base whe 13,000 12,000 
ek.) GO tutincieniane ties 6,084,000 8,420,000 
No. 2 & te SN ioe ‘aso: sey te 369,00 1,148,000 
we FB Moiese c rect case 3,805,000 9,665,000 
SS SS Oe 983,000 1,878,000 
ee Fae: 3,983,000 13,875,000 
ee: BS BM 0 eo veo n sea 167,000 242,000 
20,016,000 45,450,000 
Rock ELM— 
Pe bdhiees bee nas bask tes 61,000 126,000 
ee Een ae 108,000 276,000 
Se 2 6 a eee 210,000 166.000 
Oe Co eee ee 572,000 420,000 
ee a eee ee 145, 000 342,000 
1,096,000 1,330,000 


Unsold 1- and 2-inch Hemlock Stocks on 


Mo. 1 ccccere 


ee 
| 

a 
ee 


er 


No. 3 CO DCRR iaa c 0g 86866 05h ahlesiewks sabes 
Mill run 


ee ee 


Unsold Hemlock—27 Identical Firms 
—1929 —— 1928 
ie? < 2x4” 1x4” 

No. 1..1,626,000 16,727,000 
Merch. 2,687,000 18,049,000 
No. 2..2,085,000 17,563,000 
No. 3..2,575,000 13,486,000 
No. 4.. 587,000 2,642,000 
No. 3 & 

btr.. 58,000 
2x4 & 

wdr., 

4’ and 








2x4” 

1,943.000 13,954,000 
4,871,000 15,428,000 
2,524,000 16,452,000 
4,807,000 25,542,000 


eee eee eee 


$25,000 .......- 


eee eeee 


264 See's S,981,900 Fs. .wcsas 


ee ee eeene 





9,618,000 72,773,000 14,145,000 71,376,000 


Unsold Stock Summary May 1, 1929 
Hardwoods— 


Unsold— Dry.... 52,128,000 
Green. .120,822,000 
Wate weGs |. oe 0-0 is vic RSa Bas ede eb 172,950,000 
Hemlock— 
Unsold, 1&2” Dry.... 43,240,000 
Green.. 50,061,000 
NE WE os a a oi @ edrelt acne 93,301,009 
Grand. satel ements éso60066<iee 266,251,000 


1929, make the following per- 
Production—All hardwood, 104; 


Shipments—All hardwoods, 106; hemlock, 100; all woods, 103. 




















Unsold 
Dry Green 
Sort ELM— 

BES a ie ere se 327,000 1,338,000 
See ee eee 164,000 r '000 
“eee ee 349,000 1,946, 000 
, Sg ee Oe ee eee 195,000 456,000 
Re fee See 941,000 1,345,000 
Be (Ws na dp SUR a cw snce 915,000 2,657,000 
2,891,000 8,409,000 

HARD? MAPLE— 

DET, sa: S. alecn gids ative Oueiboae ea 1,368,000 4,326,000 
Ig RR Se Ee eee ,000 1,906,000 
“Se fae 148,000 132,000 
BN a ia nse an Sats en 1,914,000 6,271,000 
| ee SS eee 111,000 73,000 
Be ae She nb s% eae ce 2,077,000 2,797,000 
+S FS ror 4,529,000 10, 000 ° 
te Sei epee ,000 216,000 
PICO GIGS hee veces 2, 590, 000 14,720,000 

13,501,000 41,606,000 

Sort MAPLE— 
BE give eee dks escste Raee 101,000 398,000 
ee Pe 97,000 210,000 
ES ee ee ee 202,000 816,000 
ee 2 eee eee 14,000 15,000 
pO OS RS ee 477,000 769,000 
Ss fh AR eae 25,000 11,000 
Be ORS 6 ob vane sede oe 31,000 348,000 
SRE 9 A eee 49,000 32,000 
996,000 2,599,000 

Oak— 

| APR nee ae ee 84,000 90,000 
RE a 55,000 53,000 
“SE eae re = 127,00 162,000 
ee SO ee eee 33,000 76,000 
Be Te. MG NG 0 abe on a eae 146,000 130,000 
Ses eS . Are 13,000 18,000 
Te RE RE ROS 136,000 307,000 
594,000 836,000 


Hand May 1, 1929, by Grades (31 Firms) 
1x4-inch and wider 2x4-inch and wider 











Dry Green ry Green 
963,000 891,000 8,510,000 8,222;000 
800,000 2,179,000 6,159,000 18,741,000 

1,427,000 1,609,000 10,899,000 7,703,000 
1,858,000 817,090 7,163,000 7,080,000 

60,000 127,000 1,710,000 1,103,000 
Ter 58, 000 52,000 273,000 
190,000 30, 000 268,000 25,000 
cohen. “gape 2,781,000 1,200,000 

5,698,000 5,711,000 37,542,000 44,350,000 

Unsold Hardwoods—26 Identical Firms 

—1929 1928——— 
Dry Green Dry Green 
Ash. 1,967,000 2,862,000 1,273,000 3,012,000 
Basswood 
9,297,000 15,259,000 4,168,000 14,457,000 
c 
15,936,000 34,958,000 22,635,000 43,026,000 
Rock Elm 
054,000 1,285,000 1,769,000 1,572,000 
Soft Elm 
2,684,000 7,787,000 2,395,000 9,002,000 
Hard Maple 
9,157,000 33,789,000 19,583,000 33,556,000 
Soft Maple 
672,000 2,370,000 1,108,000 1,579,000 
Oak.. 571,000 759,000 252,000 556,000 


a 





41,338,000 99,069,000 53,183,000 106,760,000 





Southern Pine Costs 


New Organs, La., June 3.—The March 
cost statement of the Southern Pine Associa- 
tion shows the average total cost per thousand 
feet, board measure, of producing and shipping 
lumber, not including interest on loans or in- 
vested capital, for March, 1929, was $25.14, 
based on a production of 229,514,992 feet by 
86 mills operating 126% units. This was 53 


cents less than the cost for the preceding month, 
when the reported production was 209,098,335 
feet, and $1.22 more than for the correspond- 
ing month last year. Of the number of mills 
reporting, 38 had costs below the average of 
$25.14, costs running from a low figure of $19.02 
to $37. 95. The average cost for the first three 
months of this year, on a production of 681,- 
506,057 feet, was $25.22. 


West Coast Review 
[Special telegram to AmeRICAN LuMBERMAN] 


SEATTLE, WASH., June 5.—The West Coast 
Lumbermen’s Association reports that 207 mills 
—all those reporting production, shipments and 
orders—during the week ended June 1 gave 
these figures : 


Production ..135,972,000 
Shipments :197, 957, 000 45.6 over production 
OPGOER “63.5 166, 659, 000 22.6 over production 


A group of 270 mills, whose production re- 
ports of 1929 to date are complete, reported 
as follows: 


Average weekly operating capacity .274,392,000 
Average weekly cut for twenty-two weeks— 
1928 ett gree 000 
NE it Sit shakin Lik aid aetna Wea Gas a 193,611, ‘000 
Actual cut week ended June 1, 1929.154,114, ‘000 


ee | 


A group of 203 identical mills, whose pro- 
duction for the week ended June 1 was 133,- 
515,000 feet, reported distribution as follows: 





7 Unfilled 

Shipments Orders Orders 
ae 77,011,000 67,857,000 225,737,000 
Domestic 

cargo . 62,129,000 59,171,000 292,331,000 

Export ... 41,852,000 22,711,000 213,143,000 
Local .... 15,291,000 15,291,000 

196,283,000 165,030,000 731,211,000 


A group of 112 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1928 and 1929 to date, reported as 
tollows : 

Week 
ended June 


1, 1929 
Production 177,479,000 
Shipments.126,461,000 
Orders . - 105,464,000 


Aver. 22 Aver. 22 
baie, June weeks ae 
, 1929 2, 1928 
77 480,000 107, 747,000 
126, 462,000 114, "278.000 
105,464,000 115,717,000 


SEATTLE, WasH., June 1—The West Coast 
Lumbermen’s Association furnishes the follow- 
ing supplementary analysis of domestic cargo 
business for the week ended May 18: 

















Washington British 
and Oregon Columbia 
82 Mills 20 Mills 
Orders on hand first of 
week— 
CO ee 119,498,853 1,091,397 
Atlantic Coast ...,139,779,508 15,566,440 
Miscellaneous .... 4,878,186 10,010,199 
Te bi rikecwoas 264,156,547 26,668,036 
Orders received— 
CORINA. weecccss 27,127,930 400,000 
Atlantic Coast .... 27,149,611 6,275,079 
Miscellaneous .... 896,500 2,249,000 
TOME Vis ivs wees 55,174,041 8,924,079 
Cancellations— 
Ce ~ vt cients’ SG05) | . oecnanee 
Atlantic Coast .. -638,577 50,000 
ee | PTE ee ee 14,000 
. | a ret. 733,498 64,000 
Shipments— 
Calitereie« svcseses 26,878,245 658,000 
Atlantic Coast .... 32,013,475 5,824,652 
BEISCOLANOCOUB 2.46 ccctecce 2,025,000 
Ds ve aber ces . 58,891,720 8,507,652 
Orders on hand end of 
week— 
California. 2.0.0 ks 119,653,617 833,397 
Atlantic Coast ....134,277,067 15,966,867 
Miscellaneous 5,774,686 10,220,199 
Wen 48 cK 6 oa eas 259,705,370 27,020,463 
Total domestic cargo— 
Orders on hand first of 
Rc ichraats + haere ks 44 ONS fe 290,824,583 
Orders received ........... 64,098,120 
CAMGGRIBLIORNS 4 isc civeicces 797,498 
RE RES Sea apa 67,399,372 
Unfilled end of week....... 286,725,833 


(Statistics continued on page 65) 





Froriwa has 110 planing mills reporting to 
the Federal Department of Commerce on their 
total production valuation for 1927, according 
to figures recently announced by the Govern- 
ment. The total production valuation of the 
mills reporting for the year was $1,116,412,119. 
This was a decrease as compared’ with 1925, 
when the figure was $1,261,138,020. 
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What, No Talking Points? 


On several occasions iri the past 
few years it has been remarked 
by lumbermen or those closely 
associated with the lumber in- 
dustry that lumber does not lend 
itself well to advertising, that it 
has no “talking points,” that, no 
matter how you look at it, a 
board is always a board. 


[By Emanuel Fritz, Professor of Lumbering, University of California] 


[It is no uncommon thing to hear lumbermen themselves 
make the statement that they are at a disadvantage in pro- 
moting the use of lumber because “lumber has no talking 
points.” The accompanying article by a man who has given 
this subject much thought and who has formed many con- 
tacts with both the manufacturing and distributing factors 
in the industry, thoroughly refutes this idea that lumber has 


more colorful and romantic than 
stories of the iron mines, quar- 
ries and steel mills, fascinating 
as they really are. I recall an 
interesting series of ads by, I 
believe, the Shevlin, Carpenter & 
Clarke Co., featuring in each ad- 
vertisement a different woods 
character from the bull-cook up. 


Before we inquire into the 
facts as to whether or not lum- 
ber has talking points let us ask 
ourselves “What is a_ talking 
point?” I would define a talking 
point as something that you can 
say for your product that places it in a more favorable light before 
prospective buyers. The talking point may refer directly to one or more 
properties of the product or it may be entirely removed from such 
reference, in which case it might be simply an interesting bit of his- 
torical fact, a glimpse into a factory process, or perhaps a sidelight on 
the personality of a workman. 

What “talking points” are used by others, especially those who have 
products that compete with lumber? What do they say to obtain for 
their products a favorable hearing? Here is an advertisement display- 
ing a kitchen interior of spotless white and shining like a moonbeam 
on a placid Jake; just a picture of a well-designed interior with a very 
brief text informing the reader that all the fixtures are made of enameled 
steel and therefore permanent, sanitary, easy to clean, never requiring 
paint, and the like. The appeal is largely in the picture and the brief 
story. The very same kind of picture could be used for a lumber ad, 
and the legend could tell very briefly of the warmth of a wooden 
interior, the better acoustics, the ease of making alterations, the ability 
to change color schemes at will. As to the sanitary feature, one is 
really ne better than the other if the housewife is not tidy. 

Features the Value of Pride in Handiwork 

Here’s another. The Taylor Instrument Co. features Leonardo da 
Vinci before his Mona Lisa; the principal caption reads: “Signed, L. 
da Vinci.” There is no reference here to Taylor instruments, their uses 
or properties, but instead it does feature the value of pride in one’s 
handiwork, therefore the advertisers’ pride in signing his output “Tycos.” 
Can’t the trademarking lumbermen do the same for their product? On 
another page is an advertisement of the National Association of Marble 
Dealers, the main caption is “Marble makes the difference,” and “Even 
a modest amount of marble used in the average home lends an atmos- 
phere of refinement, or good taste, a distinction . . alluring beauty, 
and marble is economical.” An appeal like this makes one really con- 
sider adding some marble. Can’t lumber use the same talking points? 
On another page the Southern California Edison Co. features a trouble- 
man with his arm through a coil of wire. The caption is “Ready— 
Waiting.” Isn’t the lumber industry ready or waiting—to serve? 

Anyone interested will find it worth while to go through any standard 
magazine and study the “talking points,” or avenues of appeal of other 
industries. The study should prove that there is a lot that can be said 
about wood too. 

What Can Be Said About Lumber? 

What can be said about lumber? Here are a few general statements 
that can be classed as talking points: 

Wood construction is based upon generations of experience and serv- 
ice; wood was the principal factor in making ours a home-owning 
nation; wood construction is as permanent as a building material needs 
to be; wood construction permits of ready alteration, inexpensive repair, 
and inexpensive change of color scheme; wood construction can be made 
fire safe; wood construction gives a “homey” feeling; wood construction 
possesses warmth; everybody can work in wood; woodworking is an 
inspiring and entertaining hobby; wood is easy to work, fit and fasten; 
being a natural product wood has a pleasing variety which makers of 
substitutes try to imitate. There is no monotony with wood. 

Remember that a talking point does not necessarily refer to a prop- 
erty, or a use, but to anything interesting or captivating that should 
develop an interest in and a high regard for wood construction or wood 
products. Therefore the following additional suggestions. 

The forest, logging camps and mills can be drawn upon for many 
interesting facts, stories or bits of information that work well into 
advertisements. The tree itself makes an interesting story that could 
be broken up into many brief points that would engage the reader’s 
attention and arouse his interest. Stories of the woods and camps are 


no talking points. 


Necessarily this article is brief, but it 
should open up a line of thought that will develop many 
other strong talking points for lumber.—En1rTor. | 


I don’t recall that the tree itself 
has ever been used in a similar 
manner. 


The structure of wood also 
offers many interesting points. 
_ The cellular make-up and its 
bearing upon strength, insulation, appearance, beauty, and the like, all 
make interesting, things to talk about in an advertisement to create 
interest. 

Wood Is King of Construction Materials 


A few days ao, I saw a card in a railroad office featuring a locomo- 
tive; the legend read: “The locomotive is still king of transportation.” 
Is not wood still king of construction materials, and isn’t this another 
suggestion for a talking point? If lumbermen don’t think so them- 
selves, why advertise and expect others to believe that wood is still a 
leader and that it has merits? 

I hold that any interesting thing that can be said about the forest, 
the mills or the wood itself without reference to specific properties 
would hold the reader’s attention and assist, if kept up of course, in 
building up a favorable opinion toward wood, even a respect, admiration 
and finally a demand for it. Our lumber advertising of the past has 
in many instances appeared to me as lacking in imagination and as being 
inferior to that of the cement, brick, steel, stucco and wall board pro- 
ducers. Too often the inferiority complex of the lumber industry creeps 
into its advertising and sometimes its advertisements read like the 
apologetic lament of the bleacherite who is offering alibis for his losing 
home team. 

Look to the ice industry for example. Was there ever a product 
apparently more simple, less romantic, less interesting, less equipped 
with talking points than ice? Has the iceman permitted an inferiority 
complex to develop and to stampede him into the fear that leads to 
resignation and acceptance of the apparently inevitable death of his 
business? Not at all. Instead, he sprouted an enthusiasm for his 
product, he painted up his wagons and his offices, got rid of the square- 
jawed delivery man who, in the comic papers, carries the dwindling, 
dripping cake of ice over the kitchen floor and flirts with the cook. 
He discovered talking points for ice, lots of them, and spread them 
before the public in such an appealing and yet dignified manner that 
he has captivated the interest of many a housewife, who now thinks 
twice before she succumbs to the alluring talking points of the now 
numerous, well-financed and well-organized producers of mechanical 
refrigerators who urge her to scrap the old ice box. 

It is not at all necessary, in the case of wood, to harp on economy, 
insulating values, availability, ease of working and such time-worn talk- 
ing points. Advertising, if I understand it correctly, should aim to keep 
a name or a product constantly before the public, presenting it in a 
dignified, interesting and truthful form; in short, in such a way that the 
reader will be pleasantly, constructively, and lastingly impressed. 

Just as a final word, and this I believe is extremely important— 
talking points, no matter how allurinely presented, mean nothing if 
the reader’s friendship for wood is broken the first time he decides on 
wood in favor of a substitute. If the product continues to be manu- 
factured, sold and reworked in the present helter-skelter manner and 
the industry follows a caveat emptor course, no talking points will help 
it. Wood is already in bad repute because of this attitude. It can be 
saved only if the industry itself decides it to be worth saving, and by 
delivering a high class product honestly merchandised and persistently 
and truthfully advertised. 





> 

At tHe Deshler-Wallick Hotel in Columbus. Ohio, on June 14 
will be held a general conference for the establishment of commercial 
standards for hickory golf shafts. Specifications have heen prepared 
for submission to the conference looking to the standardization of 
manufacture and of material. The conference also will discuss the 
promotion of exnort trade and the advisability of translating the 
commercial standards adopted into foreign languages. The National 
Lumber Manufacturers’ Association and the Hickory Golf Shaft 
Manufacturers’ Association are co-operating with the Department 
of Commerce in developing satisfactory standards. 
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Build New Wood Treating Plant 


Boston, Mass., June 3.—Indicative of the 
growing interest and more general use of wood 
chemically treated to protect it against decay 
and insect attack is the announcement that 
one of the largest wood preserving companies 
in the country, the New England Wood Pre- 
serving Co., of Boston, is building a new plant 
in which is being installed the most modern 
equipment known to the wood preserving in- 
dustry, where all types of forest products will 
be treated, the ZMA process being used. This 
is one of a chain of plants being built through- 
out the United States to provide architects 
and engineers with treated wood in which an 
odorless and colorlesss preservative has been 
used and which can be readily painted. It has 
been shown that wood treated with ZMA will 
be proof against all forms of fungi and insect 
attack. This makes available for architects 
and engineers ample supplies of wood as a 


building material that can be used with the 
assurance that it will be a permanent invest- 
ment and not subject to decay. The ZMA 
process, the trade name for zinc meta arsenite, 
is controlled by the Curtin-Howe Corporation 
of New York City. 


Using More British Columbia Wood 


[Special telegram to AMERICAN LUMBERMAN] 

Wasuincton, D. C., June 5.—Exports of 
wood from British Columbia to the United 
States in May showed appreciable increases in 
all items as compared with the same month 
last year, according to a cablegram from E. L. 
Harris, consul general, Vancouver. 

Lumber exports aggregated 64,760,000 feet, 
against 48,730,000 feet in May, 1928. Log ex- 
ports increased to 14,500,000 feet from 12,870,- 
000 feet; shingles to 199,832,000 from 165,528,- 
000, and poles to $2,731,000 linear feet from 
1,516,000 linear -feet. 


Illinois Retail Yards Merge 


NorMaAL, ILL., June 4.—John Alexander, pres- 
ident of the Alexander Lumber Co., which 
operates a line of yards in Illinois, with head- 
quarters in Aurora, has announced that the 
W. D. Alexander & Co. retail lumber and coal 
yards of this city, have been merged with the 
Alexander Lumber Co. and will be operated 
in future under the latter name. W. D. Alex- 
ander is retiring, but there will be no other 
change in the active personnel of the organi- 
zation. R. G. Miller will continue as resident 


manager. In his announcement, President John | 


Alexander says: 


We wish to assure the many friends and 
customers of W. D. Alexander & Co. that the 
same policy of courteous treatment, super- 
service and quality merchandise in all de- 
partments will be continued. We earnestly 
solicit and hone to enjoy a continuance of 
your patronage, with full aSsurance that you 
will be well treated. 


New Improved Sawmill Machinery and Its Rela- 
tion to the Present Lumber Trade 


The constant improvement in sawmill ma- 
chinery, not only in new devices, but in re- 
finement of standard machines, is the direct 
result of a remarkable change in the buying 
practice of lumber users. Mis-manufactured 
lumber, though perfectly seasoned and sound, 
is not acceptable, even at cut prices. Archi- 
tects and builders are demanding lumber that 
is true to grade and perfectly manufactured. 
Lumber seems to be coming into its own as 
merchandise of the highest order. The suc- 
cess of such marketing innovations as the 
Weyerhaeuser 4-square plan, that advertises 
“Merchandise—Not Just Lumber” is evidence 
that purchasers are anxious to buy lumber 
that is .manufactured to exacting limits of 
accuracy. 


To succeed in this new market, the lumber- 
men must have sawmill machinery that is cap- 
able of manufacturing accurate lumber in large 
quantities. An honest inspection of many saw- 
mills will reveal some principal machine badly 
out of repair, or equipment, though well pre- 
served, incapabie of economical production, 
when compared with modern machinery. 
Operators, both large and small, who are first 
to accept new and improved devices, are the 
most successful, generally. Such revolutionary 
devices as Prescott electric dogs and tapering 
devices, at first considered by many as ex- 
pensive novelties, have more than paid for 
themselves in the added production possible 
with a smaller crew. Installations have been 
made in every lumber district that are operat- 
ing to the complete satisfaction of all con- 
cerned. 


Nothing Is Permanent Except Change 


The greatest improvement in sawmill ma- 
chinery as a whole is not, however, embodied 
in the new devices alone, but rather in the 
Steady refinement of existing machines, until 
they barely resemble the older units. The 
Prescott Company has a long record of prog- 
ress, evidenced by the list of patents that have 
been granted for improvements covering almost 
every machine in the sawmill. It is common 
knowledge that the bandmill was successful 
only after the Prescott patent provided a 
straining device that enabled it to manufacture 
accurate lumber in acceptable quantities. The 
steam feed, another essential improvement, 
originated at the Prescott works, and its ready 
acceptance is a matter of history. It is not 
so long ago that the output of all sawmills 
was limited by the hand setworks. This was 
altered by the invention of the Prescott steam 
set, of which more than one thousand are still 


in operation. All of these devices were con- . 


[By Loren L. Prescott] 


sidered revolutionary when brought out, but 
the progressive operators bought them and 
learned that they were very much better than 
existing equipment. 

The old saying that nothing is permanent 
except change is true of sawmill machinery, 
but the changes can be traced to the lumber 
market and to those operators who are con- 
stantly demanding new improvements that will 
enable them to get larger and more accurate 
production at lower cost. The operators who 
have accepted the new devices after their per- 
fection by the sawmill machinery manufacturer 
have enjoyed a long record of profitable busi- 


ness, where others who refuse to consider. 


improvements have failed. 


Another remarkable change in lumbering is 
the widespread utilization of waste, and here 
again the operators, through their various 
associations, have pioneered the way. The ref- 
use burner is now practically a thing of the 
past, a symbol of waste that has been turned 
to profit. It is not so long ago that E. H. 
Percy, chief engineer of the Union Lumber 
Co., Fort Bragg, Calif., won first prize in the 
waste prevention contest held by the National 
Lumber Manufacturers’ Association for his 
invention of the electric dog. This device has 
since been perfected by The Prescott Company, 
which owns Mr. Percy’s original patents, to- 
gether with other patents issued to it for 
subsequent improvements in the original de- 
sign. The year after Mr. Percy’s award, first 
prize was won by William J. McHale, super- 
intendent of the Menominee Bay Shore Lum- 
ber Co. at Soperton, Wis., with the McHale 
multiple guide dimension mill. This machine 
was designed from Mr. McHale’s original idea 
and built at the Prescott Menominee plant. 
The above instances prove that the lumbermen, 
the progressive ones, are first to see opportu- 
nity for improvement. 


In connnection with waste prevention and 
the products possible from slabs and edgings, 
it is well to point out that machines for these 
purposes have been steadily improved until it 
is more profitable to discard obsolete machines, 
even if well preserved, for the newer -equip- 
ment that lowers the cost of manufacture. 
Lath machines and lath bolters, lath trimmers 
etc., have shared in the refinement of sawmill 
machinery in general, and present models are 
marvels of utility. The Prescott 5-foot hori- 
zontal is another result of this waste preven- 
tion. Many of these machines are in operation, 
resawing short slabs and edgings and produc- 


ing material that finds a ready and profitable 
market. This 5-foot machine was brought out 
to provide a small resaw of heavy sawmill 
design that would stand hard work without 
need of constant repair. 


Improvements in Mill Machinery 


The improvement in Prescott machinery is 
readily discernible from the new Prescott 
bandmill, vertical and horizontal resaws, elec- 
tric dogs and tapering devices, mechanical lift 
trimmers with chain driven ladders, and greatly 
improved edgers. Such refinements as roller 
bearings throughout, cut tooth gearing and 
sprockets, alloy steel shafts, and nickel iron 
bandmill and resaw wheels, contribute to the 
absolute and lasting accuracy of lumber manu- 
facture. The new Prescott power setworks, 
with built-in shaftless motor that adds less 
weight and takes. up less room than any other 
power setworks, is another example of pre- 
cision in sawmill machinery manufacture. This 
machine has roller bearings in the entire driving 
mechanism, .and is self contained, all party 
being housed in a one-piece base and column. 

The Prescott mechanical lift trimmer is an- 
other great improvement and here again is 
reflected the campaign for waste prevention in 
the many trimmers of this type that have been 
built by The Prescott Company, with one-foot 
saw spacing. Keyboard, finger tip control of 
every trimmer operation is possible, yet the 
device is extremely simple, employing no fluid 
pressure of any kind, but only simple me- 
chanical principles. Climatic conditions have 
no effect on this trimmer. The saws work on 
time, all of the time, and installations in every 
lumber district have produced results thought 
impossible only a few years ago. The most 
recent improvement in this machine has been 
the use of chain driven ladders. Positive power 
for every position of the saw, and elimination 
of belt expense are the arguments for this 
type of drive. 

In July, 1927, The Prescott Company ac- 
quired a Pacific coast plant at Seattle, Wash., 
in an effort to be in better position to serve 
the lumbering industry of the West. This 
plant is fully equipped in every respect for 
the manufacture of the complete Prescott line. 
A complete stock of repair parts for every 
Prescott machine is always carried at both 
the Menominee and Seattle plants, as well as 
shafting, boxes, set collars etc., for the rapid 
service to customers, regardless of location. 

Bulletins that fully illustrate and describe 
every Prescott machine can be had on applica- 
tion to either the Menominee, Mich., or Seattle, 
Wash., plants. 
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HIGH QUALITY 


FIR FINISH MILL 


Wants equally high grade 
sales connectionsin Pro- 
tected Territories! 





Our comparatively new, and thoroughly 
modern, large capacity plant has an ade- 
quate, long time supply of proper raw 
material. 





We kiln dry all our lumber and manu- 
facture perfectly machined old growth 
fir finish, mouldings and gutter, as well 
as ceiling, flooring, and special orders. 





We can ship plywood or shingles or other 
items to help fill out cars when necessary. 





We have much to offer you, and we will 
expect much from you. 





Write us now, saying what territory you 
really cover, and the potential business 
you have. 


Address— 
WEST COAST FIR FINISH MILL 


Box “E. 160,” American Lumberman 








Know Your Costs 






PORTLAND 


Lumber 
Meter eiegy tip 


You'll be Teptes to see how a Portland Meter will reveal 
unsuspected | and increase your profits. You can’t aff rd 
to run a machine without a Portland Meter. There's a size 
and type of meter for every tallying requirement in your plant. 


Write for illustrated circular and further information. 
ADDE & COMPANY 
@s Kennebec Street, Portiand, Maine 





—&®, 








Fix Your Credit oy, | 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it, 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 


The American Credit-Indemnity Co. 


OF NEW YORK 


511 Locust St. 220So.State St. 537 Mer. Exch. 
Kt St. Louis, Me. Chicago, Ill. a ee. 
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Hardwood Movement Fair| V 


Trade Volume Smaller But Steady 


CINCINNATI, Onto., June 3.—Demand for 
hardwood lumber last week covered almost 
every item on the list, but total bookings, were 
not large, though there was a good inquiry. 
Most sales were of mixed carlots. Flooring 
orders are not as large as they were expected 
to be, unfavorable weather being blamed. 


, Bookings from the eastern and central States 


are less than last year at this time, but prices 
of oak and maple flooring are a trifle higher 
than last year’s and are stable. Sales of au- 
tomobile lumber are on the decline, but still 
fairly large. Eastern wholesalers are taking 
fair sized lots of oak and poplar, and the fur- 
niture trade is in the market. Chicago district 
industrials are consuming more oak than usual. 
Box factories are taking small lots of low 
grade poplar and basswood, and a fair vol- 
ume of sound wormy oak and chestnut is be- 
ing booked for the furniture and panel in- 
dustries. Export business is better than for 
several weeks, and inquiry is encouraging. 

Inquiry for Pacific coast woods is improv- 
ing, although most orders are for mixed. car- 
lots. Pine and cypress are spotty. Building 
is still held back by high money and bad 
weather. 


Trade Fair and Prices Firm 


Boston, Mass., June 4.—The hardwood sit- 
uation is encouraging. Some consumers are 
not buying. quite so freely as they might, but 
others are generous with their orders. The 
furniture people are not placing so many or 
so large orders as sometimes in the past. Ex- 
tensive purchases continue to be made by the 
radio cabinet makers. The automobile industry 
is taking a great deal of hardwood. Prices 
for everything on the hardwood list keep firm, 
and the tendency is upward in almost all lines. 

The hardwood flooring market, although very 
firm, is very quiet. Retailers and flooring 
manufacturers vary widely in their views of 
value. First grade plain white oak flooring is 
$89.50@90; second grade is $80@81.50, and 
third grade is $70@70.50. Maple flooring is 
quiet at $98.50 for first grade. First grade 
birch flooring is quoted $83.50. 


Movement Fair; Prices Firm 


Louisvit_E, Ky., June 3.—Movement of 
hardwoods continues very fair. Automotive 
woods, which have been dull, have been mov- 
ing a trifle better. The furniture trade is 
also buying somewhat better. Movement to 
the radio and cabinet industries has been ac- 
tive, and sales include lumber, veneer and ply- 
woods. Poplar, plain and quartered oak, 
sound wormy oak, walnut, beech, plain red 
and sap gum, maple, magnolia, elm, cotton- 
wood, butternut, cypress and a little ash are 
being sold. Prices as a whole are about as 
they have been. Louisville prices on inch 
stocks : 

Poplar, FAS, southern, $85 5 Appalachian, 
$95; saps and selects, $65@70; No. 1 common, 
$48@55; No. 2-A, $36@40; No. 2-B, $26@27. 
Walnut, FAS, $240@$250 ; selects, $165@170; 
No. 1 common, $95@100; No. 2, $40. Plain 
sap gum, FAS, $60; common, $44; quartered 
sap, FAS, $61@62; quartered common, $46@ 
47. Plain red gum, $98 for FAS, and $50 for 
common; quartered red, $100 and $52. Cotton- 
wood, $53, $37, $33. Ash, $75, $50 and $30. 
Southern red oak, $68, $52 and $42; white, 
on $54 and $44. Appalachian plain red oak, 

5 and $55; plain white, $96 and $58; quar- 
tered white, $135 and $75; quartered red, $110 
and $60. Soft maple, No. 2 C and better, 8/4, 
$60 to $62. Magnolia, 8/4, $60. Elm, 8/4, $52: 
6/4, $50. Sound wormy oak C and better, 4/4, 


_ duction. 


$39. Hard maple, 8/4, $88 for FAS; $68 for 
No. 1 common and select; 6/4, FAS, $85; 
common, $65. 

A. B. Babcock, of the Babcock Lumber Co., 
of Pittsburgh, Pa., and Mr. Ingram, his assist- 
ant, were in Louisville last week. 

D. W. Lewis, of the D. W.. Lewis Lumber 
Co., back from a trip into hardwood consum- 
ing centers of Indiana, Ohio, Michigan and 
part of Canada, reported that he found con- 
sumers- optimistic and that sales resistance has 
eased a. trifle. 


Sales Good; Log Supply Larger 


Macon, Ga., June 3.—The remarkably good 
volume of business during May gives promise 
of continuing, according to hardwood manu- 
facturers. Trading has been active in all 
woods, with the gums continuing the favorites. 
Prices are little changed. Weather has been 
generally satisfactory, and an- increasing supply 
of logs has been arriving at the mills. Export 
business is expected to pick up by the middle 
or latter part of this month. All hardwood 
manufacturers say that conditions are generally 
satisfactory. 


Business of Fair Volume 


PitrspurcH, Pa., June 4.—Volume of busi- 
ness in hardwoods, both Appalachian and 
southern, is fair, and it is believed that con- 
sumption is equal to, if not greater than, pro- 
Sound wormy oak in all thicknesses 
has been, like maple, in strong demand. Deal- 
ers who specialize in the West Virginia woods 
report that all grades of poplar continue in 
fair demand. There is a slight demand from 
the furniture industry for sound wormy 
chestnut, but for higher grades there is no 
demand. The steel mills are buying more than 
they have for several years, mostly industrial 
oak and mixed hardwoods. 


Lake Navigation Opens 

BurFra.o, N. Y., June 3—The lumber navi- 
gation season at the Tonawandas opened last 
week with the arrival of the first lake cargo, 
and also one by canal. The steamer Griffin, 
owned by the R. T. Jones: Lumber Co., ar- 
rived at its yard with 1,500,000 feet of white 
pine and hemlock. The cargo was quickly un- 
loaded and the boat sailed promptly for an- 
other cargo. On the same date 250,000 feet 
of Pacific coast hemlock arrived by barge 
canal for the Knoell Manufacturing Co., the 
shipper being the Ralph C. Angell Lumber Co., 
of Buffalo. A second consignment of hemlock 
from the Coast will soon arrive for the Ray 
H. Bennett Lumber Co 

A delegation of members of the Buffalo 
Hoo-Hoo Club will leave here on June 7 at 
4 p. m. to attend a concatenation at Youngs- 
town, Ohio. Arrangements are in charge of 
Oliver J. Veling. Dinner will be served at the 
Riverside Inn, Cambridge Springs, Pa., and 
the party will spend the night there. After 
breakfast and a round of golf it will proceed 
ir Youngstown, arriving about 12:30 p. m. 

A. J. Brady, jr., will act as junior Hoo-Hoo 
at the concatenation. 

The Buffalo Lumber Exchange will hold its 
first annual outing of the season on June 25 
at the Automobile Club. William P. Betts is 
chairman of the outing committee. 

The campaign of the Home Modernizing 
Bureau of the Niagara Area opened on June 1 
with an 8-page magazine supplement to the 
Buffalo Evemng News, in which advertise- 
ments and reading matter called attention to 
the desirability of home improvement. 

The Charles Johnson Lumber Co. has been 
incorporated at Rochester, N. Y., to carry on 
a wholesale business with capital of $50,000. 


For Current Market Prices on Hardwoods See Pages 78 and 79 
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With Prices Holding Firs 


Charles Johnson, an old established dealer, is 
head of the company, and with him is asso- 
ciated his son, Charles F., who has been a 
salesman for the Trotter-Kelleran Lumber Co., 
Buffalo. 

The real estate and other assets of William 
Rein (Inc.), for some time conducting a lum- 
ber business at 95 Rapin Street, were sold on 
May 29 to the C. F. Sullivan Co. for $15,000. 
The property had been appraised at $45,000. 

John A. Klinger, of the Kreetan Co., North 
Tonawanda, has been at the Michigan mills 
for the last ten days to supervise shipments 
of stock to the company’s yard. 

Announcement has been made that J. R. La 
Fontaine, 424 Kinsey Avenue, Kenmore, N. Y., 
has resigned as sales manager of G. Elias & 
Bro. (Inc.), of Buffalo, and has formed a new 
connection as district manager for the Adams- 
Kennedy Lumber Co., of Chicago. 


Arkansas Logging Curtailed 


WarrEN, ARK., June 3.—May shipments 
from the larger hardwood mills in this district 
exceeded production by a good margin, as did 
orders though they were not quite equal to 
shipments. The larger mills have enough busi- 
ness booked to continue operating near normal 
capacity for several weeks. Logging opera- 
tions are so badly handicapped in the river 
bottom lands throughout southern and eastern 
Arkansas that it will be several weeks before 
logging can reach normal. Hardwood flooring 
continues to move in satisfactory volume. Sec- 
ond, third and fourth grades of plain red oak 
48x2%-inch flooring continue oversold, also in 
¥%x2-inch, second plain red and white, and 
fourth grade, are not available except for de- 
ferred shipment. The mills are staying away 
from orders for 3%x1%4-inch first plain white 
and red, and second grade red, except for July 
shipment. Prices hold firm, with 1%x2™%4-inch 
first plain white going at $83.50 mill; same 
grade in red, $81.50; second grade white, 
$77.50; red, $73.50, 18x114-inch first plain white 
and red, $70; second grade white, $63; first 
grade quartered white, $124, and first grade 
quartered red, $85.50. First and second grades 
of white and red oak, 4/4x6- to 12-inch, in 
kiln dried stock, are very scarce; also 5/4 and 
thicker in the same grade appears hard to find. 





Demand Slackens; Most Prices Firm 


MemPHis, TENN., June 4.—There has been 
a slackening in demand for southern hard- 
woods, but prices have not been affected 
greatly, though some items have declined. 
Stocks are still low, and production is consid- 
erably curtailed, owing to heavy rains and high 
water for many weeks, and it will be well into 
the fall before production can get back toward 
normal again. The body plants are buying, 
but not in large quantities. There is also a 
fair demand from furniture manufacturers, 
particularly those in Virginia. The box and 
crate manufacturers are taking considerable 
amounts of low grade hardwoods. The sash 
and door manufacturers are also buying. Ex- 
port demand continues good, and shipments 
are heavy. Exporters have orders on their 
books that will carry them well into the fall, 
and new business is being received daily. 

Douglas F. Heuer, in charge of export sales 
for Gayoso Lumber Co., will sail on Friday 
from Montreal for Europe on a business trip. 

W. N. Willis, vice president Chess & Wy- 
mond, Louisville, and Mrs. Willis have been 
spending a few days in Memphis. They at- 
tended the dinner-dance of the Lumbermen’s 
Club of Memphis at the Silver Slipper on 
Monday night. Mr. Willis was one of the en- 
tertainers, doing his now famous doll dance, 
and -alse directing the orchestra. More than 
250 members of the club attended the party, 














which was arranged by T. E. Sledge, chair- 
man entertainment committee. 

W. G. Whitman, sales manager E. L. Bruce 
& Co., on June 1 will become associated with 
Larry Green, of Detroit, Mich. They will open 
an office at 5050 Joy Street, Detroit, and handle 
all -hardwoods, as commission agents and 
wholesalers. 


Appalachian Demand Maintained 


Evxkins, W. Va., June 3—Demand for West 
Virginia hardwoods continues about the same 
as during the greater part of May. The diffi- 
culty of logging in some southern States has 
evidently opened additional outlets for Appala- 
chian woods. For maple, there is not, however, 
quite as heavy a demand as there was. Poplar, 
basswood and beech are in fairly strong de- 
mand, and there is not much change in prices. 

Mills operating in the Webster County field, 
which is undergoing development, are increas- 
ing their output. The Pardee-Curtin Lumber 
Co. and the Hardman Lumber Co., both oper- 
ating in the Bergoo section, are shipping a 
good deal, the Hardman company producing 
about 500,000 feet a month. 


Adds Maple Flooring Department 


Newark, N. J., June 3—The Orda Borda 
Corporation, of this city, of which Robert E. 
Crotty is president and manager, recently has 
added a maple flooring department to supple- 
ment its other lines. This corporation was the 
originator of the idea of packing inlays for 
hardwood floors in strong, dustproof, easy-to- 
handle, corrugated paper cartons, and its prod- 
uct, Walnut-Borda, is well known throughout 
the lumber trade. The Orda Borda Corpora- 
tion is exclusive sales representative in metro- 
politan New York, Long Island, Westchester 
County and all of New Jersey and Connecticut, 
of the Memphis Hardwood Flooring Co. Just 
recently it has secured the exclusive agency 
in metropolitan New York and New Jersey 
for the Holt Hardwood Co., of Oconto, Wis., 
maker of the popular Holt brand maple floor- 


ing. 
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Finds Wood Best for Cafeterias 


St. Lous, Mo., June 5.—“Wood tables and 
chairs are much more desirable than metal or 
other materials, as the wood is not only rich 
in looks, but warm, soft, and beautiful,” ac- 
cording to C. M. Hayman, president of the 
Forum Cafeterias of America (Inc.), to Les- 
ter W. Lease, secretary of the St. Louis Hoo- 
Hoo Club. The Forum recently opened its 
first unit in St. Louis. 


We have changed our vitrolite top tables 
in one of our Kansas City units to wood top 
tables in the last year and find them much 
more satisfactory, the letter continues. 

It is true that it is necessary in our busi- 
ness, where we are using the wood top tables 
without any covering, to refinish the tops 
occasionally, but this is more than offset by 
the assurance of satisfied customers. We 
shall continue to use not only the wood tables, 
chairs ete., but have found the wood panels 
that we have in some of our dining rooms to 
be very effective. 


Hymeneal 


HURLEY-DEMAREST. The betrothal of 
Miss Helen Demarest, daughter of Mr. and 
Mrs. E. W. Demarest, of Tacoma, Wash., and 
Charles B. Hurley, Jr., also of Tacoma, was 
announced May 26 by the parents of the 
bride-to-be. Miss Demarest is a student at 
the University of Washington, a graduate 
of the Annie Wright seminary at Tacoma 
and one of the most popular girls in the 
junior social set. Her father is president of 
the Pacific National Lumber Co. and a for- 
mer president of the Tacoma Lumbermen’s 
Club. Mr. Hurley is the son of Charles B. 
Hurley, prominent Tacoma contractor, and 
a student at Yale university. The wedding 
will take place June 29 


FIRES! 


Fires take a huge toll annually from 
lumber yards ... and dry, flimsy 
weeds cause fires!! Are your prem- 
ises free from WEEDS? Here is an 
easy way to destroy them. Simply di- 
lute 1 gallon of Wilson’s WEED 
KILLER to 40 gallons of water and 
just sprinkle around your roadways, lum- 
ber piles and buildings... at the mills or 
in your yards. One good application a 
year is sufficient! Apply NOW ... be- 
fore the dry season! Send in a trial order 
to-day ... freight allowed east of the Miss- 
issippi River, on 5 gallons or over. Wil- 
son’s WEED KILLER is clean, odorless, 


easy to apply and above all CHEAP! 1 
gallon $2.00 (makes 40 gallons), 5 gallons $8.00 
(makes 200 gallons ), 10 gallons $15.00 ( makes 
400 gallons), 25 gallons $30.00 ( makes 1,000 gal- 
lons ), 50 gallons $50.00 ( mikes 2,000 gallons ). 


Booklet mailed on request. 
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SPRINGFIELD, NEW JERSEY 














Tyeos 


Direct Set Record- 
ing Regulator 


Temperature and humidity affect your 
profits. Kilns cannot give good results 
unless these two factors in their opera- 
tion are properly controlled. 

The temperature, humidity and _circula- 
tion of the air dries the wood. Whether 
your kilns are old or modern you cannot 
expect best results until suitable equip- 
ment is used to control these two im- 
portant factors—humidity and tempera- 
ture. 

Make your kilns a better investment. 
Other mills are receiving dividends from 
their Tycos Direct-Set Recording Regu- 
lators, Let us show you how we can 
help you. 


Taylor Instrument Companies 
ROCHESTER, N. Y., U.S. A. 

MANUFACTURING DISTRIBUTORS 
IN GREAT BRITAIN 

SHORT & MASON, LTD., LONDON 


CANADIAN PLANT 
TYCOS BUILDING 
TORONTO 
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— Pacific 


DOUGLAS FIR Hemlock 


ae 


Douglas Fir 
Exploitation 
& Export Co. 





EXPORT SHIPPERS— | 
CARGO and PARCEL 
SHIPMENTS TO ALL 
FOREIGN MARKETS 

















1125 Henry Building, 
SEATTLE, WASH. 


BRANCHES: 
SAN FRANCISCO, CALIF, 
PORTLAND, ORE. 
CABLE ADDRESS, all offices, FIREXCO 


Cc. L. F. OFFERS 
on Request 
























Maple, Birch, Beech — 


FLOORING 


Made from Michigan’s Finest Stumpage 


We also manufacture Maple, Beech, 
Birch, Elm. and Hemlock lumber. 


aa on — 


Plant: Perkins Building, - 
Newberry, Mich, Grand Rapids, Mich. 







































Tote-Road 
and Trail 


Superbly illustrat- 
ed in colors by 
Oliver Kemp, and 
filled from cover 
to cover with 
songs of the saw 
and ax. 


$1.50 postpaid. 
AMERICAN LUMBERMAN, Publisher 


431 South Dearborn Street, CHICAGO 
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Lumber Concentrating Its Forces 
(Concluded from page 49) 


Not only is the present prosperity of the 
wood industrial group involved in the outcome 
of the group contest between lumber and its 
adversaries, but the future of the forests is 
inextricably involved. In the long run the 
United States is going to have more forests 
or less forests, so far as forest land is in pri- 
vate possession, according to whether wood 
is used more or less. If it is good for the na- 
tion to have forests on about one-quarter of its 
area, the wood industries will be performing 
a general esthetic and social service by wag- 
ing a vigorous war for the restoration of their 
products to their former favor. The more 
wood is used the greater will be the forests 
of the future. It is further pointed out that 
the success of a campaign that will have such 
ultimate results is most desirable from the 
standpoint of the practical side of national wel- 
fare, because the more wood is used as a raw 
material of industry and as a material of con- 
struction, the less will be the draft on those 
indispensable mineral raw materials, which are 
not replaceable. Wood, being perpetually re- 
placeable by natural processes, can thus be 
used as the great conserver of other materials. 


To Confer on Standard Citrus Box 


Wasurincton, D. C., June 4.—Paul L. Grady, 
manager of the Wooden Box Bureau, has ad- 
vised W. F. Shaw, manager of the trade ex- 
tension department of the National Lumber 
Manufacturers’ Association, that he expects 
to attend a meeting June 10 at Harlingen, Tex., 
which has for its purpose the standardization 
of a citrus box for shipments of southwest- 
ern citrus growers. Harlingen is in the lower 
Rio Grande Valley. 


The meeting is described as extremely im- 
portant, as both the Florida type (veneer) and 
the California type (sawed lumber) have been 
used. The box people feel that the adoption 
of the California box by the railroads of 
that section ts absolutely necessary if the Texas 
markets, which are expected to grow tremend- 
ously in view of the rapid development of the 


Rio Grande Valley, are to be retained. 

At Harlingen the mérits of both containers 
will be threshed out in detail. The splendid 
results which have followed recent test ship- 
ments of light wooden shipping cases are ex- 
pected to have an important influence on the 
ultimate decision. 


To Tell Facts About Trees 


Wasuincton, D. C., June 3.—Fact stories 
about American trees, told in pictures and 
text, will be featured in newspapers for at 
least one year beginning in September. Fifty- 
two commercial trees have been chosen to be 
featured in the Brooks syndicate service—one 
tree a week for a year. 

The Brooks syndicate, located here, is now 
featuring “American History by Motor,” ap- 
pearing on automobile pages in many news- 
papers. James W. Brooks, head of the syndi- 
cate, is now planning a series on the “Ameri- 
can Tree and Its Uses.” This will follow the 
one on motor trails, 

Calvin A. Fader, artist for the Educational 
Features syndicate, whose illustrations of his- 
toric places to be reached by highways have 
attracted much favorable attention, will make 
sketches for the new series. 

Here is the way the strip will line up. In 
the hickory tree strip Panel No. 1 will hold a 
drawing of the tree in the upper half; in the 
lower half a map of the United States, a shaded 
area showing where hickory trees are to be 
found. Panel No. 2, drawings of hickory 
leaves, buds, nuts, blossoms and bark. A study 
of these pictures will enable one to identify 
a hickory tree in the forest. Panel No. 3 will 
show some of the principal products of hickory 
wood—ax handles, golf clubs, wheel spokes 
etc. In Panel No. 4 the pictures and text will 
tell the annual cut of hickory; its value and 
the like. In Panel No. 5 will be pictured some- 
thing that will forcibly center the mind of the 
reader on the subject. 

The Forest Service will co-operate by fur- 
nishing pictures of trees, their leaves, bark 
etc., together with information concerning 
growing trees. Technical men of the National 
Lumber Manufacturers’ Association are com- 
piling facts concerning lumber and the many 
objects manufactured from it. 


Plywood Makers Formulate Rules 


More than 100 plywood manufacturing plants 
were represented at the trade practice confer- 
ence held at the Hotel Sherman in Chicago on 
May 28 and 29. The meeting on Wednesday 
had been called by Commissioner C. H. March 
of the Federal Trade Commission, and Tues- 
day’s meeting of the manufacturers and dis- 
tributers was for the purpose of acquainting 
them with the questions to be discussed on the 
following day. Methods of enforcing the rules 
of ethics, once they should be adopted, were 
also discussed, as was the tariff situation. 

Only three of the rules were materially 
changed. These dealt with guaranty against 
advance or decline, price cutting, and adjust- 
ment of claims. Only slicht grammatical 
changes were made in any of the other rules. 
The complete set, as decided at the conference, 
will be submitted to the trade commission. 
After that body has passed upon them, it will 
announce its conclusions in a letter to every 
manufacturer and jobber, each of whom will 
be asked to return his acceptance. As soon 
as a sufficient number of ac.eptances have been 
filed, the rules will be held by the commission 
as definite rules of practice to govern the ply- 
wood industry. 

At the conclusion of Wednesday’s conference 
Commissioner March, who presided, commented 
upon the spirit of unanimity which had been 
manifest during the session, and told of the 


* commission’s plans for handling the rules. 


A. O. Binford, of New Albany, Ind., presi- 


dent of the Plywood Manufacturers’ Associ- 
ation, was chosen as chairman of the meeting 
on Tuesday, and M. Wulpi, commissioner of 
the association, was chosen secretary of both 
sessions. There was considerable discussion as 
to the best methods of enforcing the rules. It 
was finally decided that all complaints of vio- 
lations should be cleared through the associ- 
ation commissioner. 

Much dissatisfaction with the import tariff 
rate in the new tariff bill recently passed by 
the House was expressed. A brief had been 
filed with the House ways and means commit- 
tee, seeking a specific rate of 5 cents a pound, 
plus an ad valorem duty of 25 percent. What 
the bill as passed contained, however, was pro- 
vision to increase the ad valorem tariff from 
33% percent to 40 percent. It was the con- 
sensus that this is so insignificant as to mean 
practically nothing. It is now planned to carry 
the campaign into the finance committee of 
the Senate. To date, it was announced, $9,- 
702.68 has been contributed by eighty-six plants 
to the tariff fund. More funds are necessary 
to carry the effort to a successful conclusion, 
it was pointed out, and those who had not con- 
tributed were urged to do so. 


Changes in Some Rules 
In the trade practice conference, Rule 11 as 


offered was changed to read as follows: 


The sale or offering for sale of any pro- 
duct of the plywood industry, under any 
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[NO. 3 OF A SERIES] ; 
In “The Wood Carver of “Lympus,” by Waller, one of the characters says: 


“How often have I cut and trimmed of the live wood through the axe- 
my six trees a day. _Oh! the swing of helve; to see the slow ooze of the Sap 


the arms; the deep haah—haah—that 


in the clean angled gash; to smell the 
fresh breath of the leaping chips; to 


sound forced from inflated lungs by feel the coursing of the blood to the 
Oh! to feel roots of the hair, and the warm mois- 
the thrill of the springing resistance ture on the nape of the neck.” 


the downward stroke. 


Imbued with such feeling, thousands of men early each spring find their 


way into our forests. 


The inviting openness of the Sierra woods is one of their most distinguishing 
characteristics, the trees standing more or less apart or in small irregular 
groups, the ground presenting a smooth, park-like surface strewn with brown 
needles and cones, with here and there a wild garden skirting a meadow, and a 
ferny, willowy stream purling its way to lower elevations. 

In locating our camps, we fit them into the forest about them without in 


any way mar- 
ring the nat- 
uralness of the 
scene, which 
adds greatly to 
their attrac- 
“Oh! to feel the thrill of the tiveness and 
springing resistance of the the cleanliness 
live wood through the axe- of their appear: 
helve.” ance. 
; For its “civic 
center,” each 
camp has a large dining room, seating 150 men, 
with kitchen and necessary supply rooms; a 
commissary, timekeeper’s office; barber shop; 
and bath houses. 

Nearby are the quarters for the single men, 
and somewhat more removed, the family houses. 

The unpainted buildings, with their shake 
roofs, are greatly dwarfed by the stately pines. 
and blend so naturally into the scenery as to be 
almost indistinguishable. 

Woodsmen the world over are a hardy lot, 
and we have found good food well prepared a 
prime essential with them. Moreover, a well 
stocked commissary is a necessary provision. 

In his movement Westward, the Anglo- 
Saxon has found the “End of the Trail” in the 
Logging Camps of the Pacific Coast, and, in 
them. the rough and ready spirit of the Pioneer 
still finds expression. 

We are proud of our record in retaining 
season after season hundreds of these hearty, 
whole-souled, splendid workmen; for, independ- 
ent though they are, we know that we have 
their capability to thank for the high standards 
we have always maintained. 


“The inviting openness of the Sierra woods is one of their 


most distinguishing characteristics.” 


MADERA SUGAR PINE CO., Madera, Calif. 


Because of their general interest, especially to all users of pine lumber, this 


series of letters prepared by the Madera Sugar Pine Co.. Madera, Calif., 
and sent to its entire list of distributors, is being published serially in 
the American Lumberman, and will be available to any one interested. 
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Northern Woods 


Rust-Owen Lumber Co. 


DRUMMOND, WIS. 











Manufacturers of Wisconsin 


WHITE PINE 
Hemlock and 
Hardwoods 


White Pine Pattern, Flask and 
Shop Lumber our specialty 











brotes “EXTRA STANDARD” 





JACKSON & TINDLE, Inc. 


Mills at Pellston and Munising, Mich., and Jacksonboro, Ont. 


MICHIGAN HARDWOODS 
Good, Well Assorted Stock 
DRY PINE and HEMLOCK 
Prompt Shipments. 
Main Office, BUFFALO, N.Y. 


Sales Office: 605 Murray Bldg., Grand Rapids, Mich. 
Kindly address all inquiries care Dept. 7. 


IMENSION LUMBER 


AND 


MAPLE FLOORING 


25/32 x 2% Face in 
First, Second and Third Grade. 


Brown Lumber Company 


Main Office: MANISTIQUE, MICH. 
Branch Office: 
1402 Eaton Tower. Detroit, Mich. 

















Remember 


Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 
Specialize in Mixed Cars of WHITE PINE and 
| gs =e wy? Lamber, indo Coting, eseine. 
rs, Blin ie ndow oo oul 
= + Shooks - 


Western sont Pine and Idaho White 
Pine for direct shipment from Idaho. 
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VON PLATEN -FOX COMPANY 
iron Mountain, Michigan 
Manufacturers of 17 different species 
of Northern Hardwoods 
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Surface Measure 


ESTIMATOR 


Anew publication covering in the most complete 
manner om field of surface measure as ap- 
plied to vostd estimating of contents of fractional 
sizes of lumber "veneer, bb bre boardand stock used 
in the manufacture of interior and exterior finish, 
linas, and window 


s, ete, ete. ‘or circular containing 
Pocket Size (46 x 64”") $5.00, Postpaid. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 


form of guaranty to the purchaser or pro- 
posed purchaser against advance or protec- 
tion against decline in the price of said 
product is an unfair trade practice. 

Rule 15 also was eliminated and a new one 
substituted, as follows: 

“Selling Certain Items Without a Profit.” 
The industry condemns as an unfair trade 
practice the selling of any plywood without 
a profit, for the purpose directly or indi- 
rectly, or with the effect of furthering the 
sale of other plywood product, thereby de- 
moralizing existing market. 

Rule 17 as offered also was eliminated and 
the following rule substituted: 

It is the custom of manufacturers, or dis- 
tributers of plywood to stand back of their 


Events in 


To Erect Kiln Buildings 


KNOXVILLE, TENN., June 3.—The Sterling 
Wood Products Co., of this city, has awarded 
to the Johns-Manville Corporation, of New York 
City, a contract for the erection of ten dry 
kiln buildings, each of which will be 120 feet 
long and 20 feet wide. It is understood that 
R. E. Broderick, staff engineer of the paper 
and lumber industry section of the Johns-Man- 
ville Corporation, will have supervision of the 
designing and construction of these buildings. 


Gum Wood for Bleached Paper 


OraAnGE, Tex., June 3.—Forests of gum trees 
in eastern Texas and western Louisiana may 
be made into white paper as a result of suc- 
cessful experiments just concluded in the mill 
here of the Yellow Pine Paper Co. For sev- 
eral years the company has been manufactur- 
ing brown paper from yellow pine refusé. It 
has been discovered that the pulp of the gum 
tree may be converted into bleached paper by 
the sulphate process. 

The Orange mill manufactures from 10.000 
to 11,000 tons of brown paper annually, which 
is enough to fill 500 freight cars. This output 
is valued at approximatelv $800000. For use 
in the manufacturing of the product, the com- 
pany buys approximately 250 cars of chemicals 
valued at $91,000. Approximately 1.200 cars 
of wood are used annually at a cost of $120,000. 

The Orange mill was founded here in 1901. 
W. H. Stark is president of the company. 


Erect Mill in Record Time 


E.rop, ALa., June 3.—Unless there is an 
unforeseen delay, it is expected that the new 
electric planing mill of the Pioneer Lumber 
Co., at this place, will begin operation on June 
10, just four weeks and six days after the 
fire that completely destroyed the former plan- 
ing mill plant of this company. This new mill 
is modern in every respect, equipped with new 
machinery throughout, -driven by General 
Electric motors. The planing mill will have 
a daily capacity of 125,000 feet, and W.-M. 
Nichols, manager of the company, feels a justi- 
fiable pride in the speed with which the new 
plant has been erected and made ready for 
operation. 


New Forest Fire Protection District 


Jackson, Miss., June 3—The H. Weston 
Lumber Co., with headquarters at Logtown, has 
signed an agreement with the State forestry 
commission, by which Ranger District 3, of 
Fire Protection Area No. 1, is established on 
its holdings and those of adjacent landowners, 
who may also enter into the agreement. This 
new district lies for the most part in Hancock 
County, although some scaftering edges over- 
run into Pearl River County. The assessment 
for immediate protection equipment has been 
fixed at 4 cents an acre for the State and 4 
cents an.acre for the landowners. The annual 
cost of administration will be 3 cents an acre 


product and make good any concealed de- 
fects not appearing when the plywood is ac- 
cepted by the purchaser. 

The industry considers it an unfair trade 
practice for any manufacturers of plywood, 
for the purpose of retaining a customer, to 
accept for correction any plywood accepted 
and held by such purchaser for an unreason- 
able time and damaged through incorrect 
storage or detrimental climatic conditions. 

Any allowance for defective stock be lim- 
ited to the sales price of the product, or the 
replacement of the defective stock. 


As soon as the Federal Trade Commission 
has prepared its findings and approved the 
rules of: practice for the plywood industry, 
the entire code will be made public. 


the South 


for the State and 4 cents an acre for the land- 
owners. These combined sums will constitute 
a fire-protection fund, out of which the State 
will pay all expenses of the “Ranger District 
No. 3, Fire Protective Area No. 1.” 

The equipment for the new district, pur- 
chase and installation of which will begin im- 
mediately, will include observation towers, tele- 
phone lines, fire trucks, and fire-fighting tools. 
A ranger and wardens will be appointed to take 
charge of the protection work, under the dis- 
trict forester, whose headquarters are at Wig- 
gins in Stone County. This new district will 
add 100,000 acres to the 500,000 acres now 
under ‘protection in southeast Mississippi. 


Boiler Explosion Damages Plant 


CrossetTT, ARK., June 3.—One negro em- 
ployee of the Crossett Lumber Co. was killed 
last Thursday when a boiler exploded in the 
sawmill power plant. Three other men were 
injured. The explosion wrecked the power 
plant building but only two additional boilers 
in the battery were damaged. The property 
damage will amount to several thousand dol- 
lars and will interfere with operations for sev- 
eral weeks, though the management announces 
that it will be able to secure enough power to 
operate one sawmill and one planing mill in 
addition to enough dry kiln capacity to take 
care of its upper grade items. The sawmill 
will be operated on a day and night shift until 
new equipment is installed to place the plant 
on normal day capacity. This will enable the 
company to hold production near normal. For 
the time being it will be necessary to air dry 
most common items but the company expects 
to take care of orders already booked with rea- 
sonable promptness in addition to meeting the 
normal requirements of the trade until such 
time as the power plant is completely repaired. 


Buy Stock in Old Concern 


Houcuton, Micu., June 3.—W. E. Brown- 
lee, president of the Brownlee Co., Detroit, 
Mich., and some of his associates in that com- 
pany ‘have purchased from the estate of Silas 
W. Clements a substantial block of stock in 
the Dollar Bay Lumber Co., Dollar Bay, Mich. 
The officials of the Dollar Bay company now 
are: L. G. Hillyer, Baraga, Mich., president, 
W. E. Brownlee, Detroit, vice president, Fred 
Urquhart, Dollar Bay, secretary and general 
manager, H. P. Mills, Detroit, treasurer. 

The Dollar Bay Lumber Co. is now the 
largest lumber manufacturing plant in Hough- 
ton County. It owns about 100,000,000 feet of 
standing timber adjacent to the Copper Range 
Railroad in this county. The mill at Dollar 
Bay has_ been operating night and day since 
late in December, and it is planned to keep 
it running double shift for an indefinite period, 
weather and other conditions permitting. 

Harvarp Economic Society’s weekly index 
of wholesale commodity prices has fallen to 
95.9 for the week ended May 29, 1929, from 
96.5 for the week ended May 22, 1929. 
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Life and Lumber 


The life around a lumber yard, 
The lumber soft or lumber hard, 
Is not much different, my brother, 
In any way from any other. 
You start the day 
With hip-hooray, 
And everything is bright and gay, 
You’ve never seen a summer hotter— 
By night the yard is under water. 


You pile a plank upon a plank, 
You borrow money at the bank, 
Yes, plank on plank you keep on piling, 
And think you’re smart, and keep on smiling. 
Then from the sky 
A wind comes by 
And hits the pile that’s piled too high, 
Right when you think you’re right in clover— 
And then the whole darned thing tips over. 
i 
Some other day you think you see 
A golden opportunity, 
Yes, with your optimistic habit, 
You see a golden chance and grab it, 
Invest your hoard 7 
Just like a lord, 
Just like a fellow grabs a board, 
And then with pain your fingers shivers— 
The goshdarn thing was full of slivers. 


The life around a lumber yard, 
You'll always notice afterward, 
Is just like any other life is, 
The strife like any other strife is, 
The praise and blame 
About the same— 
There’s this about the lumber game: 
It isn’t any better, brother, 
Or any worse, than any other. 


We See b’ the Papers 


This Mexican revolution didn’t seem to 
draw. 


Why not call golden weddings endurance 
records ? 

Most men would rather be wrong than ve 
vice president. 


It seems to be easier to buy a car on time 
than to pay for it that way. 


The women outvote the men in England now. 
By the way, where don’t they? 

The Federal Reserve Board wonders what 
to do about money, and so do we. 


In shipping our talkie films to Europe we 
seem to be getting even for a lot of grand 
opera. 


There 1s an automobile in the United States 
for every fifth person. But it isn’t Father or 
Mother. 

A farmer’s congressman doesn’t seem to have 
much better success giving him relief than his 
dentist does. 


Uncle Sam is always represented with boot- 
straps because he is always trying to lift him- 
self by them. 


Dollar wheat is hardly what you would call 
a vote of confidence in what Congress is going 
to do for the farmer. 


The old dances are coming back. Just now 
the Federal Reserve Board is trying to pop- 
ularize the hesitation. 


There is a man in Chicago named Abraham 
Lincoln Day. Well, that’s better than being 
called Old Home Week, anyway. 

Chicago has had 56 bombings since Jan. 1. 
The only conviction has been one that some- 
thing ought to be done about it. 


An ex-prisoner is to be made a member of 
the Pennsylvania prison inspection board. You 
may yet live to see a military man secretary 
of war. 


The Good Humor Ice Cream Co. in Chicago 
has been bombed twice in a week. If this 
isn’t imposing on good humor we don’t know 
what is. 


A Chicago man attributes the falling off in 
the sales of cigars to prohibition, when, as ev- 
eryone knows, it is due to the increase in the 
cigarette habit. Another attributes to prohibi- 
tion the increase in immorality in the high 
schools, when, as nearly everyone knows, it is 
due to immodest dress. The camel seems to 
have become the goat. 


All in the Day’s Work 


The race is not always to the swift, but 
nearly always. 

It’s a hard world, as the well-digger re- 
marked in Yucatan. 

The credit stringency that the Federal Re- 
serve Board found seems to be just like the 
lumber trust Congress used to find. 

A good collector must first be a good 
recollector. 

The installment plan wouldn’t be so bad if 
people really planned. 

About the only thing that is properly dressed 
any more is a board. 

Too bad we are not as much interested in 
our vocations as we are in our vacations. 

The only fellow who ever makes a failure 
by sticking to something is a fly. 

The fellow who is only half-bad is about 
as nice to have around as an egg that is. 

Oil’s well that ends well. 

What if she is plain looking if she can do 
plain cooking? 

Don’t advertise that your flooring can’t be 
matched. 

A man may own a house but his wife seems 
to have the floor. 

Nearly everybody has a car now-a-days ex- 
cept father. 

A fireless cooker is all right, but what we 
need is a quitless cook. 

Be sure you are right, then go ahead and 
prove it. 


No one has to do the same thing over and 
over very long if he does it better every time. 

It is the actor who is up-stage who is farth- 
est from his audience. 

The line of least resistance always curves. 

The harbor of success is not Port Said. 


Unchanged 

So many things have changed, the night 
Mankind has changed to day, 

Waves his new wand, and makes the light 
When God’s light fades away. 

Yes, many may proudly, truly boast 
His world is rearranged ; 

And yet the heart still loves the most 
The things that have not changed. 





The mind has changed this world of ours, 
Yet has it changed so much? 

How has mankind improved the flow’rs, 
More velvet made their touch? 

Mankind has worked its wonders here, 
The sea, the air, has ranged, 

And yet the heart still holds most dear 
The things that have not changed. 


The world has changed, but man remains 
Unaltered through it all, 

Forgets this fountain’s mimic rains 
Before a waterfall, 

The soul and beauty, man and God, 
As close, as unestranged, 

As brook and breeze, as sun and sod, 
The things that have not changed. 
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Other Dealers 
Are Profiting 


by getting acquainted with the 
Meadow River line of hard- 
wood flooring, interior trim, 
stepping and risers and Pop- 
lar Bevel Siding. 


Meadow River quality in- 
sures you and your customers 
satisfaction. By ordering all 
Meadow River items in one 
car you save freight, reduce 
your stock investment and 


speed up your turnover. 


The Meadow River line 
offers you real opportunity. 
Write today for the latest 
Meadow River price list. 


FLOORING— 


Red Oak Maple Beech 
White Oak Birch 


FINISH AND TRIM— 


Chestnut Birch Ash 
Oak Poplar 


MOULDINGS— 


Oak Poplar Basswood 
Chestnut Birch 


STEPPING AND RISERS— 
Oak Birch 


BEVEL SIDING-— 
Poplar 














THE MEADOW RIVER 


LUMBER Co. 
RAINELLE, WEST VA. 
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The Moth’s natural 
enemy is the dealer’s 
natural friend. 


As nearly as Uncle Sam can 
determine the moth ruined 200 
million dollars worth of cloth- 
ing, blankets, fur coats and 
silk nighties last year. 

Some appetite! And the moth 
boards everywhere—this way: 
Having a trug Mother instinct, 
the moth lays her eggs, 50 to 
100 of them, on your nice new 
overcoat hanging in the closet, 
choosing wool, fur, silk or 
feathers because when her 
young hatch out in a few days 
they must have food. You 
know the rest. 

Supercedar, made from the 
heartwood of Tennessee red 
cedar gives off a _ pleasant 
aroma which is suffocating to 
the moth that lays the eggs 
and the worm that does the 
eating. 

Our advertising in Saturday 
Evening Post. Good House- 
keeping and House and Gar- 
den tells why every home needs 
a Supercedar Closet and why 
every woman wants one. 


Packed at mill in sealed boxes. 


Send for miniature sample box 
free with circular and price. 


: i: MEMPUIS & © : 


7, WORLDS LARGEST MANUFACTURER 
OF TENNESSEE AROMATIC RED CEDAR 

















Reasonable Rates [®& 


Numerous Dining 
Rooms, including 


Circulating Ice Water 


DAVENPORT 


HOTEL Headquarters for 
Spokane, 


U.S.A. 


Lumbermen of 
the Northwest 





Informal 





Coffee Shop 


Washed Air 
Ventilation 




















What she Associations Are 
Planning and Doing 


June 15—Texas-Louisiana Mill Managers’ Associa- 
tion, Natchitoches, La. 


June 19—Northern Hemlock & Hardwood Manu- 
facturers’ Association, Schroeder Hotel, Mil- 
waukee, Wis. 


one, wee Side Hardwood Club, Pine Bluff, 
r 


June 22—Louisiana Retail Lumber & Building 
Material Dealers’ Association, Alexandria, La. 
Quarterly meeting. 


June 29—Western Carolina Lumber & Timber As- 
sociation, Wrightsville Beach, N. C Summer 
meeting. 


July 10-11—Plywood Manufacturers’ Association, 
Edgewater Beach Hotel, Chicago. Summer 
meeting. 


July 17—Southern Sash, Door & Millwork Manu- 
facturers’ Association, Ashville, N. C. Sum- 
mer meeting. 


July 26—Millwork Institute of California, Hotel 
Alexandria, Los Angeles, Calif. 


Aug. 29-30—Carolina Retail Lumber Dealers’ Asso- 
ciation, Wrightsville Beach, N. C. Summer 
meeting. 





Millwork Institute to Meet in July 


Los ANGELES, Ca.iF., June 1.—The Millwork 
Institute of California will meet at the Hotel 
Alexandria in this city on July 26, preceded on 
the 25th by an all-day sesssion of the board of 
directors. Convention committees have been 
appointed and a very constructive business pro- 
gram is being prepared. 


Next Meet of Texas-Louisianians 


Houston, Tex., June 3.—Following the re- 
cent annual meeting in Galveston of the Texas- 
Louisiana Mill Managers’ Association, an- 
nouncement was made that the next meeting 
will be held on June 15 at Natchitoches, La. 
Secretary George R. Christie is anxious to 
have the members advise him if they contem- 
plate attending, so that he may let the Natchi- 
toches Chamber of Commerce know huw many 
to expect on the occasion. 


Opposed to Building Material Tariff 


MINNEAPOLIS, MINN., June 3.—The North- 
western Lumbermen’s ’Association, embracing 
in its membership 3,500 retail lumber and 
building material dealers in Minnesota, Iowa 
and North and South Dakota, has gone on 
record “against tariff legislation inimical to the 
farmer,” and particularly to the proposed tariff 
on building materials, it is reported by W. H 
Badeaux, secretary. 


Wolf River Club Elects 


CLINTONVILLE, Wis., June 3.—The annual 
meeting of the Wolf River Lumbermen’s Club 
was held here May 28 at the Hotel Marston. 
A good dinner put the members in fine humor 
for the discussion on trade conditions, during 
which the “fly-by-night” roofers came in for 
their share of consideration. Officers elected 
for the new. year were: 

President—A. C. Lindsay, Manawa. 

Vice president—M. J. Wallrich, jr., Shawano. 

Secretary-treasurer—C. O. Davis, Appleton. 

The next meeting will be held at Shawano, 
in the latter part of June. 


Hemlock-Hardweod Date Changed 


OsuxosH, Wis., June 4.—The Northern 
Hemlock & Hardwood Manufacturers’ Associ- 
ation, with headquarters here, announces that 
it has been found necessary to change the date 
of its June meeting from the 11th to the 19th. 
The reason given is as follows: 

In view of the fact that some important 
conferences upon which we should have in- 
formation are being held just after June 11, 
it seems desirable to change our association 





meeting date so that we may have a report 
upon such matters. It has accordingly been 
decided to postnyone our association meeting 
in Milwaukee to Wednesday, June 19. 

It is desirable to hold some committee 
meetings in the afternoon and therefore, we 
want to begin our sessions promptly at 9 
a. m. at the Schroeder Hotel. The Chicago 
delegation has promised to be on hand by 
9 a. m. 

An association luncheon will be served at 
one o’clock and it is hoped the association 
business will be finished with the close of 
the luncheon. 


Made Secretary of Texas Association 


Houston, Tex., June 5.—R. G. Hvett, for 
six years assistant secretary and traffic man- 
ager of the Lumbermen’s Association of 
Texas, has been promoted to a new position of 
executive secretary of the association. All! 
traffic matters will continue under his immedi- 
ate direction as formerly. 

Mr. Hyett’s advancement to the new execu- 
tive secretaryship was 
made by the executive 
board of the associa- 
tion, following the re- 
cent annual meeting at 
Waco. Jack Dionne, 
publisher of a lumber 





R. G. HYETT, 
Houston, Tex.; 


Executive Secretary 
Lumbermen’s’ Asso- 
ciation of Texas. 





journal and _ nominal 
secretary for some 
years, was named hon- 
orary secretary. 

When he was first 
chosen to direct the 
traffic affairs of the 
Lumbermen’s Associa- 
tion of Texas, Mr. Hyett was connected with 
an auditing concern that handled the traffic 
matters for the association. Previously he 
had done traffic work for the Houston and 
Waco chambers of commerce... Prior to that he 
did special Government work with the rail- 
roads. 

He is a capable and industrious traffic man- 
ager and an all-round man in directing the 
affairs of the Texas lumbermen’s organization. 
Appreciation of his valuable work has been 
expressed repeatedly in recent years by asso- 
ciation executives. 


Ae 


Maryland Dealers Confer 


PittspurcH, Pa., June 4.—The Cumberland 
Lumber Credit Bureau, composed of retail 
lumbermen in Cumberland, Md., and vicinity, 
affiliated with the Retail Lumber Dealers’ As- 
sociation of Western Pennsvlvania, held a well 
attended meeting last Friday evening in the 
Hotel Algonquin, Cumberland, following a din- 
ner in the hotel. There were about a dozen 
firms represented. A feeling of optimism was 
uppermost in a discussion of business condi- 
tions, the dealers reporting a fair volume at 
present, about the same as this time last year. 

Officers of the State association, with head- 
quarters here, were present as follows: Presi- 
dent A. M. Haines, of Connellsville; Director 
Hart B. Daugherty, of Indiana, Pa., and Sec- 
retary R. F. McCrea, of Pittsburgh. Each of 
the three addressed the gathering. 

The North Cambria County Lumber Credit 
Association will hold a meeting in the Hotel 
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Spangler at Spangler, Pa., next Wednesday 
night, which will be attended by officers of the 
State association. 


Says Tariff Can Not Go by Unheeded 


MonrTREAL, Quz., June 3.—Returning from a 
fortnight’s visit to Washington, A. E. Clark, 
chairman of the hardwood section of the Ca- 
nadian Lumbermen’s Association, said in an 
interview that should the proposed tariff on 
Canadian hardwood be put into effect by the 
United States Congress “the action can not 
go by unheeded” by Canadian lumbermen. 
“While Canadian lumbermen hesitate to voice 
resentment or suggest retaliation after all 
these years of virtually free trade in forest 
products,” said Mr. Clark, “it would seem 
that the present movement can not go by un- 
heeded. Canadian lumbermen whose industry 
stands second in national importance naturally 
feel that such an unfriendly measure should 
not be promoted.” 


Discuss Retail Business Methods 


SHREVEPORT, La., June 3.—At the regular 
weekly meeting of the Shreveport Lumber- 
men’s Club, held here last Tuesday, former 
President L. C.-Allen presided in the absence 
of President Hudson Bolinger, who was out 
of the city. Following a luncheon, K. M. 
Gaiennie took the gavel and opened a round- 
table discussion about business methods being 
pursued by retail yards in various places he 
had visited. He told about a “cash and carry 
yard” in operation in San Antonio, declaring 
that the company had found there was more 
profit in operating the yard on that plan than 
there was under the old credit system. Mr. 
Gaiennie announced that his company, the Doy- 
line Lumber Co., was establishing a new yard 
at Bossier City, across the river from Shreve- 
port. An office building is being constructed 





with a view of maintaining the general office 
of the Doyline retail yards there. At the same 
time its wholesale office will be maintained 


’ there. 


Among the visitors introduced at the meet- 
ing were M. M. Campbell, of Atlanta, Texas; 
L. C. Allen, of Arcadia, La., and V. A. David- 
son, sales manager of the Bernice Mill Co., 
Dubach, La. (S@aaaenaaaanes 


Plan Meeting at Albuquerque 


ALBUQUERQUE, N. M., June 3.—A. E. Mon- 
teith, manager of the Star Lumber Co., Clay- 
ton, N. M., vice president for New Mexico of 
the Mountain States Lumber Dealers’ Associ- 
ation, with President Clarence Iden, of Las 
Vegas, E. B. Humphrey, of Raton, Charles 
Proebstel, of Santa Fe, Kenneth J. Baldridge, 


‘of Albuquerque, and other members, together 


with Secretary T. J. Vincent, of Denver, is 
considering the advisability of holding a meet- 
ing of the southern section in Albuquerque at 
an early date. It is planned at this meeting to 
show the moving picture, “The Transforma- 
tion,” which is being routed for showing at a 
number of other points in New Mexico. It is 
hoped to include on the program a member of 
the modernization bureau from Denver, which 
has awakened so much interest in remodeling 
that inquiries received exceed the capacity of 
the staff to take care of them. It is thought 
probable that an organization can be effected 
to give impetus and effective direction to this 
movement in New Mexico. 





SPEAKER Charles B. Perry, of the Wisconsin 
assembly, now brings that house of the legis- 
lature to order with a gavel made from tim- 
ber taken from the first State capitol, which 
was visited by members of the assembly while 
attending a banquet given in their honor at 
Platteville, Wis. 


Cypress Committees Named 


JACKSONVILLE, FLa., June 1—Announcement 
has been made by E. C. Glenn, Varnville, S. C., 
president of the Southern Cypress Manufac- 
turers’ Association, of the appointment of the 
organization’s standing and special committees, 
as follows: 

Membership—A. G. Cummer,' chairman, 
Jacksonville, Fla.; L. W. Gilbert, Donner, La.; 
F: L. Dakin, Scranton, Pa.; E. G. Swartz, New 
Orleans, -La.; D. G. Coit, Jacksonville, Fla.; 
F. F. Chapman, Four Holes, S. C.; M. L. 
Fleishel, Jacksonville, Fla.; William Petrie, 
Jacksonville, Fla.; G. E. Reynolds, Albany, 
Ga.; A. W. Rose, Perry, Fla.; J. F. Wigginton,’ 
New Orleans, La.; C. A. Weis, Pensacola, Fla.; 
Joseph Wilbert, Plaquemine, La.; C. S. Wil- 
liams, New Orleans, La.; L. K. Williams, Pat- 
terson, La.; F. H. Wilson, Palatka, Fla. 


Finance—D. G. Coit, chairman, Jacksonville, 
Fla.; F. F. Chapman, Four Holes, S. C.; F. L. 
Dakin, Scranton, Pa.; E. G. Swartz, New Or- 
leans, La, 


Insurance—C. S. Williams, chairman, New 
Orleans, La.; C. P. Gable, Gable, S. C.; E. B. 
Chapman, Jacksonville, Fla.; H. C. Kellis, 
Donner, La.; A. F. Storm, Four Holes, S. C.; 
C. A. Weis, Pensacola, Fla. 


Grades and Specifications—G. V. Patter- 
son, chairman, Pensacola, Fla.; J. F. Wiggin- 
ton, New Orleans, La.; L. K. Williams, Patter- 
son, La.; G. L. Morris, Jacksonville, Fla.; L. 
W. Gilbert, Donner, La. 


Railroads and Transportation—M. L. Fleishel, 
chairman, Jacksonville, Fla.; Wm. Petrie, 
Jacksonville, Fla.; G: E. Reynolds, Albany, 
Ga.; L. K. Williams, Patterson, La.; J. F. 
Wigginton, New Orleans, La. 


Tupelo--L. K. Williams, chairman, Patter- 
son, La.; N. H. Breaux, Rhoda, La.; C. P. 
Gable, Gable, S. C.; G. V. Patterson, Pensa- 
cola, Fla. 


Complaints—W. C. Lee, chairman, Lough- 
man, Fla., J. E. Kuhn, Boyd, Fla.; H. L. Man- 
ley, Savannah, Ga. 


Utilization of OCut-over Cypress Swamp 


Lands—L. W. Gilbert, chairman, Donner, La.; 
D. G. Coit, Jacksonville, Fla.; C. S. Williams, 
New Orleans, La. 


Advertising—J. L. Roe, chairman, Jackson- 
ville, Fla.; M. L. Fleishel, Jacksonville, Fla.; 
L. W. Gilbert, Donner, La.; G. V. Patterson, 
Pensacola, Fla.; A. W. Rose, Perry, Fla.; F. H. 
Wilson, Palatka, Fla. 

Uniform Cost Accounting and Taxation— 
J. W. Downey, chairman, New Orleans, La.; 
J..W. MeWillians, New Orleans, La.; H. F. 
Lecks, Palatka, Fla. 

National Policies and Legislation—H. B. 
Hewes, chairman, Jeanerette, La.; F. L. Dakin, 
Scranton, Pa.; M. L. Fleishel, Jacksonville, 
Fla.; J. H. Loughridge, Boyd, Fla.; C. A. Weis, 
Pensacola, Fla. 

Statistics—D. G. Coit, chairman, Jackson- 
ville, Fla.; F. H. Wilson, Palatka, Fla.; A. W. 
Rose, Perry, Fla.; M. L. Fleishel, Jacksonville, 
Fla. 

Members of Standing Committees of the Na- 
tional Lumber Manufacturers’ Association: 


Trade Promotion—H,. B. Hewes, Jeanerette, 


Publicity—G. V. Patterson, Pensacola, Fla. 

Statistics and Accounting—E. C. Glenn, 
Varnville, S. C. 

Economic Research—wW. 
sonville, Fla. 

Foreign Markets—F. H. Wilson, 
Fla. 

Advisory Tax—M. L, Fleishel, Jacksonville, 
Fla. 

Transportation—M. L. Fleishel, Jackson- 
ville, Fla.; T. M. True, Jacksonville, Fla. 

Forestry and Conservation—W. E. Cummer, 
Jacksonville, Fla. 

Waste Prevention—L. W. Gilbert, 
La. * 

Stanéardization—E. C. Glenn, Varnville, S. C. 

Trade Practices—A. W. Rose, Perry, Fla. 

Credit Corporation—William Petrie, Jack- 
sonville, Fla. 


E. Cummer, Jack- 


Palatka, 


Donner, 
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Rives SIMOND: 


~ 


ANDS are BE Y 


“Tested, proved and Found 
the world’s best.” That tells 
the reasons why SIMONDS 
WIDE BAND SAWS have 
for years lead—and are to- 
day leading wherever timber 
is cut profitably. This repu- 
tation for efficiency has been 

ained only through 
SIMONDS ability to produce 
a TOUGHER STEEL, and 
consequently a STRONGER 
and more SUPERIOR blade 
to any other that has been or 
is offered millmen. 

The work they do on mills 
in all sections of the timber 
country is the BEST EVI- 
DENCE of their superiority. 
They are “HEAD AND 
SHOULDERS” OVER ANY 
BAND THAT HAS EVER 
BEEN PRODUCED. 
SIMONDS BAND is made 
by expert band saw makers 
from SIMONDS OWN 
ALLOY STEEL —a steel 
with a higher nickel content 
that makes it tougher, 
stronger and edge-retaining. 
While other bands are in the 
filing room a SIMONDS is 
on the machine matching its 
strength, speed and feed in 
a victorious battle of day-in 
and day-out cutting of more 
clean and marketable lumber. 

If you require an actual 
demonstration just see a 
SIMONDS BAND on any 
mill. The way it operates 
will convince you. 


We consider it a pleasure 
to answer any inquiries 
you may have about band 
saws or your band saw 
operation, 


SIMONDS SAW and 
STEE!. COMPANY 


“The Saw Makers” 
Established 1832--Fitchburg, Mass. 


Chicago, Ill. Portland, Ore. 

ston, Mass. San Francisco, Cal. 
Detroit, Mich, Los Angeles. Cal. 
New York City Seattle, Wash, 
New Orleans, La. Montreal, Que. 
Lockport, N. ¥ 


° : Toronto, Ont. 
Memphis, Tenn. Vancouver, B. C. 
Atlanta, Ga. St. John, N. B. 
London, England 
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—the material that will 
retain customer good- 
will and build business 
for you. Make your 
customers happy. 


R.W. WIER 
Lumber Company 


FirstNation! = — HOUSTON, TEXAS 


Distributors:— WierLong Leaf LumberQ. 
Mills :- Wrer.gate, Texas 

















We have modern facilities 
for Kiln Drying, Resawing 
and Dressing Lumber. 
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West Coast Lumber Happenings 


Buys Its Seventh Retail Yard 


GLENDALE, CALir., June 1.—Announcement 
comes from Montrose, Calif., that the Sullivan 


_ Lumber Co.’s yard at that place has been pur- 


chased by the Fox-Woodsum Lumber Co., of 
Glendale. The purchasing company now oper- 
ates seven yards in southern California, having 
purchased its sixth at North Hollywood just 
two weeks ago. According to report, the com- 
pany plans to acquire more yards as outlets 
for the production of its Glendale mill. A. E. 


Sullivan, who was owner of the Montrose yard_ 


for the last five years, has agreed to remain as 
manager for the new owners, according to 
W. R. Vanderwood, vice president of the Fox- 
Woodsum Lumber Co. 


Fir Produces Excellent Flagpoles 


New WeEstMinster, B. C., June 1.—The 
height, symmetry and strength of Douglas fir 
has been many times heralded to the world 
through its use for spars and particularly for 
flagpoles. Certain types of Douglas fir, of 
course, produce the finest specimens for flag- 
pole use. Such a Douglas fir pole has just 
been presented by the Timberland Lumber Co. 
(Ltd.), of New Westminster, specialist in 
structural timbers, to the Canadian National 
Exhibition at Toronto. 

This pole, as selected from the logging works 
of the Timberland Lumber Co., located on 
Vancouver Island between Ladysmith and 
Naniamo, is 184 feet long. It has a 34-inch 
base and a 10-inch top. It is estimated from 
the count of the annual rings to be 275 years 
old. This huge stick is now being shipped by 
the Canadian National steamship Canadian 
Ranger from New Westminster to Montreal, 
and from there will be shipped to Toronto. 


The Canadian National Exhibition at Toronto 
is the greatest thing of its kind in Canada, 
and is one of the outstanding exhibitions of 
the continent. This flagpole in one piece will 
be an outstanding exhibit of the type of timber 
growing in the Douglas fir belt of the north 


Say New Product Widely Approved 


SPOKANE, WASH., June 1.—The tenor of all 
reports made May 22 at an all-day conference 
of district sales managers and officials of the 
Weyerhaeuser Sales Co. indicates that 1929 
lumber demand is ahead of that for 1928. I. 
N. Tate, general manager, presided at the noon 
luncheon, where F. C. Simonson, of St. Paul, 
reported on the wide approval being accorded 
the company’s new plan of handling package 
lumber with ends squared with the sides. Dis- 
trict sales managers present included O. H. 
Leuschel, Lewiston, Idaho; Phil W. Pratt, Pot- 
latch, Idaho; W. A. Constans, Coeur d’Alene, 
Idaho; D. M. Palmer, Sandpoint, Idaho; C. 
C. Strong, Klamath Falls, Ore. In attendance 
also were J. P. Weyerhaeuser jr., of Lewiston; 
Mr. Merrigan, assistant general manager of 
the Edward Rutledge Timber Co., of Coeur 
d’Alene, and C. B. Hurd, district representative, 
Billings, Mont. 


A Pioneer in Lumber Fabrication 


OAKLAND, CaLiF., June 1.—Officials of the 
Chicago Lumber Co. of Washington, which op- 
erates a plant at this place, have expressed 
much interest in an article that was printed 
in the May 11 issue of the AMERICAN LUMBER- 
MAN, with reference to the fabrication of 
standardized articles. The Chicago Lumber 
Co. of Washington is a large producer and 
distributer of articles fabricated from lumber, 
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Shall we have a Tarif on Ceder Logs and Shingles 
Thear is a lot of difrent opinions on this sub- 
ject I donot beleave in Justes to all we should 
have a tarif on Ceder Logs if we did the logers. 
would just put so much more price on thear logs 
and at the presant price of shingles mills could 
not run.thay would eather have to go out of 
The shingles I think 
Should have a terif large enught to Protect ouk 
Labor. as for Be manefacturing thear shingles 
Cheaper than we do on the account of chiney Labor 
Thay dont the most of the shingles are cut by the 
M. thay pay the same as we do and a Chineman will 
cut Ten M less than a white man so that it cost 
them just as much as it does us I have talked to 
lots of buyers and thay said the Be shingles wear 
sorted better than ours the chineymen just will 
not put in a bad shingle while if you dont watch 
a white packer he will put in eneything 

Fred Atkinson 1103 E Mercer St. 

Seattle Wash. 











This contribution to the current discussion of tariff changes now pending in 
Congress was recently received by the Seattle office of the 
AMERICAN LUMBERMAN 
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being one of the first concerns to engage in 
this activity on a large scale. The company 
has just issued an interesting circular, describ- 
ing and pricing trellises made from clear heart 
California redwood, and also flower and gar- 
den stakes. In the latter it supplies an assort- 
ment of lengths made up of 400 pieces in a 
frame, these stakes being either round or 
square, stained dark green, the ends pointed, 
tops painted white and packed in a neat display 
box that is stained the same color as the stakes. 
E. A. Horr, in charge of sales, says the com- 
pany has met with a generous response from 
the retail trade on this line of products and 
expects to expand its line of similar articles. 
Buck Logs for Racing Practice 

SEATTLE, WASH., June 1.—Several years ago 
the first University of Washington boat racing 
crew went to Poughkeepsie and made an en- 
viable showing in the famous regatta. Since 
then “Husky” crews have gone back every 
year, and have always been contenders that 
had to be seriously reckoned with. During 
that period they have won more firsts than any 
other crew. 

The University of Washington course in 
training is on Lake Washington, in the heart 
of the city of Seattle. Eastern college crew 
coaches discovered one of the Huskies’ secrets 


The list of inspectors and their territory and 
headquarters, follows: 

E. BE. Roach at Ukiah for Humboldt, Lake 
and Mendocino counties. 

C. G. Strickland at Mount Shasta for Shasta, 
Siskiyou, Tehama and Trinity counties. 

A. E. Frost at Oroville for Butte, Lassen, 
Nevada, Placer and Yuba counties. 

E. P. Biggs at Placerville for Amador, Cala- 
veras, El Dorado and Tuolumne counties. 

E. T. Barron at. Sacramento for Alameda, 
Colusa, Contra Costa, Monterey, Napa, Solano, 
Santa Clara, Santa Cruz, Stanislaus, Fresno, 
Madera and Tulare counties. 

W. H. Coupe at San Dimas for Kern and 
Riverside counties. 

Cc. E. Fowler, inspector at large. 


Forecasts Big Year of Building 


That the demand for building materials for 
the year 1929 will at least equal—and probably 
will exceed—the totals for 1928, is the forecast 
made by the Central Trust Co. of Illinois, 
Chicago, in the June issue of its “Digest of 
Trade Conditions,” just released. In its analy- 
sis of the building situation this authority says, 
in part: 

The first breath of spring seems to have 
given new life to the building industry, and 
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University of Washington rating crew bucking fir log as part of their training course 


of success a few years ago, and since then 
most of them have adopted the famous Pocock 
western red cedar shells. 

Apparently Fox Movietone discovered an- 
other University of Washington secret last 
week, when pictures were made of the “Husky” 
crew bucking a Douglas fir log on the shore 
of the lake. 

A hurry-up call went in to Tom Shields, 
Seattle manager of the Simonds Saw & Steel 
Co., for a dozen crosscut saws made of the 
famous Simonds steel. The workmen in the 
Simonds company’s Seattle plant worked all 
night getting these saws sharpened and the fol- 
lowing day the crew started in on their buck- 
ing contest. Soon the easterners will learn 
how Huskies train. 


California Forest Fire Inspectors 


San Francisco, CAuir., June 1.—California 
goes into the forest fire season this year with 
“the strongest fire guard ever mobilized under 
State command.” 

This was the announcement made today by 
State Forester M. B. Pratt, who at the same 
time made public a list of ninety-two inspec- 
tors, rangers, lookouts and patrolmen, who 
will guard against the destruction of the vast 
timberlands of California by fire during the 
dry season, which menaces the forests of the 
State for the next four or five months. 


permits and contracts are running high. It 
is now definitely known that the drop in 
building permits issued during January and 
February of this year was not the beginning 
of a building decline but was purely a result 
of bad weather conditions. It did not indi- 
cate an inability to finance new projects due 
to heavy demand for money nor did it indicate 
any falling off in the demand for additional 
space. March permits made a fair gain over 
a@ year ago and April permits in the principal 
cities increased 72 percent over last year, 
which more than offset the whole decline 
shown during the winter months. Building 
operations are going forward; money is avail- 
able for the financing of all necessary opera- 
tions and, as repeatedly. set forth in. our re- 
ports during recent months, the demand for 
building materials for 1929 promises to equal, 
and will probably exceed, the 1928 totals. As 
the per capita expenditure for all building 
operations in the 300 principal cities of the 
country during 1928 was $76, and as building 
operations in these cities usually represent 45 
percent of the total building operations of the 
country, it is now possible to estimate, with 
sufficient accuracy for budget purposes, the 
outlook for building in any of these cities. 
(‘@@2@2aenaaaaaaaeaeaaee 

THE MOVEMENT of traffic through the Pan- 
ama Canal during the fiscal year 1928 amounted 
to 33,186,394 tons. This figure is equal to 38.2 
percent of the volume of traffic which moved 
through the locks at the “Soo” during the 8% 
months of navigation on the Great Lakes dur- 


ing 1928, 





Calcasieu Logs Are 
World Renowned 


for their dense, resinous fibre and unusual 


lengths. The natural superiority of Cal- 
casieu Long Leaf trees is well known to 
architects, builders and dealers in all 
parts of the world. 


Our employes zealously guard these 
natural qualities in the manufacture of 
our 


FUTCHER 


TRADE MARKE D 






Calcasieu Leaf 
Yellow Fine 
Flooring Ceiling Siding 
Finish Shiplap Boards 


Dimension and Structural Timbers 
Railroad and Car Material 


The close grain, uniform quality and 
accurate milling of this stock will please 
you and your customers. For strength 
and durability, “LUTCHER” Calcasieu 
Pine meets all tests and specifications. 


Our service is just as reliable as our 
lumber. We have the rail and docking 
facilities to insure prompt shipments— 
domestic and export. 


Order “LUTCHER?” trade 
marked stock and get the best. 


JecLutcher&Moore 
Lumber Company 
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Order What You Need 
from Specialists in 


YELLOW PINE and 
HARDWOODS 


Lumber, Timbers, 
Ties, Piling 


WHITE PINE, FIR 


We are also Headquarters for 
Creosoted Products. 


Beaumont Lumber Co. 
BEAUMONT, TEXAS 
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Fcorpssono 
N. C. PINE 


Our “ Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 


Let us prove it on your next order. 


JOHNSON & WIMSATT 
WASHINGTON, D. C. 


Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, t-aches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the bool , “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 























CI LOUISIANA Coo 








Ham MOND, LA. LORR 
Manufacturers of 
Virgin Long Leaf Yellow Pine 








Round Piling Any Lengths. 








Forked Leaf White Oak 
We Grade it Right and Ship it Quickly. 





Office. 
RUSTON, LA 











Manufacturers 
Short Leaf Pine and Hardwoods 








Oppose Tariff Action in Senate 


The finance committee of the Sénate now 
has in hand the tariff bill as passed by the 
House of Representatives and must determine 
whether the measure when it goes to the Sen- 
ate for action shall contain the proposed duties 
on cedar lumber and shingles and birch and 
maple lumber, now admitted free. The vigor- 
ous opposition to any lumber tariff which was 
heard in the ways and means-committee of the 
House, as well as the strong pleas made there 
for protection for American lumber produc- 
ers, will be repeated before the finance com- 
mittee, Chairman Smoot having announced that 
his committee will hold hearings. 

The National Association Against a Lumber 
and Shingle Tariff. which has established 
offices at 1006 Hill Building in Washington, 
has fired its opening blast against the lumber 
and shingle duties in a statement issued under 
date of May 28 and released to Washington 
newspaper correspondents. It calls particular 
attention to the resolution adopted by the Na- 
tional Retail Lumber Dealers’ Association 
opposing the lumber duties carried in the bill 
as it passed the House, and states that this 
orgdnization represents 30,000 retail dealers. 
Copies of the resolution have been laid before 
the Senate finance committee. 

Many stories which have appeared in print 
opposing the lumber duties give the reader the 
impression that all lumber is made dutiable 
under the House bill, which, of course, is 
wholly erroneous. One gains the impression 
that some of these stories are deliberately in- 
spired to give the reader the impression that 
every stick of lumber imported into the coun- 
try would be dutiable if the House provisions 
were enacted into law, when, as a matter of 
fact, the dutiable lumber under the House bill 
is hardly a drop in the bucket compared with 
the bulk of the lumber imported from year 
to year. 

The National Association Against a Lumber 
and Shingle Tariff, among other things, says: 
“Because lumber, after all, is a raw material 
which enters into the making of countless kinds 
of goods any tax must place an unnecessary 
burden on industry in general.” 

This generalization of lumber might easily 
mislead newspaper men not familiar with the 
situation into writing stories showing how all 
lumber must pay a tariff duty to get into the 
country, despite the fact that the statement was 
dealing primarily with cedar, birch and maple 
lumber and the author had no intention of 
misleading anybody. 


New National Christmas Tree 


The nation has a new living community 
Christmas tree. A 35-foot Norway spruce, 
beautiful scion of a noble family, has been 
presented to President Hoover by the Ameri- 
can Forestry Association to replace the orig- 
inal national tree placed in Sherman Square, 
Washington, D. C., in 1925. The new tree. like 
the original spruce, was donated to the nation 
by the Amawalk Nursery, Amawalk, N. Y. 

Too heavy wiring of Christmas bulbs was 
given as the reason by the American Forestry 
Association, which also donated the first tree, 
for the present unhealthy condition of the tree. 
These heavy ornaments, it is claimed, sapped 
the vitality of the original tree to such an 
extent that it should be replaced. 

In planting the new tree the. association has 
asked Col. U. S. Grant, III, director of public 
buildings and public parks in the national cap- 
ital, to have it so placed that proper protection 
from crowds will be feasible. It was also 
pointed out that overburdening with colored 
electric bulbs must not be repeated if the tree 
is to remain in healthy condition. 

Thousands of persons have observed the bril- 





liant ceremony each year when the President 
has opened the nation’s Yuletide celebration by 
lighting the tree. Its example has spread 
throughout the country so that today most 
communities have their living community 
Christmas trees. 


New Commerce Building Started 


President Hoover will deliver the principal 
address arid lay the corner stone of the new 
Department of Commerce Building on Monday, 
June 10, at 4 p. m. This structure will be the 
largest of the series of new Federal buildings 
to be built in Washington during the next few 
years, containing about 1,092,000 feet of floor 
space. It will cover three city blocks, extend- 
ing from B to E streets and from Fourteenth 
to Fifteenth streets. The entire west side on 
Fifteenth street will front on a park, while the 
south end will overlook the Washington Monu- 
ment grounds. The building is designed to pro- 
vide quarters for all activities of the Depart- 
ment of Commerce except the bureau of stand- 
ards, which is housed in specially constructed 
buildings in the suburbs. 

In laying the corner stone President Hoover 
will use the trowel used by President Wash- 
ington in laying the corner stone of the Cap- 
itol on Sept. 18, 1793. The gavel used on 
that occasion also will be in the hands of Sec- 
retary of Commerce Lamont, who will preside 
at the ceremonies and present the speakers. 
The ceremonies will be broadcasted throughout 
the country by the National Broadcasting Co. 


Talks on Causes of Dust Explosions 


David J. Price, engineer in charge of the 
chemical engineering division, bureau of chem- 
istry and soils, Department of Agriculture, 
this summer is giving addresses and demon- 
strations of dust explosions at several short 
courses for firemen under the auspices of State 
universities. On Monday of this week he 
addressed the Kansas State Firemen’s Associa- 
tion at Newton, Kan., where a short course is 
being held under the auspices of the Univer- 
sity of Kansas. He also has been requested 
to advise with the firemen of Illinois at their 
summer course under the auspices of the Uni- 
versity of Illinois at Urbana on June 18. 

“There are fires in which the liberation of 
highly explosive gas is a great hazard and 
requires different treatment from the usual 
methods required to fight ordinary fires,” 
according to Mr. Price. He cites cases in 
which dust explosions have occurred with dis- 
astrous effects after fire started, including a 
wood dust explosion in Milwaukee’ in which 
six firemen lost their lives, a spice dust explo- 
sion in Cincinnati which caused the death of 
four firemen, and another explosion in Cleve- 
land in an aluminum-bronze factory which in- 
jured several firemen. 


APSE SEE ESS LI 


Government Inspectors of Rosin 


Producers, dealers or users of rosin may call 
upon Government inspectors under the Naval 
Stores Act to grade any lot of rosin in which 
they are interested. A charge of 7 cents for 
each round barrel is made for this work. The 
names and addresses of the Government in- 
spectors who will grade rosin are: V. E. Grot- 
lisch, Department of Agriculture, Washington, 
D. C.; C. E. Smith, Food, Drug and Insecti- 
cide Administration, 201 Varick Street, New 
York City; S. W. Ahlmann, Food, Drug and 
Insecticide Administration, 411 Government 
Building, Cincinnati, Ohio; R. L. Helveston, 
2000 Twenty-second Avenue, Gulfport, Miss. ; 
S. W. Pickens, 161 Houston Street, Mobile, 
Ala.; G. A. Berry, Box 674, DeRidder, ee 
F. W. Thomas, Box 215, DeR‘dder, La.; and 
H. M. King, Box 330, Savannah, Ga. 
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The School Where Mary Went 


Among our unforgotten, loved nursery 
rhymes is that of “Mary’s Little Lamb.” When 
Thomas Edison spoke the first words to be 
recorded in the newly invented phonograph he 
recited this poem! There really was a lamb, 
the pet for its four years of life of the real 
Mary,—Mary Sawyer (1806-1889). Of the 
Sawyer family, by the way, it is said, “to this 
day their mills and lumber yards are to be 
found in the hands of their descendants.” 

Too, there was and is the school house which 
Mary attended and which is today in actual use 
as a country school, though its location has 
changed with the passing years. The accom- 
panying photograph shows it as the familiar 
wooden rural school house, 16 by 30 feet. The 
old Redstone School House, named for the hill 
upon which it stood, was erected about 1798 
at Sterling, Mass., and served its original pur- 
pose until 1856, when it was sold and was used 
variously, finally becoming a part of the barn 
and garage of the Baptist Society of Sterling. 
Here Mr. and Mrs. Henry Ford discovered it 
in 1926 and removed it to a shady grove in 











The country school house of “Mary's Little 
Lamb” fame; now on the estate of the Wayside 
Inn, South Sudbury, Mass. 


South Sudbury, Mass., near the old Wayside 
Inn made famous by Longfellow’s poems. Re- 
furnished with “old-timey” benches and stove 
it is in actual use. 


LUMBER TRANSPORTATION 


Cypress Association to Intervene 


WASHINGTON, D. C., June 4.—The Interstate 
Commerce Commission has issued an order 
permitting the Southern Cypress Manufac- 
turers’ Association to intervene in and be- 
come a party to Docket No. 22210—Southern 
Pine Association versus Abilene & Southern 
Railway Co. et al. 


Hearing on Silver Falls vs. McCloud 


WASHINGTON, D. C., June 4.—Examiner Mo- 
hundro of the Interstate Commerce Commis- 
sion will hold a hearing June 29 in Room 237, 
Merchants Exchange Building, San Francisco, 
in Docket No. 22138 Silver Falls Timber 
Co. vs. McCloud River Railroad Co. et al. 


Week’s Revenue Freicht Loadings 


WASHINGTON. D. C.. June 5. — Revenua 
freight loading for the week ended May 25 
totaled 1,061,416 cars, as follows: grain, 39,- 
820 cars; livestock, 25,425 cars; coal, 163,337 
cars; coke, 12,475 cars; forest products, 69,291 
cars (a decrease of 546 below the preceding 
week); ore, 73,485 cars, merchandise, 262,144 
cars; miscellaneous, 415,939 cars. 

















(Statistics—Continued from page 51) 
California Redwood 


San Francisco, Cauir., June 1—The fol- 
lowing information is summarized from the 
reports of 14 mills to the California Redwood 
Association for the week ended May 25: 


Redwood White- 
Percent of wood 
Feet production Feet 








Production ..... 8,119,000 100 2,213,000 
Shipments ...... 7,680,000 93 1,730,000 
Orders 
Received ..... 6,769,000 83 2,194,000 
Ce DE svewes 40,462,000 ale 6,328,000 


Detailed Distribution of Redwood 
Shipments Orders 


Northern California*® ..... 2,468,000 2,104,000 
Southern California*® ..... 1,591,000 1,780,000 
bas Sy er 34,000 10,000 
EE. ca 5 c'to 0 beg wee 2,171,000 2,000,000 
WE Streets fo ebee wud 1,416,000 875,000 





7,680,000 6,769,000 


*North and south of line running through 
San JT uis Obispo and Bakersfield. 


+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 


Unfilled Orders-Stocks 


Wasuincrton, D. C., June 4.—Following is a 
statement for four asséciations of the footage 
of gross stocks on hand May 18, and the per- 
centage relationship to these of the unfilled 





orders: Orders to 
Gross Unfilled Stocks— 
Association stocks orders Percent 
Southern Pine 
Association 547,643,000 178,089,000 33 


West Coast Lum- 

bermen’s 

Asseciation ..1,102,598,000 597,809,000 54 
Western Pine 


Mfrs. Assn. 796,360,000 141,466,000 18 
Northern Pine 
Mfrs. Assn. 330,203,000 60,747,000 18 


Hardwood Mfrs. 
Institute ..... 828,896,000 245,493,000 30 


Northern Pine Distribution 


MINNEAPOLIS, MINN., June 3.—The follow- 
ing statement by the Northern Pine Manufac- 
turers’ Association shows the carload distribu- 
tion by States during the first three months 
of this year: 











Northwest— 
Feb. Mar. Apr. Total 
PEE, “5 4-0, % 0.54. ows 187 249 287 1723 
WORTH DAROTE ..-.6s.0:08 Ape 1 3 4 
TN <3 oae ewes Sos we 187 250 290 727 
Lake States— 
PE >< idea vpaye eee 391 361 389 1,141 
EN a's ak 0d co ao 46 36 38 120 
ESS ee 87 128 105 320 
- PR eer ae 120 147 122 389 
“sh Sis. a 0 de 253 338 355 946 
| PE 897 1,010 1,009 2,916 
Middle West— 
AER SS ie ene 33 53 45 131 
eee bee cok 1 1 
pe ee ee 8 8 10 26 
PE. vince wane eis tas oat 1 1 
NS Ae 41 61 57 159 
New England— 
COMMOSTIOME. 066s vega. 7 4 7 18 
I Ws orensN van oes ee + ied 1 3 
Massachusetts ....... 4 9 11 24 
New Hampshire ..... - mae 2 4 
po Sf eee cha ets 4 4 
i ree By ee 1 2 
NN hd wraaw oils ah 16 13 26 55 
Eastern— 
a ee exe 3 ses 1 
>. ee ive eke 1 1 
NOW JOrmey cccccccsen 10 23 26 59 
Be A sk bcheeseane 70 128 : Be 
Pennsylvania ........ 27 20 73 
TT 00 wee bb waibnid 6 1607 178 126 411 
Appalachian— 
SED 0 bac salele ds sas i. dee 1 
.; ae 2 2 
West Virginia ....... 3 1 1 5 
EE vves ee eeeenedes 3 2 3 8 
CAMAGR 6 ievin'e we cvscsees 16 156 192 464 
BTR wdteiene cunt ee 7 11 5 23 


2 
5) 
+] 
a 
os 
° 
o 
& 
~ 
a 
iS 
eo 
~ 
i. 
n 
oo 
ro 
i 
~ 
So 
ao 
> 
2 

















INDUSTRIAL 


LUMBER CO., INc. 





ALL SHED AND YARD 
STOCK MARKED: 


“INDUSTRIAL” 


ELIZABETH, 
LOUISIANA 
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A Nose Dive for 
Your Inventory 


Your inventory takes a nose dive 
when you avail yourself of Seidel’s 
quick order local lot shipment service. 


Big stocks cut your profits. Use 
Seidel’s from-one-board-up service and 


keep your stocks moving. Turnover 
makes you money. Need stock in a 
hurry? Ask Seidel! Telephone 0240. 


How may we serve you today? 
dulius oO 


Sex 


LUMBER Co. 





St. Louis, Mo. 








GULF RED CYPRESS 
COMPANY 
Distributors of high class Gen- 
uine Tide Water Red Cypress. 
Straight or Mixed Cars. Annual 

capacity of our mills 
150,000,000 feet Cypress 
50,060,000 feet Southern Hardwoods 


13th Floor Barnett National Bank Bidg., 
JACKSONVILLE, FLORIDA 

















Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 























White P ine MINNESOTA 
WESTMONT 


LONG and SHORT 
ALso | Yellow sgl 


| WM. SCHUETTE CO. 


Pittsburgh. Pa. New York, N. Y. 
= 











News No 


Portland, Ore. 


June 1.—Lumber production in the fir dis- 
trict has been curtailed to avoid crowding 
the market with a surplus, and as a result 
quotations are holding firmer than perhaps 
buyers expected they would. Several large 
mills in this district remained shut down the 
greater part of this week and will operate 
only three days next week. Some, it is an- 
nounced, will go on a_ three-day-a-week 
schedule until the demand warrants a larger 
volume of production. 

While lumber exports are not heavy from 
this district a considerable movement is re- 
corded. 

The Columbia River supply of saw logs is 
below normal and log prices are steady. So 
far, weather conditions have been favorable 
for logging operations, and there is now 
little danger of extremely high water in the 
rivers from melting snows. But the camps 
may have to shut down for a few weeks dur- 
ing the dry season with its forest fire 
hazards, and then there may be a scramble 
for raw material unless a surplus is accu- 
mulated in the meantime. 

Electric motors are to supplant the steam- 
operated engines in the plant of the 
Spaulding Logging Co., at Salem, it is an- 
nounced by Charles K. Spaulding, at a cost 
of about $60,000. 

From Astoria it was reported this week 
that negotiations have been closed for the 
sale of the properties of the B.-W. Timber 
Co. to a new corporation known as the Tide- 
port Logging Co., formed by the Wright- 
Blodgett interests and their Michigan, Wiscon- 
sin and Oregon associates. The new corpora- 
tion has a capital stock of $750,000, and it 
will take over, under management of Lewis 
Mills, the operations heretofore carried on by 
the B.-W. Timber Co. It is planned to. put 
into the water annually about 100,000,000 feet 
of logs. Part of the output will be sold in 
the open market and part will be taken by the 
Westport Lumber Co. and the Knappton Mills 
& Lumber Co. 


Tacoma, Wash. 


June 1.—Word that the special train carry- 
ing the party from the Northwestern Lumber- 
men’s Association will arrive in Tacoma Aug. 
8, was received by the Tacoma lumber manu- 
facturers yesterday. The Northwest retailers 
are planning a visit to the Pacific coast and 
Alaska. Arrangements for their entertain- 
ment while in Tacoma will be made by the 
Tacoma Lumbermen’s Club, which has a spe- 
cial committee, headed by J. G. Dickson, in 
charge of the preparations. 

Plans for the annual golf tournament, 
sponsored by the Tacoma Lumbermen’s Club, 
which has become one of the major social 
events of the year for Pacific Northwest lum- 
bermen, were discussed at the regular meeting 
of the club yesterday. The date for the 
tournament will be decided on before the next 
meeting and will be either late in July or 
early in August. Committees to make the ar- 
rangements will be named at next week’s 
meeting by President Karl B. Kellogg. 

An invitation to all members of the club to 
make a water trip to Vancouver, B. C., next 
Saturday, was presented by Roy Sharp on 
behalf of the Foss Launch & Tug Co. (Inc.). 
The Foss company is putting a new deep sea 
tug into service and will take the club mem- 
bers to the Canadian city on the vessel’s 
maiden trip. 

No business was done at yesterday’s ses- 
sion, which was followed by the regular meet- 
ing of the manufacturers under the direction 
of Ralph Dickman. 

Tacoma shingle manufacturers are much 
pleased at the inclusion in the tariff bill, 
adopted by the House of Representatives, of 
a 25 percent duty on shingles. The general 
opinion here is that if the same schedule is 
adopted by the Senate, the shingle industry 
of the Pacific Northwest, so long in the 
doldrums, will revive. 

A new method of detecting forest fires will 
be tried out in the Tacoma district this sum- 
mer. E. J. Fenby, Federal forest supervisor, 
has announced plans by which panorama 


tes from Ame 


photographs will be made daily by each of 
the ten observatories in the Tacoma district, 
and these pictures oriented on a true meridian, 
and adjusted at a central station, so that the 
exact location of any fire shown can be in- 
stantly given by range finding methods. The 
new method is said to be a great time saver 
in fighting fires. 

The annual meetings of the stockholders of 
the Weyerhaeuser Timber Co. and of several 
subsidiary organizations are now in progress 
at the company’s local headquarters. Yester- 
day the stockholders elected a board of trus- 
tees, which in turn elected officers. The 


Weyerhaeuser Sales Co. was in session yes-~ 


terday. The trustees named were F. S. Bell, 
George S. Long, F. E. Weyerhaeuser, G. A. 
Weyerhaeuser, W. L. McCormick, H. H. Irvine, 
H. J. Richardson, C. R. Musser, William Car- 
son, E. P. Clapp, and F. W. Reimers. Mr. 
Reimers was chosen to fill the vacancy left 
by the death of F. C. Denkmann. The board 
named Mr. Bell president of the company; 
Mr. Long, vice president and chairman of 
the executive committee; F. E. Weyerhaeuser, 
vice president; Mr. McCormick, vice president 
and secretary; Mr. Irvine, treasurer; Mr. 
Richardson, assistant secretary; George S. 
Long, jr., assistant secretary; E. W. DeLong, 
assistant treasurer, and F. R. Titcomb, gen- 
eral manager. J. R. Paetz was appointed 
cashier; Charles H. Ingram, assistant to the 
general manager, and Minot Davis, manager 
of the logging and timber department. Stock- 
holders from all parts of the United States 
attended the meetings. 

The Tacoma Harbor Lumber Co. was forced 
to shut down for most of last week following 
the breaking of a water main. 

Cc. R. Bordeaux and Russell Bordeaux, of 
Olympia, have organized the Hyak Lumber & 
Millwork Co. with a capitalization of $50,000. 
The new company will operate a plant at 
Olympia. 

F. W. Leadbetter, of Portland, has pur- 
chased a controlling interest in the Tum- 
water Paper Mills Co., which will be added 
to the chain of plants already controlled by 
Mr. Leadbetter and his associates. 


Seattle, Wash. 


June 1.—A number of changes in local 
rates on forest products became effective 
today, under Henry’s Tariff 41-B, according 
to the Traffic Service Corporation. The cor- 
poration is also in receipt of a letter from 
the Interstate Commerce Commission order- 
ing reparations on doors shipped to the At- 
lantic coast, amounting to approximately 
$8,500. Carriers will refund this amvuunt on 
or before June 26, 1929. The commission 
ordered the reparations because of unreason- 
able rates on doors. 

The Alaska Cypress Co. has moved from 
607 Lumber Exchange to 535. C. R: Berry, of 
the company, is in receipt of a letter from 
the termite investigation committee, with 
headquarters in San Francisco, ordering 
samples of Alaska cypress upon which to 
experiment. Mr. Berry declared that, so far 
as is known, there is no record of termites 
having attacked Alaska cypress. The com- 
mittee is sponsored by the National Lumber 
Manufacturers’ Association, and has a $50,000 
fund to spend in seeking woods resistant to 
termites. Mr. Berry says many inquiries 
from the East for Alaska cypress for spe- 
cialty manufacturing, such as making 
Venetian blinds, battery parts and piano parts. 
He states that his company is negotiating 
for large timber areas in both Washington 
and British Columbia. 

Japan, United Kingdom and Continental 
Europe are heavy purchasers of Alaska 
cypress, according to R. J. Browne, sales 
manager of the Yellow Cedar Co. The 
cypress is used for boat boards, piano parts, 
battery separators, interior finishing and 
in the chemical industry. 

Carl D. Lewis, of the Lewis Lumber Co., 
which specializes in large spars, booms and 
derrick timbers, declared that while there 
is a decided trend toward the use of steel 
for such structures, many of his customers 
are satisfied Douglds fir timber is best. Mr. 
Lewis has data on a Douglas fir derrick 
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which has stood for twenty-eight years. The 
derrick itself is 80 feet long, 30 inches wide 
at the butt, and 26 inches wide at the top. 
The boom is 70 feet long, 28 inches wide at 
the butt, and 24 inches wide at the small end. 

A strong tendency toward packaging 
stained shingles is reported by Donald H. 
Clark, manager for Starks Stained Shingles 
here. Four large manufacturers of stained 
shingles are now using either wrappers or 
cartons. Wrappers seem best, as wrapped 
shingles do not sweat much. 

The St. Louis-San Francisco Railway Co. 
today opened a service office at 723 White 
Building, in charge of E. F. LeFaivre. C. H. 
Morrill, traffic manager, will divide his time 
between the Seattle office and those in San 
Francisco and Los Angeles. 

The .Mercantile Lumber Co., which some 
time ago purchased the Hamilton Lumber 
Co.’s yard at 5550 East Marginal Way, today 
closed its yard at 2422 Third Avenue, and 
in the future will operate from East Marginal 
Way yard only, as the Hamilton Lumber Co. 


Los Angeles, Calif. 


June 1.—Cargo receipts at Los Angeles 
harbor were well over 100,000,000 feet during 
May. Even with this tonnage, the amount 
of unsold at the harbor is only slightly over 
8,000,000 feet, and prices remain firm. 

Building permits for May ran close to $8,- 
500,000, a decrease of about $400,000 under 
May of last year, but the figures for the year 
to date show a gain in excess of $3,000,000 
over the same period of last year. Major 
projects already announced for the summer 
months indicate little or no recession in 
building activity. 


Spokane, Wash. 


June 1.—It is generally conceded among 
wholesalers that a slight slump in demand for 
Inland Empire pines is being experienced this 
week, and how serious this may become in an- 
other fortnight is a matter for conjecture. 
There is no admitted danger of a break in 
prices. This report is serving to stimulate 
sales efforts all along the line. 

Fifty interested members and friends of the 
Spokane home modernization bureau met at 
the Davenport Hotel Wednesday to hear the 
annual report. David Brown, of the Long 
Lake Lumber Co., was in the chair. A forty- 
six year old house won the “oldest house” con- 
test conducted by the bureau, which closed 
this week, 

Spokane lumbermen will be hosts to a party, 
made up principally of retailers in Minnesota, 
Iowa, North and South Dakota, Nebraska, Illi- 
nois, Wisconsin and Michigan, which will visit 
Spokane Aug. 5. From Spokane, motor trips 
will be made to the mills of Coeur d’Alene 
Lake. A dinner-dance will be given in honor 
of the visiting delegation by the Western Pine 
Manufacturers’ Association. At Sandpoint, 
Idaho, the guests will view the vast opera- 
tions of the Humbird mill of the Weyer- 
haeuser Lumber Co. 

Spokane Hoo-Hoo are preparing to conduct 
a summer-long campaign in the interests of 
fire prevention. Speakers will make three- 
minute talks. 

A thousand-year-old splinter of red cedar 
in perfect condition, taken from the ruins of 
a cliff dweller’s habitat in Arizona, was ex- 
hibited to Hoo-Hoo Friday by Ed Hamacher, 
who has’ just returned with his wife from an 
8,500-mile automobile tour of the Southwest 
and South. 

The Arthur Farris Lumber Co. announces 
that the Duffy-Hamacher Lumber Co., of 
Spokane, has been given the exclusive sales 
agency for the entire output of around 5,000,. 
000 feet annually, mostly Pondosa pine. The 
Duffy-Hamacher concern also has exclusive 
sales agency for the Hotsprings Lumber Co., 
Hotsprings, Mont. 

An increase of 60,000,000 feet in annual 
capacity of the Hedlund Manufacturing Co., 
through its Spokane and West Fork mills, has 
been made possible by new equipment ordered 
from the Allis-Chalmers Manufacturing Co. of 
Milwaukee, Wis. The new equipment includes: 
One 7-foot roller bearing band mill; one 62- 


ricas Lumber Centers 


inch carriage with roller bearings; one 12- 
inch steam feed, complete; one complete set of 
log deck equipment with kickers and niggers; 
one 72-inch edger with roller bearings, and 
75-horsepower motor with direct connected, 
steel live rolls, chains and conveyor drives 
complete. Exceptional production and sales 
activities for the year to date—with sales of 
frames, trim, moldings, lumber and boxes, 
principally of Pondosa pine, running 50 per- 
cent ahead of the first five months of 1928— 
are given as reasons for the increase in facili- 
ties. The Spokane mill is running three 7%- 
hour. shifts, and the West Fork mill one 9- 
hour. shift daily. Virtually all States in. the 
Union are users of Hedlund products. 

Forty thousand feet a day is the reported 
capacity of the new Chambers & Rooney saw- 
mill to open at Kamiah, Idaho, shortly. The 
old Rawson-Works mill has been taken over, 
Timber will be purchased from farmers in the 
hill country. ; 


Vancouver, B. C. 


June 1.—All British Columbia mills are par- 
ticipating in the general curtailment program, 
and this has shown a decided tendency during 
the last few days to strengthen present prices. 
Export cutting has been offering in large 
quantities. All mills have good order files for 
the next thirty days. The log market is 
keeping very strong and mills are now pay- 
ing the new list prices. Shingle business is 
rather slow for this time of year. 


Denver, Colo. 


June 3.—The local lumber market has con- 
tinued lively, as the weather has been ideal, 
and building is going ahead fairly well in 
Denver, while rural building is ahead of what 
it was at this time last year. Lumber yard 
managers in the smaller towns of the State 
report that there is much building being done 
on the farms. 

The annual New Industries Day was held 
at the regular luncheon of the Denver cham- 
ber of commerce one day last week. One of 
the principal speakers was J. L. Morris, Colo- 
rado superintendent of the National Lumber 
& Creosoting Co., which firm recently estab- 
lished a plant in this city. 


Kansas City, Mo. 


June 4.—Lumber demand was a little larger 
last week, largely on increased buying by city 
yards. Country demand was a little off in 
the middle West, as farmers are busy getting 
in a corn crop where field work is possible. 
A few days of dry weather permitted plow- 
ing and planting and a considerable area of 
corn already is in. A few more dry days will 
permit most of the corn acreage to be 
planted. There has been a tendency toward 
weakness in some items because of the eager- 
ness of small mills to get business. In the 
main, however, prices have been well held. 





Minneapolis, Minn. 


June 3.—A surprisingly brisk trade for this 
time of year in northern white cedar lines 
features the market. Stocks are in good as- 
sortment; but 5- and 6-inch, 7-foot posts are 
becoming scarcer. Prices are holding firm 
except in the case of some individual dealers 
who are inclined to shade quotations on cer- 
tain overstocked items. 

Northern pine prices hold firm. Most north- 
ern pine now selling is going into remodelling 
and repair work, to the box and crating fac- 
tories, and to railroads, for repair work and 
maintenance. Spring building in Minnesota 
is still being held up by unseasonably cold 
weather. Millwork and lath show little ac- 
tivity. 

The April report of the ninth Federal Re- 
serve district, just issued, shows that 495 
representative yards sold 11,076,000 board 
feet of lumber as compared with 9,438,000 
sold during the corresponding month last year. 
The sales for the same yards amounted to 
$1,679,500, while in April, 1928, they totalled 
$1,443,700. 

Movement of transit lumber and shingles at 
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Decorator General 
Purpose 


Extension 





SPRUCE 




















Western Painter’s Trestle 





LADDERS 























New York Truss 


Close Top 
Fruit 








Write for our latest prices. We pay the 
freight. Send us your future orders for 
winter shipment. We will give Spring 
Dating. This will protect you from any 
change in prices. 


W. W. Babcock Co. 


BATH, N. Y. 
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Douglas Fir 
and Western 
Hemlock 


Lumber and 
Timbers 


Here is the place to 
get any stock you re- 
quire—green or dry, 
rough orsurfaced, any 
size or grade. Just 
send us a memoran- 
dum of your require- 
ments and let us dem- 
onstrate our service 
to you. 


We cut timbers all 
sizes up to 80 feet in 
length. 


q 


Car and Cargo 
Shipments Anywhere. 








DEMPSEY 


| Lumber Co. 
TACOMA, WASHINGTON 








{ We Can Quickly 
Fill Your Orders 


for all standard > A> 


items in lumber, 
lath and shingles dy 
right from our Sf 
bend. Our Gay ? 

nd. ur daily 
capacity of 225,- |] © Cnt 
| 000’ lumber; 150,- <B © 
5 000 lath and 50,000 
Ki shingles keeps well tp 
balanced stocks. 


) White River Lumber Co. 


q ENUMCLAW, WASH. 

















The Polleys 
Lumber Co. 


Manufacturers of 
mae Pondosa 


os Pine 
Selects 


General Offices and Mills: 
Miktsskecliss, Missoula, Mont. 











the yards of the Minnesota Transfer Railway 
Co. last week was inconsequential, three of 
four cars on the tracks last week being moved 
and two new ones arriving. Of six cars of 
shingles there a week ago, all but one had 
been moved, and three others arrived. 


Milwaukee, Wis. 


June 4.—Retail yards throughout Wisconsin 
are reporting great activity, and building lum- 
ber is moving in considerable volume. The 
greatest increases in current construction are 
in Racine, Green Bay, Madison and Milwaukee. 
Demand continues strong from machinery and 
implement manufacturers, Interior woodwork 
manufacturers are buying considerably less 
than in previous years, but demand from floor- 
ing and furniture firms is fair. Box factories 
are producing less than usual, but makers of 
basket veneers report increased trade. 

Mills in the North report that nearly all 
orders are for rush delivery. Stocks of lum- 
ber from the last cut are beginning to be 
dry enough to ship and it is not likely that 
there will be any carry-over of birch or maple 
in common dimensions. Prices are generally 


a 


June 5.—Northern pine mills are shorter of 
dimension stock than of boards, but good dry- 
ing weather during May promises to enable 
them to fill gaps in stocks, since some of the 
stock that usually is 90 days or more in dry- 
ing is getting into condition for shipment. 
In parts of the Head of the Lakes region there 
was considerable rain last month, but some 
mills report that they already are in position 
to ship some items manufactured in March. 
The mills are fairly well stocked with boards, 
of practically all sizes. May, June, July and 
August usually are the busiest months of the 
year for northern pine producers. Thus far 
sales and shipments have been ahead of pro- 
duction, but mills are now making a special 
effort to catch up on orders for dimension 
stuff, and are turning out other items at 
capacity. In first part of June, dry stock 
assortments will have improved, but there is 
no indication that prices will not hold steady. 
Prices are strong on items which up to this 
time have been in surplus. 7 


Baltimore, Md. 


June 3.—Though a number of big under- 
takings that call for millions of feet of lum- 
ber are either under way or taking shape, local 
dealers benefit to a very limited extent. Some 
four million or five million feet of softwoods 
is needed for the Glenn Martin airport, with 
one item alone, ceiling, amounting to 600,000 
feet. The contractor finally placed the order 
through the Chicago office of the Great South- 
ern Lumber Co., of Bogalusa, La. The con- 
tract for the Berliner-Joyce airport enterprise 
required delivery of the lumber within a week, 
and none of the local interests was in a posi- 
tion to give it, so the business, it is said, was 
given to the Weyerhaeuser Sales Co., which 
has a big depot at Curtis Bay. The project 
of bridging the Chesapeake Bay, from North 
Point to Kent County, some nine or more 
miles, has not yet reached the stage for invit- 
ing bids. 


New York, N. Y. 


June 4.—The first two days of the week 
have been fairly busy ones in the wholesale 
offices and in the retail yards. It was the 
first time this spring that activity seemed 
general. Those who found time to talk were 
not overly enthusiastic about conditions. The 
market in western fir is especially active, and, 
with shipments fairly well in hand and sur- 
plus stocks in good control, the outlook 
seemed encouraging. The retail yards are not 
as well stocked with fir as they were a year 
ago, but wholesalers are not expecting an 
active buying movement. Trade in Idaho and 
Pondosa pines continues handicapped by a 
shortage of supplies. Incoming supplies of 
eastern spruce lath have gradually increased 
and the present week will see substantial ar- 
rivals, with prices well maintained. 

L. F. Griffin, formerly with Lawson & Mc- 
Murray and the C. F. Albert Lumber Co., has 
organized the Tri-Borough Lumber Co. at Has- 
brouck Heights, N. J. 

The council of directors of the New Jersey 
Lumbermen’s Association recently decided to 


sd 


incorporate, with Russel E. Watson, of New 
Brunswick, N. J., as attorney of record. 

Thomas M. Ralston, lately sales manager of 
the Indiana Flooring Co., has taken on the 
local accounts of several important Michigan 
and Wisconsin manufacturers of maple, birch 
and beech. He is also exclusive representative 
for a group of oak mills. Mr. Ralston has 
established headquarters at 29 Primrose Ave- 
nue, Mt. Vernon, N. Y. 

Robert C. Hansen, of Freeport, Long Island, 
has been appointed Long Island representative 
of the Rice & Lockwood Lumber Co. He was 
formerly with Robert R. Sizer & Co. 


Pittsburgh, Pa. 


June 4.—May business was quite disap- 
pointing in some quarters. There is a great 
deal of money being invested in building just 
now, but many of the big enterprises require 
little lumber. Probabty at no time during 
the year have prices generally held as firmly 
as in the last ten days or two weeks. No. 2 
and better southern pine uimeusion aud buvards 
are in steady demand and orders now being 
placed are generally for rush shipment. The 
upper graues vi pine tooriug etc. seem 
stronger than at any time in the last four or 
five months. Mixed cars of fir are often diffi- 
cult to piace for quick shipment. Demand 
for Idaho, Pondosa, and California white and 
sugar pines appears to be holding up. with 
prices steady. Stocks of the Inland Empire 
pines are nuw in better assortinent. 


Boston, Mass. 


June 4.—Softwood trade has been and still 
is disappointing. The slump in building is 
ascribed to various causes. The consensus 
among city yards is that building will pick 
up this month. The weather has certainly 
been unfavorable for building. Four cargoes 
of softwoods and two of hardwoods arrived 
last week from Nova Scotia. One cargo of fir 
and hemlock arrived from British Columbia, 
and a shipment of teak from Singapore. 

E. V. French, of the Atlantic Lumber Co., 
went to New York last week and will visit 
his company’s mills at Knoxville, Tenn., and 
Clayton, La., before returning to Boston. 

William L. Smith, of the Lexington Lumber 
Co., recently returned home after nearly four 
months in Europe, 


Toronto, Ont. 


June 3.—Unquestionably there is a good 
volume of trade in Ontario, and prices are 
firm. Building operations are well maintained 
and are on a iarge scale in the bigger centers. 
Industrial conditions generally are good, espe- 
cially in the automobile and furniture manu- 
facturing lines. 

There is a feeling here that developments 
must be carefully watched on account of the 
possible effects of depressed stock and grain 
markets, the United States tariff increases 
upon important articles produced in Canada, 
and the general industrial and financial situa- 
tion in the United States. Should the duty 
not be imposed on shingles, trade in them will 
continue active, but the effect of a duty would 
undoubtedly be to lower the price in Canada. 
There is a good movement of inch spruce, both 
culls and merchantable. It is believed here 
that the duty on hardwoods may be eliminated 
before the bill is passed, as exports of United 
States hardwoods to Canada are about three 
times as great as the imports from Canada, 
Dry stocks of hardwoods in Ontario are pretty 
well off the market. Four-quarter common 
and selects birch are scarce. 

At a recent meeting of the White Pine 
Bureau, held in Toronto, a discussion took 
Place of a proposal to trade-mark white pine 
lumber produced by the members of the 
bureau. Members were in favor of the pro- 
posal. The rules committee of the bureau is 
working on specifications for the grading of 
white pine lath. 

,A party of Canadians, including Roy Halli- 
day, chairman of the Wholesale Lumber Deal- 
ers’ Association, Toronto, and representatives 
from the Canadian Manufacturers’ Association, 
Toronto Board of Trade, and the United 
Farmers Co-operative Co., attended a meeting 
recently in Buffalo for the purpose of con- 
ferring upon the circular issued by the Trunk 
Line Association of New York, in regard to 
charges for unloading and reloading railway 
cars at the international border in search for 
contraband. The result of the meeting was 
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the formation of a committee of United States 
receivers of freight who will take the matter 
up with their*representatives at Washington. 

At the annual meeting of the Montreal Lum- 
bermen’s & Hoo-Hoo Club, officers were elected 
as follows: President, W. B. Blair; vice presi- 
dent, A. Beaudette; secretary, J. L. Bourbon- 
niere; treasurer, A. Langevin; directors, A. J. 
Smith, R. Emard, L. W. Halliday, H. H. Shep- 
pard and L. G. Gravel. L. A. Daigle was 
appointed honorary president, 

A large number of Montreal wholesale and 
retail lumbermen paid a week-end visit re- 
cently to the Lumbermen’s Fish & Game Club, 
at Lake Morgan, Rawdon, Que. 

F. W. Fearman, of Coast Sawmills (Ltd.), 
Vancouver, B. C., is on a business visit to 
Toronto. E. L. Connors, sales manager Hunt- 
ting-Merritt Lumber Co., Marpole, B. C., re- 
cently paid a business visit to Toronto. 

Hunter Pannill, of the Pannill Door Co., 
Toronto, and Mrs, Pannill returned recently 
from a motor trip to Virginia and South Caro- 
lina. J. L. Macfarlene, of the Canadian Gen- 
eral Lumber Co., Toronto, is on a business 














The employment of wood for useful and orna- 

mental purposes out of doors is well illustrated 

in this photograph of trellis and lattice work 
leading to the garage at rear 





trip to the Maritime Provinces. W. A. Roberts, 
of Geo. McKean & Co., wholesale lumber deal- 
ers, St. John, N. B., recently called upon the 
trade in Toronto. 


Norfolk, Va. 


June 3.—The North Carolina pine market 
has been more or less unsettled. The credit 
situation is causing a lot of worry. The banks 
are very critical in their inspection of loans 
and discounts, and yard collections are very 
slow. ° 

Demand for edge 4/4 No. 2 and better band- 
sawn has been fair, but that for circular stock 
has been very quiet. A few inquiries have 
been received from New England for good 
circular stock. Edge 4/4 No. 3 has been very 
quiet. No. 2 and better 4/4 stock widths, band 
sawn rough, have been slow, but there has 
been a fair demand at good prices for small 
lots of dressed stock. Good rough circular 
sawn stock widths have been selling better, 
but buyers are not eager for quick shipment. 
No. 3 4/4 stock widths continue to move rather 
slowly, even 10- and 12-inch widths. No. 2 
and better stock widths, 5/ and 8/4 mixed, 
have been moving better, as have No. 2 and 
better 4/4 miscuts. Bark strips, No. 2 and 
better, are very quiet, even though low prices 
are asked. 

There has been very little demand for edge 
4/4 No. 1 box, kiln dried rough. A little more 
air dried edge box is being taken, but this is 


far from active. The small framing and board 
mills need money every week and customers 
are not willing to take shipments even at very 
low prices, so the only course for the mills is 
to shut down. No. 1 4/4 stock box, dressed, 
has been moving a little better, but rough 
box has been quiet. Box makers offer low 
prices that millmen will not accept. No. 2 
stock box, 4/4 dressed and also resawn, con- 
tinues in good demand and many small mills 
are practically sold out on all widths. Stock 
box, 5/4 dressed, is in good demand, but 5/ 
and 6/4 edge box are quiet and weak. Box 
bark strips, 4/4, are not active. 

Orders for mixed cars of flooring etc. have 
not been coming in rapidly, and dressed and 
resawn box has not been moving so well. 
Prices show no change, and planing mills state 
emphatically their intention to close rather 
than make further concessions. Kiln dried 
roofers have not been moving so well recently, 
but there has been a little better demand for 
air dried. However, many large “transit” lists 
of air dried roofers are being circulated. The 
6-inch air dried have been bought recently at 
$17.50 f. o. b. cars Georgia main line rate. 
One or two South Carolina mills have been 
more anxious to sell 8-, 10- and 12-inch roofers 
at prices slightly less than those based on 
Georgia main line rate. 


Macon, Ga. 


June 3.—Roofer manufacturers report a 
steady demand, though volume of orders is not 
altogether satisfactory. Shipments are going 
to the eastern markets, and volume is so good 
that some mills are reported to be running 
close to capacity. A good feature of the situ- 
ation is that Georgia, Alabama and South 
Carolina are taking a great amount for con- 
struction of textile villages and other develop- 
ments. Prices are about as they have been. 

Longleaf pine manufacturers report a good 
business again this week, orders coming in 
from the East as well as from points in the 
Southeast where development projects are 
under way. Local wholesalers say that there 
is an especially good°- demand for larger sizes. 


Warren, Ark. 


June 3.—Orders for Arkansas soft pine are 
slightly under both shipments and production. 
Practically all the large mills have shipped 
considerably more this month than they have 
produced. Some badly mixed orders booked 
early in the spring have not been filled as 
promptly as dealers wished, and a few old 
orders are still unshipped. The mills are mak- 
ing use of a slight decline in buying to clean 
up their order files, and to accumulate stocks 
they have been oversold on. 

Scarce items are 1x6-inch, 18- and 20-foot 
B&better and No. 1 siding, of which Oklahoma 
and Texas dealers require a fair amount. Only 
small amounts of these lengths can be had in 
flat grain flooring. Orders for 5/4x12-inch 
Bé&hetter finish have had to be delayed, be- 
cause it is scarcer today than for two years: 
the 10- and 20-foot continues very scarce and 
only a small amount of the 12-foot is avail- 
able. The same lengths are exceedinely hard 
to find in 1x12-inch No. 1 boards, and certain 
mills are declining orders for 18- or 20-foot 
No. 1. 

Heavy shipments of finish have reduced mill 
stocks under the average, and scarce items are 
1x4-inch, 14-foot, 1x6-inch 14- and 18-foot, and 
1x8-inch, 16-foot, though other lengths are 
plertifnl, All erados af flanrine and ceiling 
continue in good demand, and rot much bun- 
dled stock is on hand. No. 1, 1x6- and 10-inch, 
continues scarce; also No. 3 1x109-inch boards 
and shiplap. Nos. 2 and 3 fencing strips, 1x4- 
inch, are not plentitful, as industrial demand 
for crating has been active. 

No. 1 dimension is in fair supply, except 
2x12- and 2x4-inch, 18- and 20-foot. No. 2 is 
more plentiful, though large mills have to 
decline orders for any quantity of 2x4.- 6- and 
8-inch, only 14-foot being available for other 
than mixed car loadings. Recent sales have 
practically cleaned up stocks of No. 3 dimen- 
sion. 

Orders for trim cortinue plentiful. Stocke 
of No. 1 lath were reduced durine May, and 
No. 2 lath cortinue very scarce. No. 3 coop- 
erave lath sell readily. 

The small mills have been able to onerate 
fairly steadily and have sold their stock as 
fast as it was dry enough for loading. Several 
of the onerators kiln dry their stock. so thev 
do not have very much on hand, Small-mill 
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WE sell Hemlock that don’t 
come back to customers that do. 
REMEMBER this when ordering 
your next car. 


Pacific States 
Lumber Co. 


TACOMA, WASH. 







Manufacturers of 


Douglas Fir, West Coast Hemlock, 
and Red Cedar Products 


REPRESENTATIVES: 


8. B. Marvin, 518 Peoples Gas Bldg., 
Chicago, Ill. 

K. J. Clarkson, 833 McKnight Bldg., 
Minneapolis, Minn, 

Jas. A. Harrison, P. O. Box 745, Sioux Falls, 


P. O. Box 1187, Fargo, N. D. 
P. O. Box 171, Denver, Colo. 
1330 J St., Lincoln, Neb. 
Service, 815 Lemcke Bldg., 
Indianapolis, Ind. 


Frank Probst, 
A. 


H. E. Wade, 
Associated Lbr. 














SITKA_SPRUCF 


We cut our own 
timber, in a modern 
Band Mill, equipped with latest 
type Kilns and High Speed Planers. 


Our Specialty is Shop 


(Strong to Edge Grain) 


Also Spruce Finish S4S 


(13/16 x 1/2” Off in Width) 


Capacity 150,000 Ft. 
8 Hours. 


WINCHESTER BAY LUMBER CO. 


REEDSPORT, OREGON 
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yard stock. Moulding and Gutter. 


JOHN D. COLLINS 
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Ernest Delpes 
HIGH LNE STRUCTURAL __ GRADE 
DOUGLAS FIR 


Saves weight—Strong, but Light. 


ERNEST DOLGE, Inc. 
TACOMA, WASH. 
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prices for straight cars of dimension are $2@3 
under those of larger mills, when small-mill 
stock is sold to the wholesaler for transit 
shipment, but better prices are obtained when 
they carry enough stock to fill mixed orders. 

Summer weather has been a big benefit to 
the cotton crop. Plants that were hurt by 
cold weather ten days ago are straightening 
up and less replanting will be necessary than 
was expected. 

R. A. Gibbons, of Montgomery, Ala., con- 
nected with the C. A. Mauk Lumber Co., of 
Toledo, Ohio, and C. B. Pooser, of Meridian, 
Miss., connected with the Biddle Purchasing 
Co., of New York, were here this week look- 
ing for connections with larger Arkansas 


mills. 
St. Louis, Mo. 


June 3.—Conditions in the money market, 
rainy weather and strikes in the building 
trades have combined to cause a slump in 
building operations in St. Louis. Increased 
demand for southern pine is coming from 
some of the larger cities, such as Cleveland 
and Chicago, while the oil fields of Oklahoma, 
and Kansas rural communities, are also show- 
ing greater interest. The demand is largely 
for boards and dimension, shed stock selling 
mostly in mixed cars. The crating business 
was in a slump for several weeks, but has 
shown a marked increase recently. Although 
prices are unchanged, the market is firm at 
present levels. 

The situation as to 4/4 No. 1 plain and se- 


C0 - CALIFORNIA Co 


cae White Pine 
alifornia Sugar Pine 


and Arizona Soft Pine 
Best Stock for Factory and Pattern Lumber. 


4st LOUIS WUICHET, Inc. 
Reon 112 aitvarEaseenes CHICAGO, ILL. 
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ALIFORNIA 


WHITE PINE 








Our soft, light lumber, 
cut from hiyh altitude 
timber, offers big val- 
ues in 


BOX, SHOP 
and CLEARS 


Try us next time. 


Clover Valley Lumber Co. 


LOYALTON, CALIFORNIA | 


oe 
and 
Woodworking 


Factories 


will find some very attractive values in 
our high quality, carefully milled 


NO. 2 SHOP AND BETTER 


California White Pine 


Write us now about your lumber requirements 
and ask for stock list. Our annual production 
of 35,000,000 feet insures prompt service. 


Feather River Lumber Co. 


We are pre- 
pared to fur- 
nish mixed 
cars of boards, 
dimension 
moulding and 
clears to the 
yard trade. 











Buyers for 
Planing Mills 











4 DELLEKER, CALIF. ol 





lect white oak is uncertain. There is no great 
demand for this item, because of the inactivity 
of flooring interests. The flooring trade in 
St. Louis has been affected, with other build- 
ing interests, by the strikes in the building 
trades. 


Shreveport, La. 


June 3.—The demand for pine is steady, but 
not of any great volume. Prices on No. 2 
dimension, particularly 2x4-inch, and on No. 2 
shiplap and center matched flooring, have been 
hammered down to about bottom, and if there 
is any change now it will be upward. If the 
prices of straight cars do decline further, the 
mills will begin curtailing as prices even now 
are too low, and some mills are showing a 
tendency to slow up. Mills that had been 
shipping straight car are turning their at- 
tention to moderately mixed orders for direct 
shipment. The wholesalers who have been 
in the habit of getting shipments strung 
out, so as to move them easily even on a slow 
market, are finding that the small mills, when 
they take an order for a dozen cars or so, 
_ shoot them out so fast that demurrage begins 
almost immediately, and less business of this 
kind is being done. Dealers in the North who 
can not get what they want by taking a smail 
excess of certain items in a car of transit 
stock, are now sending in direct orders for 
just what they need. Weather has been bad 
throughout producing territory. Eastern 
Texas is simply over-flowing with water, and 
the rivers and bayous everywhere are bank 
full. 

The hardwood market is showing weakness, 
demand not being so good. 


Laurel, Miss. 


June 3.—The pine market seems to be a 
litle stronger than it was at this time last 
week, While no large orders have been 
placed, enough business has come in from 
retail yards to keep the market fairly active 
and prices firm. Local mills are shipping 
all their kiln dried lumber, and yard stocks 
are also in good demand. The continued 
rains in this section make it almost impos- 
sible to furnish air dried stocks. The export 
market is still weak. Sawn timber remains 
in about the same condition as during the 
last month. Kiln dried sap demand, how- 
ever, shows signs of improving. 

Hardwood production may exceed orders 
slightly. Local mills continue to run full 
time and shipments are of good volume. 
Prices remain firm. 


Birmingham, Ala. 


June 3.—Excellent weather has helped retail 
trade. There is a good volume of buying for 
repair jobs, but prices have been shaded even 
on small bills. Such orders call for a good 
proportion of supplies other than lumber, and 
all yards have to stock builders’ supplies and 
in some instances hardware. Dealers find it 
difficult to put stock on the job fast enough. 
Collections show signs of improvement, as 
loan money is easier to secure. Some yards 
have refused to open accounts for less than 
$50, while others are on a cash basis. Con- 
tractors find prices of No. 1 stocks out of line 
with those on No. 2 and better, and most 
sales are of Nos. 1 and 2 common. No. 2 
dimension is being delivered from No. 2 and 
better dimension stocks. Mill prices on flooring 
other than Nos. 2 and 3 are stronger than they 
were last week. Mill stocks of all items are 
getting heavier, and order files becoming 
thinner. Output is 25 to 50 percent greater 
than it was six weeks ago. Special cutting 
is not in as large demand as it was two weeks 
ago, but export material is moving in good 
volume. Car materials are in fair demand, 
as are long dimension and joists. Most spe- 
cial cutting is of heart stock or longleaf. 
Merchantable longleaf grooved flooring, 22- 
foot, sells at $36 on a 10 cent rate, but sold 
last year for $40@42. Last week boards be- 
gan to decline. Roofers 1x6-inch, and No. 2 
air dried boards, sold as low as $17.50, and 
not more than $1 extra can be obtained for 
kiln dried. The 10- and 12-inch boards are 
slow, as is shiplap, and the price trend is 
downward. Some mills have sold 1x6-inch 


No. 3 common, delivered here, as low as $18.50. 
No. 3 flooring, 3- and 4-inch, is slow, and 
6-inch S2S&CM sold down to $15.00, mill, while 
S48 sells at $1 or $1.50 more, 


Roofer rejects 


for cheap sheathing sell at $14. Oak flooring 
is slow, maple and gum getting the prefer- 
ence, while more longleaf pine is being used. 

The Batson-Cook Co., West Point, Ga., which 
has a contract with the Goodyear Tire & Rub- 
ber Co., Gadsden, Ala., for about nine hundred 
houses for employees, has secured the con- 
tract for the village at Rockmart, Ga., in 
which about nine hundred homes will be con- 
structed. The order for lumber has been 
divided among a number of mill representa- 
tives. Contracts totaling $1,750,000 were let 
by the Goodyear company last week. 


Bogalusa, La. 


June 3.—A meeting of all group chairmen of 
the Sullivan Memorial Association has been 
called for the purpose of receiving reports and 
ascertaining the total amount pledged to date 
to the $25,000 fund for establishing a manual 
training school as a memorial to the late Col. 
W. H. Sullivan, “father of Bogalusa.” 

Charles H. Herty, of New York, and Alex 
Sessions, of Cogdell, Ga., ardent advocates of 
reforestation, visited Bogalusa last week. 
They are on a tour of the Southeast, where 
they are making a study of reforestation 
methods. 

An air marker on the dressed lumber shed 
in the yards of the Great Southern Lumber 
Co. guided a Pensacola aviator on his course 
last week, The word “Bogalusa” is painted 
in letters eight feet high on this shed. 


Jacksonville, Fla. 


June 3.—The Moore Dry Kiln Co. re- 
ports having booked a number of orders re- 
cently from prominent furniture manufac- 
turers, who are putting in Moore kilns for 
seasoning hardwood furniture stock. Among 
these are Bassett Furniture Co., Bassett, Va., 
which is installing three additional Moore 
kilns with Moore fireproof dry kiln doors 
and many of the latest Moore improvements; 
Martinsville Novelty Co., Martinsville, Va., 
a Moore kiln for seasoning hardwood furni- 
ture stock, the order including an automatic 
temperature and humidity recorder control- 
ler and Moore fireproof dry kiln doors; Mica 
Furniture Manufacturing Co., Mica, Va., and 
Stanley Furniture Co., Stanleytown, Va. All 
of these concerns are installing Moore equip- 
ment for the purpose of seasoning high 
quality furniture stock. 


SP SAR BAFBBEEAAAEEa: 


Quotations on Timber Issues 


Quotations on lumber company short term issues 
are on a yield basis. 


Bid Asked 
Pet. Pet. 
—Due 1931— 
Algoma Lumber Company ist 6s.... 6.75 6.00 
Bear Creek Logging Co. ist 6s...... 6.75 6.00 


Bladon Springs Lumber Co. 1st 6s.. 6.75 6.00 
Bloedel Donovan Lumber Mills 6s.. 6.75 6.00 
W. P. Brown & Sons Lbr. ist 5%s.. 6.75 6.00 
Connor Lumber & Land Co. Ist 6s.. 6.75 6.00 


F. P. Cover &-Sons ist 6%s......+.. 6.75 6.00 
Dorchester Lumber Co, 1st 6s...... 6.75 6.00 
Detroit Investment Co. ist 6s....... oe see 
Flanner, Company Ist 6s..... ecccce 6.75 6.00 
Glade Creek Coal & L. Co. ist 6%s. 6.00 aire 
Glendale Lumber Co. ist 6s......... 6.75 6.00 
TW. FB. Dee WE. Gh ccceccvccsceve 6.75 6.00 
Keystone Wood C. & L. Co. 1st 6s.. 6.90 6.00 
Lamar Lumber Co. Ist 6s........ coe OF 6.00 
Clayton & Anson Mark ist 6s...... 6.75 6.00 
McGowin-Foshee Lbr. Co. ist 6s..... 6.75 6.00 
W. D. McRae Lumber Co. ist 6s... es oe 
Oregon-Kalama Lumber Co. 1st 6s.. 6.75 ne 
Owen Oregon Lumber Co. ist 5%s... 6.75 6.00 
D. V. Richardson ist 6s........+-.- 6.75 6.00 
Saluda Land & Lbr. Co. ist 6s...... 6.75 6.00 
Spring Creek Lumber Co. Ist 6s..... 6.75 6.00 
Stack Lumber Co. Ist 7S.......+++.+ 6.75 6.00 
Temple (Knox) Lbr. Co. ist 7s...... ar o00 
Tennessee Stave & Lbr. Co. ist 7s... 6.90 6.00 
Umpqua Mills & Lbr. Co. Ist 6s.... 6.90 6.00 
Virginia Hardwood Lbr. Co. ist 6s.. 6.75 6.00 
Western Timber Co. Ist 68.......+.- 6.75 6.00 

Long Term— Bid Asked 
Brown Company 5448..-..+eeeeeeees 96.00 99.00 


Campbell River Tbr. Co., Ltd., Ist 6s 96.00 99.00 
Continental Tbr Land Co. ist 6%s.. 99.00 101.50 
Dierks Lumber & Coal Co. ist 6s.. 98.00 100.00 


Glendale Lumber Co. Ist 6s....... - 97.00 99.00 
Munising Paper Co. Ist 5%48......... 93.00 95.00 
Port Orford Cedar Products Co. ist 6s 97.00 98.50 
Rogue River Timber Co. ist 6s...... 93.00 96.00 
Stout Lumber Co. Ist 68.....e.+e+0% 95.00 98.50 


Trask Timber Co. Ist 68.........+-++ 93.00 99.00 
(Quoted by Baker, Fentress & Co., June 1, 1929.) 
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Incorporations 


CALIFORNIA. 
Co., incorporated; capital, $40,000 


Los Angeles—Crawford Lumber 


Torrance—Mullin-Hayes Lumber Co., incorpo- 
rated; capital, $50,000. 

FLORIDA. Greenville—Gibson-Justus Co.,_ in- 
corporated; capital, 100 shares, $100 par value: to 
deal in timber and crossties. 


Jacksonville—W. A. Hoffman Co., incorporated; 
capital, $25,000; to deal in lumber, iron and steel. 

Quincy-——Thomas-Little Lumber Co. increasing 
capital stock to 2,000 shares of $100 par value. 

ILLINOIS. Chicago—General Wrecking & Lum- 
ber Co. increasing capital from $25,000 to $90,000. 

MICHIGAN. Burr Oak—Burr Oak Mfg. Co., in- 
corporated; capital, $20,000; wood products. 

Rochester—Rochester Lumber & Coal Co., in- 
creasing capital from $70,000 to $91,000. 

NEW YORK. New York, Manhattan—New York 
Airports Builders’ Supply & Lumber Co., incorpo- 
rated; capital, 200 shares no par value; lumber 
and building materials; Francis S. Appleby, 20 
Pine St. 

New York, Queens—<Airport Lumber Co., incor- 
porated: capital, 200 shares, no par value; Gussie 
Zashin, 613 Baretto St., Bronx. 

NORTH CAROLINA, Chapel Hill—Farrington 
Lumber Co., incorporated; capital, $50,000 

OHIO. Louisville—Louisville Lumber Co., incor- 
porated; capital, $25,000. 

Toledo—Standard Cedar Supply Co., incorpo- 
rated; capital, $25,000; to manufacture and deal 
in all kinds of lumber, especially cedar timbers. 

OREGON. Lakeview—Lakeview Mfg. Co., in- 
corporated; capital, $35,000; sawmill. 

Portland—tTideport Logging Co., incorporated; 
capital, $1,000; logging. 

Sutherlin—Sutherlin Mill & Timber Co., incor- 
porated; capital, $5,000; sawmill and logging. 

TEXAS. Luling—Southwestern Lumber Co. in- 
creasing capital from $10,000 to $25,000. 

WASHINGTON. Chehalis—Southern Lumber Co., 
incorporated; capital, $25,000; sawmill. 

Olympia—Hyak Lumber & Millwork Co., incor- 
porated; capital, $50,000. 

Seattle—Hi-Line Lumber Co., incorporated; cap- 
ital, $12,000; sawmill. 

WISCONSIN. Hayward—Gillett Lumber Co., in- 
corporated; capital, $30,000. 

La Crosse—Segelke & Kohlhaus Co., incorporated; 
capital, $50,000; to deal in sash, doors, millwork 
and general wood products. 

Stone L . Lake Lumber Co., incorpo- 
rated; capital, $10,000. 

W hitewater—Hagenah-Bulkley Hardware Ca, 
incorporated; capital, $5,000; to manufacture and 
sell lumber, timber, logs and land. 


Business Changes 


ALABAMA, Greenville—A. D. Pryor Lumber Co. 
sold to W. T. Smith Lumber Co. 


CALIFORNIA. Burbank—Tiangle Planing Mill 
Co. succeeded by Trojan Cupboard Co. 
Montrose—Sullivan Lumber Co. sold to Fox- 
Woodsum Lumber Co. 


COLORADO. Lamar—Meyer Lumber Co. suc- 
ceeded by Berkley Lumber Co. 

FLORIDA. Ocala—Ray & Thomson (Inc.) sold 
to R. H. Todd Lumber Co. 

Orlando—Southern Millwork Co., Newell-Hurl- 
burt Co. and Certified Sales and Service Corpora- 
tion consolidated under name of the last; J. P. 
Williams, secretary. 


MICHIGAN. Northville—R. A. Brooks Co. mov- 
ing to Fenton. 

MINNESOTA, Vermillion—Vermillion Lumber 
Co. succeeded by Gipson Lumber Co. 

MISSOURI. Joplin—Central Lumber Co. pur- 
chased by Ed. Speck, formerly manager of the 
Long-Bell Lumber Co.’s yard at Augusta, Kan. 

Lees Summit—Hunt Lumber & Coal Co: suc- 
ceeded by J. C. Jones Lumber Co, 

St. Louis—Gram-Warner Lumber Co. changing 
name to Gram Lumber Co. 


NEBRASKA. University Place—-Meek Lumber 
Co. takes over stock and business location of the 
Sack Lumber Co. and will conduct business there. 
Smith Bros. Lumber Co. takes over business loca- 
tion formerly occupied by the Meek Lumber Co. 
and will remodel buildings. 

NEW HAMPSHIRE. Keene—Keene Woodenware 
Co. succeeded by New England Woodenware Cor- 
poration. 

NEW YORK. Brooklyn—Solomon Keidan chang- 
ing name to S. Keidan (Bertha Keidan, owner). 

East BRethany—tTrustee in bankruptey sold per- 
sonal property of the F. W. Putnam & Co., lum- 
ber dealers, to East Bethany Refrigerating Co. 

Springwater—F. H. Stuart & Song succeeded by 
Herbert W. Stuart, 

NORTH DAKOTA, Steele—H. J. Mersen Lum- 
ber Co. sold to W. J. Henry Lumber Co. 

OHIO. Camp Chase—Riebel & Graul Coal & 
Lumber Co. succeeded by O. G. Riebel & Co. 

Dayton—Hubbell Lumber Co. succeeded by Pro- 
gressive Lumber Co, 

OKLAHOMA. Shawnee—Gibson-Bland Lumber 
Co. sold to J. A. Butts Lumber Co. 

SOUTH CAROLINA. Greer—Dixie Lumber Co., 
owned by T. H. Brockman and Ben L. Greene, 
has been purchased by Malcolm C. Davenport, 











Carey Smith and James Fleming and will be 
operated by them. 


TENNESSEE. Henning—J. J. Megel succeeded 
by M. C. Raymond, 
TEXAS. Port Lavaca—P. K. Dudgeon sold to 


Spencer-Sauer Lumber Co. 

VERMONT. Burlington—Robinson-Edwards Lum- 
ber Co. succeeded by W. C. Edwards & Co, (Ltd.). 

VIRGINIA. Staunton—E. H. Holsinger (Inc.) 
changing name to Holsinger Lumber Co. 

WASHINGTON. Colville—H. A. Pearson, tie 
manufacturer, has sold equipment to C. A. Pear- 
son. 

Everett—Cargo Shingle Co. changing name_ to 
Minnetonka Investment Co. and increasing capital 
to $1,000,000. 

Olympia—Springer Mill Co. sold to Hyak Lum- 
ber Co. 

Seattle—Foster-Wyman Lumber Co. succeeded by 
M. A. Wyman Lumber Co. 

Seattle—Peter E. Hansen has purchased the re- 
tail lumber business of the Victory Lumber Co. 
and will operate as Hansen Lumber Co. 

Spokane—Peters Lumber & Supply Co. sold to 
Peerless Pine Mfg. Co. (Inc.). 

Tacoma—Midland Lumber Mfg. Co. succeeded 
by Specialty Mfg. & Lumber Corporation. 

WISCONSIN. Neillsville—Midland Lumber & 
Coal Co., of Minneapolis, operating a yard in 
Neillsville under name of Neillsville Lumber Co., 
has purchased the fuel business of O. E. Counsell, 
of Neillsville. 

BRITISH NORTH AMERICA 

ONTARIO. Hamilton—Long Lumber Co. (Ltd.) 
moving offices to Piggott Bldg., 36 James St. 

QUEBEC. Montreal—John Fenderson & Co. 
(Inc.) moving to 621 Confederation Bldg. 


New Mills and Equipment 


CALIFORNIA. Vernon—Owens-Parks Lumber 
Co. puting in a crane runway and incinerator at 
cost of $18,000. 

CONNECTICUT. Hartford—L. F. Dettenborn 
Woodworking Co. has let contract for construction 
of $150,000. 

IDAHO. Dover—A. C. White Lumber Co., saw- 
mill and logging, will construct a new camp and 
extend logging railroad. 

INDIANA. Stendal— Nass furniture factory, 
which was destroyed by fire about a year ago, is 
being rebuilt. 

NEW JERSEY. Newark—J. C. Kohaut (Inc.) 
will erect a woodworking plant at 117 Green St. 
to cost about $45,000. 

WISCONSIN. Janesville—Ralph A. Bond Co., 
Chicago, manufacturer of interior finish, has taken 
over the plant of the Hanson Furniture Co. and 
will remodel and install additional machinery’ for 
production of cabinet work, flooring and other 
interior wood products. 

BRITISH NORTH AMERICA 


ONTARIO. Streetsville—Dominion Sash (Ltd.) 
making extensive additions to plant and will triple 


output. 
New Ventures 


ALABAMA, Argo—W. L. Glenn has started up 
a new mill. 

Clanton—Clanton Builders’ Supply Co. has en- 
tered the retail lumber business in connection with 
its hardware and builders’ supply warehouse. 

CALIFORNIA. Claremont—Claremont Lumber 
Co. has opened under management of Arthur Hoel. 

Inglewood—Lennox Lumber & Supply Co. en- 
gaged in business at 10910 Hawthorne Blvd. under 
management of A. Ingvolstad. 

Hemet—Dill Lumber Co, has begun a retail lum- 
ber business. 

COLORADO. Ridgeway—Charies L. Brosch has 
started a wholesale lumber business. 

IDAHO. Coeur d’Alene—The Madson Box & 
Toy Co. opened for business under management of 
Nels and James Madson. 

Kamiah—C. C. Chambers has started a sawmill. 

INDIANA. Shelbyville—J. E. Evans has started 
in the commission lumber business. 

KANSAS. Dellvale—Oronoque Lumber Co. has 
started a retail lumber business. 

MASSACHUSETTS. Fall River—wWilliam Prosser 
& Son (Inc.) opening paint and hardware depart- 
ment in addition to lumber business. 

MICHIGAN. Norway—Community Lumber Co. 
has started a retail business. 

Roseville—Stephens Lumber Co. opening branch 
here; headquarters East Detroit. 

MINNESOTA. Akely—Bailey Lumber Co. re- 
cently began business. 

MISSOURI. Fredericktown—Fredericktown Lum- 
ber Co. opening branch at Marquand. 

NEW YORK. New York—Patchell & McCoy 
have started a wholesale and commission lumber 
business at 11 W. 42nd St. 

OHIO. Chardon—Clayton Thayer, of the Thayer 
Milling Co., will establish a lumber business at 
Tilden and Park avenues. 

OKLAHOMA, El Reno—Canadian County Lum- 
ber & Oil Co. has started a retail business. 

OREGON. Coquille—A. A. Dimmick Lumber Co. 
has started a sawmill. 


(Concluded on Page 75) 
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When You 
Need FIR 


Long Dimension 
Plank, Timbers ana 
Long Joists 


WRITE OR WIRE, 


The Griswold Lumber Co. 


Failing Bldg., PORTLAND, ORE. 


Service 


Quality 








Griswold-Grier Lumber Co. 


SALES AGENTS: Evergreen Lumber Company. 























Willapa Lumber Co. 
Fir 


Spruce 
Hemlock 
Our Specialty 
Vertical Grain Uppers 
Carefully dried —Well manufactured. 
Mills: RAYMOND, WASH. 
General Sales Office: PORTLAND, ORE. 


Chicago Representative 
Western Wood Products Co., 2251 S. Loomis St. 


Old 
Growth 
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Put 
“Come on Home” 


y ' {nm your 
3 Home Town Library 


“Come on Home,” by ere 
Malloch, “the -Lumberman 
should be in every public iit rary 
in America. 

Wouldn’t you like to be the one 
to put it in the library in your 
home town? (It pont 9 to be in 
the high school library, too.) 

For $3.00 we will send you, post- 
paid, three copies—one for your- 
self, one for the library, and one 
for the high school. (Regular 
price, $1-25_a copy.) - ' iad 

Can you think of as fine a thing 
he do, at so little expense?—any- 

Pree so likely to delight librarian, 

ers and pupils, and to pro- 
bene a love of home in your home 
town? 


Address the Publisher, 


431 South Dearborn Street, 
Chicago, 


(If you prefer, and will send us the names 
and addresses with order, we will quad the the 
books for library and high school direct, 
with a letter from us ane they are a gift 
from you. 
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CRONWALL & COMPANY 


Incorporated 


Lumber Company Financing 





Represent owners of 


PACIFIC COAST 
TIMBERLANDS 


For Sale on Attractive Terms 





231 South La Salle Street 
Continental Illinois Bank Building 


CHICAGO 




















Dimension Stock 


Kiln Dried, glued and machined to sizes, saves 
money to any manufacturer. Woodworkers 
find our booklet, “The Story of Dimension” full 
of profit making ideas—it is free for the asking. 








Collections 


If you can’t collect it let the 


people handle it for you. They are the 
people for intelligent collection service. 


Rates low for results obtained. 


No charge if no collection, unless spe- 
cial services rendered. 


Ask Department 3 to send Pamphlet 
49-C giving rates. 


Use Clancy’s Red Book Service for ac- 
curate credit ratings. 
LUMBERMEN’S CREDIT 
ASSOCIATION 
6068 So. Dearborn &t., CHICAGO 
Esters Headquarters: 35 S. William St., NEW YORK CITY 








GILBERT NELSON & CO. 


Public Accountants 
Il SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 


C.B. Richard & Co. 








Established 1847 


29 Broadway,NEW YORK Cones bomen We 

handle a Some of 

Ocean Freight =: “discount grafts, 
Brokers ior exported xpeste 








Srecial department handling export lumber shipments 








Mr. Allison, of the Allison Lumber Co., Bel- 
lamy, Ala., while in Chicago last Friday called 
at the office of the Vanlandingham Lumber Co. 


M. Tombaugh, of the Tombaugh Lumber 
Co., Canton, Ohio, was in Chicago last Satur- 
day and called at the office of the Red River 
Lumber Co. 


H. D. Overdorfer, of the Circle-A Products 
Co., Newcastle, Ind., called at the offices of 
the Red River Lumber Co. and the Alexander 
Lumber Co. in Chicago Wednesday morning. 


L. W. Wilson, Chicago manager for the 
Sugar Pine Lumber Co., of Pinedale, Calif., 
is on a business trip through the South and 
East. He expects to be gone about two weeks. 


P. J. Feitner, president of the Osceola Cy- 
press Co., of Osceola, Fla., was in Chicago 


this week. He called on the Gregertsen Bros. 


Lumber Co., and other local cypress distrib- 
uters. 


Walter B. Vanlandingham, of the Vanland- 
ingham Lumber Co., returned to Chicago Mon- 
day night from a pleasure trip to Kansas City. 
He was accompanied by his wife, and was 
gone ten days. 


Grant Haynes has been appointed manager 
of the Farmers’ Lumber Co., of Farnhamville, 
Iowa, and assumed his new duties June 1. He 
succeeds Fred Coats, who resigned after two 
years’ service with the company. 


Dr. Allen G. Loehr, of Birmingham, Ala., 
executive secretary of the Alabama Lumber & 
Building Material Association, has returned 
home after spending ten days in Chicago and 
md points of interest north of the Ohio 

iver. , 


A half hour’s radio broadcast, over Station 
WGN on the Drake Hotel, will be presented 
each Tuesday evening from 9:30 to 10 o’clock, 
Eastern time, sponsored by the Chicago Retail 
Lumber Dealers’ Association. The first. pro- 
gram of the series was given last Tuesday. 


Walter F. Rice, of Springfield, Mass.. treas- 
urer of the Rice & Lockwood Lumber Co.. and 
O. W. Severence, manager of the company’s 
Montgomery (Ala.) office, were in Chicago 
last week and visited at the office of the Nat 
F. Wolfe Lumber Co., exclusive distributers 
in this territory for the Rice & Lockwood com- 
pany. 


The Lumbermen’s Golf Association of Chi- 
cago will hold its twenty-third annual tourna- 
ment on Tuesday, June 18. at the Woodridge 


‘Golf Club, a mile and a half south of Lisle, 


Ill. It is easily accessible by automobile, on 
Highway 18, or is forty minutes from the 
Chicago union station, by wey of the Chicago, 
Burlington and_ Quincy railroad. As usual, 
prizes will be posted, and a luncheon and din- 
ner will be served at the club house. 


The Union Lumber Co. and the Union Red- 
wood Co., which have occupied offices in room 
909, London Guarantee building, 350 North 
Michigan Avenue, Chicago,. have announced 
that after June 8 their address will be room 
1849, Daily News building, at 400 West Madi- 
son Street. The telephone number will be, as 
now, Central 1172. Their present quarters will 
be greatly remodeled, and will be the offices 
of the Red River Lumber Co. after July 1. 


The McLeod Lumber Co., of Hattiesburg, 
Miss., has gone out of business and is now in 
a state of liquidation. D. W. Ferry, who was 
vice president of the McLeod company and 
manager of the Chicago office in the Straus 
building, is now sales manager in the Chicago 
district for the R. D. Walker Lumber Co., 
Inc., of Mobile, Ala. His office is in room 


1147 People’s Gas building, 122 South Michigan 
Avenue, and his telephone number is Harrison 
5767. 


Joseph Rothfield, of the Charles Levy Lum- 
ber Co., Chicago, returned Monday after ten 
days of what was originally intended to be a 
pleasure trip to Ohio. Near Lima, Ohio, how- 
ever, another motorist crowded Mr. Rothfield’s 
car off the road, and the lumberman’s machine 
turned over twice into the ditch. Both he and 
his wife, who accompanied him, sustained cuts 
and bruises, but were not seriously injured. 
They considered their escape from death a 
miraculous one, for the car was demolished. 
Both are rapidly recovering. 


From Phoenix, Ariz., his many old friends 
in Chicago occasionally hear from N. H. 
(Hawk) Huey, who is engaged in supplying 
the retail and industrial trade in Arizona with 
their wants in high grade lumber. Mr. Huey’s 
very striking business card, which carries the 
name Hawk Huey under the outspread wings 
of a hawk, indicates that he represents “the 
Ringling Brothers of the lumber industry,” 
and lists six outstanding concerns manufactur- 
ing various species of lumber that he sells in 
that territory. 


Making Auto Tour of Territory 


King W. Bridges, assistant sales manager of 
the J. J. Newman Lumber Co., Brookhaven, 
Miss., was in Chicago for a few days last week 
on a combined business and pleasure trip. Mr. 
Bridges is making an automobile tour of a 
considerable portion’ of the territory in which 
his company markets its lumber, and has vis- 
ited a number of the principal distributing 
points in eastern and northern territory. While 
there has been an apparent softening in prices 
on some southern pine items, Mr. Bridges re- 
ports that his company has a big order file 
and has not found it necessary to make any 
important concessions in prices. Manufacturing 
conditions in the South, he reports, have been 
very unsatisfactory on account of continued 
rains, and he does not expect production of 
either the southern pine or hardwood mills 
again to reach its usual volume for some time. 
He has found business conditions somewhat 
spotty in the territories he has visited, but on 
the whole feels greatly encouraged over the 
outlook for business during the balance of the 
year. - 


A “Home Plan” Swindle 


Many lumbermen from various parts of the 
country, who thought they were buying a 
monthly “home plan service,” with working 
details for twelve modern homes each month, 
apparently have been swindled out of $25 each 
during the last four months, according to in- 
formation which has reached the AMERICAN 
LUMBERMAN. 

One of those who subscribed to the service 
was Walter Lagerhausen, of the Lagerhausen 
Lumber Co.; Des Plaines, Ill., who on Febru- 
ary 6 gave his check for $25 to a man who 
said his name was H. Sexton, of Slocum & 
Sexton, Plaza Hotel building, Chicago. Mr. 
Sexton, a man about forty years old, drove 
away and’ Mr. Lagerhausen waited for the 
plans. When after many weeks they did not 
come he decided to go to the hotel and look 
for Mr. Sexton. The hotel manager, when 
asked about the firm, demanded, “Why are so 
many lumbermen interested in this company? 
We have never heard of Slocum & Sexton, but 
we get a great number of letters for them. We 
have to send them all back.” 

Mr. Lagerhausen decided he was “out” his 
$25, and tried to trace his check. He found 
that it had been indorsed by H. Sexton as 
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treasurer of Slocum & Sexton, then by H. Cor- 
nish, and again by Maud Nothingham. It was 
cleared through the Jackson Park National 
Bank on February 9. 

The “service” which the subscriber was sup- 
posed to get was, according to the order, a 
“Home Plan Service Monthly, with twelve 
modern homes a month, in Spanish, English 
and Colonial, illustrated with working details 
and designs and floor plans. Blue prints for 
any of the following in the book at $2.50 each. 
Subscription price, $25 a year. Payable in 
Advance. Swhscriber receives Annual. Pub- 
lishers Slocum & Sexton, successors to W. W. 
Dixon, 1844 Fifth Avenue, Oakland, Calif.” 


Not Merging Nor Planning One 


N. A. Gladding, first vice president and gen- 
eral sales manager of E. C. Atkins & Co., Inc., 
of Indianapolis, Ind., has issued a definite 
statement, dated May 27, that his company 
has not been merged with any other organ- 
ization, nor does the company contemplate 
any such action, regardless of any rumors to 
that effect. 

“There is no truth whatever in the rumor,” 
says Mr. Gladding. “E. C. Atkins & Co. is 
proceeding independently the same as it has 
since its establishment in 1857, with the same 
officers who have been in charge for many 
years.” 


A Warning to Lumber Buyers 


From a well known retail lumber concern in 
Illinois, the AMERICAN LUMBERMAN has re- 
ceived a letter telling of an unhappy experi- 
ence as a result of buying from an irrespons- 
ible concern. In this letter, this company says: 

“About eight weeks ago a traveling man 
called at our office and took an order for a 
car of lumber of different dimensions, and 
he placed the order with the Star Lumber 
Co., of 1114 North 24th Street, Birmingham, 
Ala. The Star Lumber Co., of Birmingham, 
Ala., issued us a bill of lading and made a 
draft on us through one of our banks for 
$399.50. We paid the draft at the bank and 
waited a while for the car to come in. When 
the car did not arrive, we began to get busy 
and trace it. We found the car Frisco No. 
147509 was in Birmingham, Ala., empty on the 
date the bill of lading was made. The bill 
of lading was as nearly perfect as a bill of 
lading could be, and was made out by W. O. 
Smith, president, Star Lumber Co. Upon in- 
vestigation, we find that five other transactions 
have been made similar to this one. 

“Now we are trying to locate W. O. Smith. 
We find that W. O. Smith has left Birming- 
ham, Ala., for parts unknown. We are doing 
all we can to locate him, but so far have 
failed.” 

This company asks the AMERICAN LUMBER- 
MAN to publish this in order that other lum- 
bermen may be on their guard against opera- 
tions of this kind. 


Describes European Lumbering 


Charles M. Hines, of the Edward Hines 
Lumber Co., Chicago, has returned to his du- 
ties after three months spent on a pleasure 
trip to Europe, on which he was accompanied 
by his wife. 

The value of America’s political stability as 
a business asset was forcefully presented to 
him, Mr. Hines said, when he observed the 
turmoil in which commerce and industry in 
Europe are placed by the constantly changing 
governments. Many of these countries must 
support large standing armies, too, he said, 
and mentioned particularly France and Italy 
as having soldiers “everywhere.” 

“It looked to me like a kind of powder 
barrel situation,” he added, “with only a little 
spark needed to touch it off.” 

Lumbering methods in Europe are vastly 
different from those in use in America, he con- 





tinued. In the Argonne forest and other 
wooded tracts which were in the path of de- 
struction during the world war there is no 
lumbering at all, for there are no trees, only 
underbrush. The former “No man’s land” is 
still desolate, especially for a land normally 
so thickly settled. 

In the famed Black Forest of Germany there 
age many small mills, powered by tractors 
about the size of a Fordson. These mills may 
cut only those trees which are marked by the 
government, as it is planned to keep the forest 
intact as a national monument. The cut lum- 
ber is always piled up in flitches, for it is be- 
lieved that the bark preserves the wood when 
it is necessary to leave the lumber in the 
queer shaped piles for any length of time. 

Lumber is seldom used in house construction 
in European countries, he said, because of its 
prohibitive cost which puts it far beyond the 
peasant’s purchasing power. Stone and similar 
material is the most common in use. This 
makes a cold house, and one devoid of many 
of the comforts of a good frame dwelling. but 
it is all that the poorer classes can afford. 
Much of the lumber that is used comes from 
America, as most of the European timber is 
small and not suited to construction purposes. 


Atkins Officers Re-Elected 


INDIANAPOLIS, IND., June 3.—The annual 
meeting of the stockholders of E. C. Atkins & 
Co., Inc., was held at the company’s office here 
May 22. A very satisfactory report for the 
fiscal year ending April 30 was presented by 
the board of directors. The following officers 
were re-elected: 

President and general manager, Henry C. 
Atkins; first vice president and director of 
sales, Nelson A. Gladding; vice president and 
general superintendent, William A. Atkins; 
vice president and production manager, Elias 
Cc. Atkins; vice president ard manager South- 
western territory, with headquarters at Mem- 
phis, Keyes W. Atkins; secretary-treasurer, 
Fred C. Gardner; directors—Henry C. Atkins. 
Nelson A. Gladding, William A. Atkins. Fred 
Cc. Gardner, Elias C. Atkins, Keyes W. Atkins, 
Sylvester Johnson, jr. 


E. C. Atkins & Co. was established in 
Indianapolis in 1857, by the late k. C. Atkins. 
Its steady progress in the manufacture of saws, 
saw tools, machine knives, trowels, etc. is well 
known to the lumber industry, which is a large 
consumer of the company’s product. 


Named Long Island Representative 


SPRINGFIELD, Mass., June 3.—The Rice & 
Lockwood J.umber Co., well known wholesale 
firm, has announced from its home office here 
the appointment of Robert C. Hansen, of Free- 
port, Long Island, N. Y., as its representative 
in the Long Island territory. Mr. Hansen 
will continue to make his home in Freeport, 
but the firm’s office in room 2708, Grand Cen- 
tral Terminal, New York City, will be his 
business headquarters. Arthur B. Morgan, jr., 
manager of the New York office, will cover 
the metropolitan market,. the announcement 
states, but the Long Island trade will be visited 
rerularly by Mr. Hansen. 

Mr. Hansen is well known, in both the retail 
and wholesale fields, in his territory, as he was 
associated for several years with the yard trade, 
and more recently has been representative for 
Robert R. Sizer & Co. ’ 


Leaves Lumber Trade for Hardware 


Denison, Iowa, June 3.—E. A. Stone, who 
was in charge of the yards of the Stewart 
Lumber Co. here for twenty years until that 
company sold its holdings to the Eclipse Lum- 
ber Co. a few months ago, and who has con- 
tinued in that capacity until now, has retired 
from the lumber business to devote his entire 
attention to his hardware business in this city. 

Imes, of Prescott, will succeed him as 
manager of the Denison yards of the Eclipse 


company. 


KNOX > 
BRAND 


IS GOOD 
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Let any clerk tices!” 


* Figu invoices on 
lumber never a matter 
of arithmetic.—when & 
Meilicke Lumber Calcu- 
lator Is used. 

This is not a general 
calculating device which 
can be used for anything. 
It talks in board feet, 
and gives costs and ex- 
tensions per thousand. 

This ad pinned to 
your letterhead will 
bring you one on ten- 
day free trial. 


Meilicke Systems, Inc. 
3472 North Clark St., Chicago, IL 3 
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Time Saving Devices 








Every Business 


of consequence ought to have proper card representation. 


; _ .WIGGINS 
“Peerless Patent Book Form Cards 


are used by many of America’s largest card 
users—superiority of engraving and the 
convenience of the book’for.n 
style explains why. 
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The John B. Wiggins Company 
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THE LANGE ECONOMY 
GLASS 





DOES MORE — 
COSTS YOU LESS 


O QUESTION about the amount of 
work you can handle with a Lange 
Economy. Put one to work on any 
handy bench in your plant and grind, 
smooth and polish the edges ot automo- 
bile plates. No experienced operator 
needed. Our complete instruction book 
tells how. Complete catalog of all Lange 
Glass Edgers mailed free. Use the cou- 
pon—send tor it today. 


HENRY G, LANGE MACHINE WORKS 
166 North May Street, CHICAGO 





Henry G. Lange Machine Works 
166 North May St., Chicago 
Send us your complete catalog of Lange Glass Edgers 


and full information about Glass Tools and Sup- 
plies. 


Name...._ - 


Address........ -. 

















Wire Rope for 
ae . 
Logging 
By whatever method logging is 
done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 


work ever since logging has been 
done with mechanical equipment. 














Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
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JOHN W. ROBINSON, for many years a 
wholesale lumberman and banker, of Buffalo, 
N. Y., died in the Buffalo General Hospital 
on June 2, aged 80. He became ill avout 
two weeks ago while at his winter home at 
Sea Breeze, Fla., rallying sufficiently to make 
the trip north. Mr. Robinson was born of 
Canadian parentage and started work at 14. 
After a few years he found employment with 
one of the largest lumber operators in Michi- 
gan. Filling his spare time with reading and 
study, he acquired a thorough knowledge of 
the lumber business and branched out for 
himself. In 1879, with two brothers, he 
started a wholesale lumber business in De- 
troit. In 1888 the office was moved to Tona- 
wanda Island, where a yard was opened. One 
brother withdrew from the business and an- 
other died. Mr. Robinson continued as sole 
owner. He was elected president of the 
White Pine Associaton of the ‘'onawandas 
and was twice honored with the presidency 
of the National Wholesale Lumber Dealers’ 
Association. 

Mr. Robinson made his home in Buffalo, 
where he was long prominent in social and 
business affairs. He did much to promote the 
Pan American Exposition, held in 1901. He 
was a member and trustee of the Delaware 
Avenue Baptist Church and always took much 
interest in religious and charitable work. He 
was a trustee of the Buffalo Orphan Asylum, 
a member of the Buffalo Fine Arts Academy 
and the Buffalo Society of Sciences; a trustee 
of the Bualo Savings Bank, former president 
of the Buffalo Savings Bank, also of the 
Chamber of Commerce; a member of the Buf- 
falo, Country and Park Clubs. He was a 
32d degree Mason, a Knight Templar and 
a Noble of the Mystic Shrine. 

Surviving relatives are his widow, Mrs. 
Matilda Robinson; one son, John R. Robin- 
son, and three daughters, Miss lda E. Robin- 
son, Miss Cora M. Robinson and Mrs. Harry 
Lee Brown. 


CHARLES FREDERICK MALLOCH, father 
of Douglas Malloch, the Lumberman Poet of 
the AMERICAN LUMBERMAN, and for 52 years 
engaged in the lumber business, until he re- 
tired ten years ago, died suddenly at 4 o’clock 
Tuesday morning, June 4, at his home in 
Long Beach, Calif., at the age of 80. He was 
born in September, 1848, at Milltown in New 
Brunswick and migrated to the United States 
on his twenty-first birthday. His father 
owned a small sawmill in which the boy had 
been employed. He followed lumbering from 
his boyhood and during all his active life. 
In the 70’s he located at Muskegon, Mich., 
where he served in the various capacities of 
timber cruiser, log scaler, lumber tallyman 
and foreman. He was identified with many 
of the famous lumber firms of that district 
in that day. 

In the early 80’s Mr. Malloch located in 
Crookston, Minn., after having been a Gov- 
ernment timber agent by appointment of 
President Cleveland, on an Indian reserva- 
tion in Wisconsin. He spent one winter in 
a Chippewa village and spoke the Chippewa 
language fluently. He was much loveu by 
the Indians who looked upon him as their 
defender and friend. 

Leaving Minnesota, he located in Montana, 
where he was a lumber yard foreman for 
many years for the Clark and Anaconda Cop- 
per interests at Lothrop, and later Milltown, 
Mont. Many of his yard men followed him 
from State to State. Often, when asked 
where they were going to work next season, 
they would reply, “I don’t know—I work for 
Malloch.” About ten years ago he retired 
and moved to Long Beach, Calif.. where he 
built a home at 347 Prospect Avenue. His 
widow survives. 


WILLIAM J. BETTINGEN, well-known 
lumberman and founder of the firm that bears 
his name, died at Pasadena, Cal., May 29. 
Mr. Bettingen went to Pasadena from Win- 
nipeg, Man., fifteen years ago and since that 
time had taken an active part in the busi- 
ness, civic and social life of the community. 
Pasadena was the center of activities for 
the Bettingen Lumber Co., which he estab- 
lished and which has a number of branch 
yards in California. Organization of the 
Pasadena Athletic and Country Club was 
largely due to Mr. Bettingen’s activities. As 
its first president, he worked untiringly for 
the welfare of the club. He was also a 
director of the Citizens Savings Bank. Al- 
though a native of Minnesota, having been 
born at Faribault, 61 years ago, he spent 
much time in Canada. He was president of 
the Imperial Lumber Yards of Winnipeg, and 
was interested in some of the largest hold- 
ings of timber in that country. He was 
greatly interested in banking throughout his 
life and was known as a financier as well as 
a lumberman. He was vice-president of the 
Lincom Building and Loan Association of 
California and a director of the Pacific States 
Bond and Mortgage Company. 





Mr. Bettingen was affiliated with the Ma- 
sonic order, being a 32nd degree Mason and 
also a Knight Templar. In addition to be- 
longing to the Athletic club, he was a mem- 
ber of the Los Angeles Athletic Club, the 
Midwick Country Club, the Los Angeles Coun- 
try Club and the Bohemian Club of San Fran- 
cisco. He is survived by his widow and 
three children, Mrs. Myron Etienne, Mrs. L. E. 
Harbach of Los Angeles, and William J. Bet- 
tingen, of Pasadena. 


SAMUEL T. RUSSELL, prominent Ilion, 
N. Y., citizen and for many years one of the 
leading lumbermen of that section, died at 
his home there on May 26. His death was 
caused by blood poisoning. Mr. Russell was 
born in Fairfax, Va., in 1853, going to Ilion 
when a boy. In 1879 he became a member 
of the firm of Brill, Russell & Co. and 12 
years later the name was changed to A. N. 
Russell & Sons. In 1901 Mr. Russell retired 
from active connection with that concern 
and undertook the organization of the Tucker 
File & Cabinet Co., of which he became treas- 
urer. In 1906 that concern was merged with 
Clark & Baker Co. (Inc.) That company was 
absorbed by the Library Bureau in 1909, and 
Mr. Russell was manager of the Ilion plant 
until 1910 at which time he became vice 
president of the corporation with headquar- 
ters in New York City. He was one of the 
most prominent business men in his section 
of the State, identified with banking and 
other interests. All business was closed in 
Ilion on the day of his funeral. 


WILLBUR D. MIHILLS, aged 68, pioneer 
Houston, Texas, lumberman, died Saturday, 
June 1, at a hospital there. Mr. Mihills was 
a’ member of the firm of Ray & Mihills Lum- 
ber Co., of Houston, and he had been asso- 
ciated in the firm with F. H. Ray for 21 
years. He was a resident of Houston 47 
years. Mr. Mihills was born March 8, 1861, 
at Hartford, Wis., the son of Darius Mihills 
and Louisa Prentice Mihills. He was mar- 
ried to Miss Carrie E. Sizer of Fond du Lac, 
Wis., in 1882, and went to Houston in Jan- 
uary, 1884. His second marriage was to 
Fannie Peck Lowry, of Milwaukee, Wis., in 
January, 1927. The first connection of Mr. 
Mihills after moving to Texas was with the 
firm of Temby, Lyon & Gribble. Later he 
was manager of the Phoenix Lumber Co. and 
of the Acme Lumber Co. For many years he 
was connected with the office of the M. T. 
Jones Lumber Co. He was a member of the 
Elks and Woodmen of the World. 


MRS. S. WOOD McCLAVE, widow of Maj. 
S. W. McClave, widely Known as ihe ‘ Hacuer 
of the Hudson River Bridge” and for many 
years a prominent figure in the ,lumber in- 
dustry of New York City, died Sunday, June 
2, at her home in Edgewater Heights, N. J., 
from a complication of diseases. Mrs. Mc- 
Clave’s husband, who died three years ago, 
was the son of John W. McClave, one time 
police commissioner of New York City and 
founder of the McClave Lumber Co. The Mc- 
Claves moved to Edgewater forty-seven years 
ago and were pioneer residents of that sec- 
tion. Mrs. S. Wood McClave was Miss Han- 
nah Wilcox of New York City, prior to her 
marriage to Major McClave. She is survived 
by ten children, several of her sons being in 
the lumber business, including Ormond Mc- 
Clave, president of the McClave Lumber 
Company. 


THOMAS R. DUNN, head of the Thomas R. 
Dunn Lumber Co., Winnipeg, Man., passed 
away recently at his home in that city. Mr. 
Dunn had been in business in the West for 
over a quarter of a century. He represented 
the Seaman-Kent Co. (1 td). hardwor? flonr- 
ing manufacturer of Toronto, in Manitoba 
and Saskatchewan. He was oorn in wsimcoe 
County, Ontario, and engaged in the lumber 
business at an early age. He is survived by 
his wife, three children, three brothers and 
one sister. He was a prominent Mason, hav- 
ing attained the 32nd degree. Mr. Dunn was 
a visitor to Toronto last January, when he 
attended the annual convention of the On- 
tario Retail Lumber Dealers’ Association, and 
renewed his acquaintance with many of his 
old eastern friends. 


WILLIAM N. WALSH, Chatham, N. B., for 
31 years part owner of a wood-working plant 
and lumber yard at Chatham, died recently 
at the age of 58. Mr. Walsh was a partner 
with his brother in the firm of W. & . 
Walsh. He is survived by his widow, five 
daughters, three sons, one brother and one 
sister. The business will be continued bv the 
i aga partner and the estate of W. N. 

alsh. 


MRS. LUCILE LAMMERS, wife of George 
E. Lammers, president of the Lammers Lum- 
ber Co., Seattle, Wash., was instantly killed 
by a fall down the basement stairway while 
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visiting the home of a friend, N. R. Jernberg. 
Mrs. Jernberg and Mrs. Lammers were talk- 
ing together near the door leading to the 
basement. Mrs. Lammers had her hand on 
the door knob and while still conversing, she 
leaned toward the door; it opened and she 
fell to the basement floor. She was dead 
when Mr. Lammers and Mr. Jernberg, who 
were in another part of the house, reached 
her. Besides her husband, her parents sur- 
vive her. 


ELI H. GOSLIN, who for many years owned 
and operated a planing mill at Petersburg, 
Ind., died suddenly at the home of his daugh- 
ter, Mrs. Arthur Clark, near Petersburg, on 
May 20. He was 75 years old. Mr. Goslin 
had been a resident of Philadelnphia for a 
number of years. He is survived by two 
daughters and one son. He was at one time 
widely know among the planing mill and 
lumber interests of southern Indiana. 


JOHN GILBERT ROSHOLT, aged 79, presi- 
dent of the State Bank of Rosholt, Wis., and 
pioneer lumberman of central Wisconsin, 
died on May 28 at St. Mary’s hospital in 
Wausau, Wis. He had been ill six weeks. 
Mr. Rosholt founded the village of Rosholt 
in 1855 and built a sawmill there. He was 
born at Pike Lake, Wis. His widow and six 
children survive. 


ROBERT L. ASHBY, 81 years old, for many 
years a lumber salesman at Ladoga, Ind., 
died at his home there recently. He had 
been confined to his home for eighteen days 
and his death was not unexpected. He was 
one of the best known men in that section. 
He is survived by the widow, three sons and 
two daughters. 


Z. TAYLOR LINN, aged 80, for 17 years 
proprietor of a lumber yard at Alpha, IIL, 
where he had resided 36 years, died May 30 
in his home in Alpha, after a year’s illness. 
He had been a director of the Farmer’s State 
Bank at Alpha for a number of years. His 
widow, a son, and two sisters survive. 

ROBERT VEHSLAGE, 47 vears old. died 
May 29 at his residence, 132 Metropolitan 
Avenue, Jamaica, L. lI He was in the luim- 
ber business for 31 years, most of the time 
with the Stetson, Cutler & Redman Co., Man- 
hattan. He is survived by the widow, Flor- 
ance Vlake Vehslage. 


MRS. CLARA YEAGER, wife of Peter N. 
Yeager, of the Yeager Lumber Co., Buffalo, 
N. Y., died on May 30, after an illness of 
some months. Besides her husband she leaves 
three children, Helen, Howard and Robert 
Yeager. 


BUSINESS CHANGES, INCORPORATIONS, ETC. 


(Continued from Page 71) 


TENNESSEE. Johnson City—Cherokee 
Co. recently began business. 

TEXAS. Conlen—Foxworth-Galbraith 
Co. recently began business. 

Midland—wW. L. Russell Lumber Co. 
a retail business. 

Neches—W. J. Franklin opened a retail yard 
through which will be sold the output of his mill 
near Percilla. 

Perico—Foxworth-Galbraith Lumber Co. open- 
ing lumber yard; buildings under construction. 

WASHINGTON. Raymond—S. E. Dennis is en- 
gaging in the sawmill business. 

WYOMING. Laramie—A. W. Day, of Torring- 
ton, has purchased a site and is opening a lum- 
ber yard. 





Flooring 


Lumber 


has started 





Casualties 


IDAHO. Pocatello—Anderson & Sons 
Co., loss by fire, $100,000. 

KANSAS. Herington—Clark Lumber Co., 
by fire, $2,500. 

MISSISSIPPI. Estes—Legan & McClure Lumber 
Co., loss by fire in mill; planing mill and several 
ears of lumber destroyed, 

NEW JERSEY. Newark—Bailey & 
loss by fire. 

NEW YORK. Peekskill—N. 
by fire in lumber yard, $10,000. 
: Roslyn—Conklin, Tubby & Conklin, 
in lumber yard, $25,000. 

NORTH CAROLINA. Charlotte—J. H. Wearn 
Co.’s new plant damaged by fire to extent of 


Lumber 


loss 


Alling Co., 
Dain Sons Co., loss 


loss by fire 


several thousand dollars. 

OREGON. Portland—Mt. Hood Box Factory, 
loss by fire, $18,000. 

Prosper—Shingle mill of Harry H. Hunt has 
been burned, loss, $3,000. 

WASHINGTON. Spokane—Spokane Sawdust 


Co.’s plant damaged by fire; two warehouses, a 
box factory and six box cars destroyed in $20,000 
fire at the plant. 

WISCONSIN. Green Bay—Diamond Lumber Co., 
loss by fire in planing mill, $2,000. 

Sheboygan—Garton Toy Co., loss by fire which 
destroyed main building and a 
lumber; loss estimated at $500,000. 

BRITISH NORTH AMERICA 


ONTARIO. Field—The sawmill of Z. Mageau 
destroyed by fire; planing mill and lumber yard 
saved; sawmill will be rebuilt. 


large quantity of « 


















Birch 
Maple 
Beech 
Basswood 
Elm 
Norway 
White Pine 
Hemlock 


Quality 


from Quality Timber 


Stack Lumber Co. 
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NORTHERN 
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Syyteglt 





] stew aur 











TIMES its cost to you. 


American Lumberman, 


PES Hie. sa ae eees ere 
*Subject to a 













You could if you had A. W. Holt’s Book “Automatic Building Costs.” 
With this wonderful book on your desk, you can figure the cost of the 
materials only or materials and labor for any house—frame, brick, stucco, 
plain gable, Dutch Colonial or English wn ge 5 minutes. 
this book. EXAMINE IT FREE! ] 


431 South Dearborn St., Chicago, Ill. 


Send me a copy of “Automatic Building Costs” for FREE examination.* At the end of 
10 days I may either keep the book by mailing you $15 which pays for the book in full or I 
may return it to you by parcel post insured without obligation. 
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ath, Co., Dayton, Ohio 
The F. A. Requarth Co., of Dayton, Ohio, 


had good reason for being particular in their 
selection of the window and door frames 
they would handle. As Mr. Earl L. Requarth 
explained in a letter to us, “We wanted to 
handle the most popular and best made 
frame in order to satisfy our customers and 
retain our high standard of quality to 
which we have adhered for the past fifty 


years.” 


Gatant te _ on 















“After investigating the many makes we 

ut in a stock of your frames. Andersen 

thew have become an important part of 
our business.” 


Continuing, he gives some of the reasons 
why Andersen Frames have been an asset 
to the Requarth Company: “The conver- 
sion features you embody make your frame 


ee . 
\\, very complete, enabling us to convert regu- 
\e A bd ° b 
re lar stock stud wall frames to brick veneer PS 
VX or solid brick. Also, we have received many | © 
compliments on your noiseless pulley.” 
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Y: ** ndersen FRAMES ave 


\ Xe sills and casings—last 












Below are listed additional reasons why 
Andersen Frames build business for dealers. |\' 
May our representative outline our propo- | 
sition to you? Write us, or wire collect, if 
you wish to have him call. 


easier to SELL.....- 


wearing Andersen pulleys sizes, convertible 
used exclusively. chjsectural needs. 
Genuine soft White Pine 


k id dis- 
tributed t 4 jobbers 
located for service to 
dealers: 








* \ lifetime. 
3 } 4 Patented, exclusive téeather- 
‘ White Pine for Styles and Sizes . features including 
"f ' PERMANENCE 2 fer BEAUTY \ pve for Wille blind-stop. (7) Vependable because 
& \ ; _-~ guaranteed by a reliable 
is Weathertight for Aveilable at jc ' hed br mis haga tl manufacturer. 
* > HOME COMFORT {* for LENCE yo pa re-fitting ti d 
, yey : 

ie . “A frame up in (8) The Andersen Trade Mark 
> 5 Standardized Quantity Production for ECONOMY \ ec 9 mutes.” — is die-stamped in every sill. 
s er P 
; . \ 


KS ee 











FRAMES 











ndewen FRAME CORPORATION., Bayport, Minn. 
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This Week’s 


Lumber Prices 








SOUTHERN PINE 


Following are f. o. b. mill sales prices as reported from Kansas City, Mo., for the week ended June 1: 

















Plooring Drop Siding | Pencing, 8158, | Casing and Base | No. 2 Shortileaf Shiplap 
1x3” E.G.— 1x6”, 10-20’— 10-20 B&better: | Dimension, 8151E No. 1, (all 10-20’ oy ot 
B&btr, 10-20". ..$65.13 No. 1— 4 and 6”..... 60.00 | 2 x4”, 10’...... 27.85 | 2x8" --seeee 
No. 2, 6-20’..... SE Baetecae + Ui bee eee aks Oe cekastaend 58.87 | * Deerer 25.65 | No. 2 (10-20'): 
1x3” F.G.— RS re Clee 24.49 BY. Sebeskes 38.84 5 and 10”. 62.60 | Sen 26.58 DS ee 4.47 
, moe Pere teees . , Ee evtaee 25.06 
B&btr, 10-20’... 39.18 4 No. 2— 18&20’...... 30.69 
No. 1, 10-20’... 32.66 | B&better Surfaced: UN on on sei 21.04 No. 1 Dimension, | 2 x6”, 10’...... 20.50 | No. 3, OU 608): 
wenn Sy eeees 22.13 1x4” sees se- 49.59 | 1x6" ve se ee 22.76 S1S1E + 20.60 = a ede 
A — - ME : = tre ree “a 
B&btr, 10-20’... 68.21 | 1x8” ........ me toe 17.07 Short. Long- SORT +2 +20. 23.14 | Longleaf Timbers 
No. 1, 6-20’..... 44.50 1x5 and 10”.. 56.31 ae 2Oesteae 17.05 af le 2x 8”, 10’...... 25.00 | No. 1 Sq. B&S 
1x4” F.G.— Se Pe aa. . 2x 4”, 10’.27.50 31.50 12’. 2... 24.80 S48, 20’ and 
7 28” 12’.27.18 27.43 16’..++.. 23.51 under: 
B&btr, 10-20’... 40.68 5/4x4, 6&8” .. 72.75 | Boards, S18 or S28 , 18&20’...... 26.00 | gm 
No. 1, 10-20’.... 35.81 5/4x5, 10&12”. 82.18 16’. 28.01 33.00 2 10” 2’ nd 8” eee eee eeee . 29.57 
No. 2) 10-20’... 24.39 6/4 & 8/4x4, No. 1 (all 10-20’): 18&20°.32.47 30.71 | 2x10”, 12'...... 25.67 [10° ...se-eeees 46.00 
OR sos: 61.16 estan 35.09 | 2x 6”, 12’.23.65 .... 186207... Satta [oe | Sereeneesce 3.99 
Ceiling 6/4 & 8/4x5, ~ 1x10” .....+5 42.13 16’.24.63 26.90 | o. 19» jg... ‘7 Plaster Lath 
10&12” .... 75.26 SM sscates 54.01 “18&20’.28.95 32.50 | 2x12”, 10’...... 27.75 pe 
%x4", 10-20°— — Sen 27.75 | No. 1, %”, 4 3.97 
B&btr C Surfaced: No. 2 (all 10 to 20’): | 2x 8”, 12’.26.28 26.50 aap: 29.25 
9g Riders. 31:90 1x6” 43.00 MTT 24.24 16.27.02 29.50 18&20’...... 29.39 Byrkit Lath 
No. Do seesseee. $E50-| INET 40... ' —— 25 50 18&20’.27.85 28.00 4 and 6’........ 14.75 
Oe ane oan SP co cesens 28.96 | 2x10”, 12’.31.51 29.50 wo. 3 Dimension § | § and 10’....... 40.08 
Partition ; No. 3 (all 6-20’) 16’.30.40 32.50 | gx4” ...... ecw S008 Car Material 
- B&better: jetty 18.76 18&20’.30.62 32.00 | 2x6” .....0..., 15.58 | (All 1x4 & 6”): 
a 1%, 1y & 2x4 PS cauace's 18.86 | 2x12”, 16.31.60 44.50 | 2x8” .......... 20.00 | B&better, 
WE iehaxdecs Ot BS vewass 71. ee 19.20 18&20’.38.60 44.50 | 2x10” ......... 17.50 , 10 and 20’...... 45.00 


Prices f. o. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and — 

Inch— 6” 8” 


10” 12” 
6-16". $51.00 $56.00 $56.00 $72.00 $87.00 


Dé&bdtr., 
No. 1 & 

btr.,* 6-16’. 49.00 54.00 54. rd 67.00 82.00 
No. i, 6-16’. 50.00 54.00 58.0 
No. 2° 8-16’. 42.5 41.50 3180 41.50 49.00 
No. 3, 8-20’ 34:00 36.50 37.50 37.50 38.50 
No. 4, 4-20’. 32.50 34.50 35.50 35.50 35.50 
5” &6/4— 4”"&wadr. 4.6&8” 10” 34 
D&btr., 6-16’..... $67.00 $69.00 $72.00 $82.00 
No. tars 6-16’. 64.00 66.00 69.00 79.00 
No. GEO. ccce 60.00 62.00 65.00 75.00 
in 5/&6/4 in No. 2, 4-, 8- or 12-inch, add 
$6; 6-inch, $9; 10- ‘neh, add $%; in No. 3, all 
widths, add $6; 4, $4. 

§Furnished ma available. 

*Contains 40 to 50 percent D&better. 
Specified lengths—In Dé&better, No. 1 and 


better and No. 1, add for 16-foot, $5; for other 
lengths, including 18- and 20- foot, $2. In No. 
2,add for 18- and 20-foot, $2; other lengths, $1. 
Bevel siding, %-inch, odd lengths, 3- to 20- 
foot, but not over "20 percent shorter than 
10-foot: 
D&btr., 4-inch..$28.00 EE, 4-inch..... . -$18.00 
6-inch.. 31.00 6-inch..... - 


Spruce and pine lath, 4-foot; No. 1, $7.75; No. 
2, $6.45. 





RED CEDAR SHINGLES 


Seattle, Wash., June 1.—Eastern prices, 
four or "hes bunches, f. o. b. mill, are: 


Pirst Grades, Standard Stock 


Mixed with 

uaa pate or 

shingles 

Extra stars, 6/2. 8 2.400 2 ‘275 $ ety eh 

Uetra clears, 5/2. 2.70 0@ 3.2 

PE  pabvacsees 3.75@ ihe 20@ ret 
Sask hiesceseses 3.80@ 3.90 
Perfections ........ 4.75@ 5.10 

EE sak don dacas 5@11.00 11:00 @ 12.00 


10.2 
Dimension, 5” 5/2. 3.40@ 3.55 
Pirst Grades, Rite-Grade Inspected Stock 


Extra clears, 6/2.. 2.65 
Extra clears ....... 3.45@ 3.65 
DEPRES © Gatien € 4:00 6 4.00@ 4,10 
DE petaanedess 4.45 
Perfections ....... - 5.00@ 5.05 


Second Grades, Standard Stock 


Common stars, 6/2.. 1.05@ 1.25 1.20@ 1.25 
Common stars, 5/2.. 1.65@ 1.75 1.85 
Common clears .... 2.05@ 2.10 2.10@ 2.25 


British Columbia Stock, Seattle Market 


xxxX ecovsvee. an 
Seater oy 
BWUrekAG scoccscocses See 


Perfections ........ 5.2 
Royals (No. 1’s).. 


Portland, Ore., June 1.—The Western Pine 
Manufacturers’ Association has prepared the 
following list of average selling prices f. o. b. 
Spokane, as shown by orders reported by 
members during week ended Wednesday, 
May 29. Reports of prices shown on 82S in- 
clude sales of stock worked other than S2S on 
which the prices have been reduced to an 
S2S basis by using the working charges shown 
in the Western Pine Manufacturers’ Associa- 
tion lumber price list of July 15, 1926. Prices 
of selects and random length larch and fir 
include sales of specified length stock with 
the prices reduced to the random length basis 
by using the sorting charges from the same 
list. Averages include both direct and whole- 
sale sales. Where prices shown are net to 
wholesaler they have been increased by 5% 
of the estimated mill price. RL means ran- 
dom length. AL means all lengths, regard- 
less of whether random or specified lengths 
are called for. Quotations follow: 


Pondosa Pine 


Feet Average 
Sold Price 
9,000 1x8” No. 1 common 82S AL. 38.50 
394,000 1x8” No. 2 common 82S AL. 26.38 
644,000 1x8” No. 3 common S2S AL. 21.67 
845,000 4/4 No, 4 common om RW RL. 15.42 
87,00 1x6” D select S2S RL..........- 43.51 
10,500 5, 6/4x4”"&wdr D a Sis AL.... 50.75 
54,500 1x6” C select S2S RL.......... 61.25 
16,000 5&6/4x4”"&wdr C Ls B38 mis... 65.05 
46,000 6” © bevel GiPinG. 05000 ieee cs 36.02 
125,000 + ad No. 3&btr gi XbA eo one 
No Estes phate nobae cobweb edt 27.50 
TS O cnnoscde enieund 46> 9066065 21.30 
Idaho White Pine 

14,500 1x8” No. 1 common S2S RL.... 45.00 
39,000 1x8” No. 2 common 82S RL.... 35.00 
114,000 1x8” No. 3 common S28 AL.... 24.96 
133,000 4/4 No. 4 common S2S RW RL.. 19.29 
32,500 1x6” D select S2S RL,........ 48.94 
31,000 5&6/4x4”&wdr D 7 S28 ) Ts 
3,000 1x6” C select S2S RL.......... 80.00 
8,500 tt eae C sel $38 RL.. 94.00 
5,000 WS DOVSE SIGIME. . ceccccésteccs 43.00 

1,000 Bas/4 No. 38&btr chan s$2s— 
| ee SI 2 aE ne es 59.25 
No. 2 5 aie RO EENE a GS: S.cl bar tin he a oat 35.25 
bE SB ee, Sere ee eee 29.25 

Larch and Fir 

61,000 2x6” 16’ No. 1 dimension....... 20.29 
43,500 2x10” 16’ No. 1 dimension...... 20.35 
15,000 1x8” No. 3 common S2S RL.... 19.15 
1,500 4” C&btr vert ger fig RL........ 43.83 
50,500 6” C&btr D/S or rustic RL..... 30.85 





POPLAR BEVEL SIDING 


Louisville, Ky., June 3.—The poplar siding 
market remains firm, with demand about nor- 
mal for the season. Quotations at Louisville: 


No.1 No.2 

FAS Select com. com. 

ED 2s... a ohe wes SO $50 $40 $30 $24 
EE wicks nt cancee ees 50 38 28 22 
re rrr 50 36 24 18 








[Special telegram to AmeRIcCAN LUMBERMAN] 


Portland, Ore., June 4.—F. o. b. mill prices 
on actual sales of fir, May 31 and June 1 and 
3, direct only, reported by West Coast mills to 
the Davis Statistical Bureau, were as follows: 


Vertical Grain Flooring 





B B&btr Cc 
Pee, $42.75 $43.50 $30.50 
| NES Se Te eee 41.00 Slate 
Dr” insteby eae 46.00 
Flat Grain Flooring 
eer Oe ae 26.25 20.50 
pea a ee BAe 36.75 31.25 
Mixed Grain — 
a, ae me ‘ it 17.25 
‘Ceiling 
hal Pee ae ae { 25.50 20.25 
aie RARER I ee 25.00 20.00 
Drop Siding, 1x6” 
A eee 35.25 29.25 son 
SEE shheneue Suche 36. rk 31.50 ey 
BOP. + teatebskente’s a 20.25 
Pinish, Kiln ‘Driea and Surfaced 
1x6” 1x8” 1x12” 
Gs os. opi os hme eens $45.75 $49.50 $59.50 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
ee Re ee $18.00 $19.25 $19.00 $24.00 
ae Ee eee 13.50 14.25 15.50 16.25 
BE. si von sewer 9.75 10.00 10.00 ‘dee 
Dimension 
12’ af 16’ 18’ 20’ 22&24’ 26-32’ 


2” Thic 
Ne $19.25 $19. 0 ) $22. 00 $22.50 $19.75 . 

6”. 18.50 18:75 20.50 20.50 20.50 $24. 25 $24. ib 
8”. 19.00 19. 38 21.00 20.50 21.00 24.25 28.75 
10”. 19.25 19. 4 20.50 20.75 21.00 24.25 27.50 
12”. sa 75 19.75 20.75 20.75 21.25 23.50 25.25 


2x4”, 8’, $19.25; ae) ar 50; 2x6”, 10’, $17.50 
Random — 2x4” 2x8” 2x10” 2x12” 
No. 2 ers 25 si. 8 vis. 75 $12, - ie -” 
No. 3 9.75 25 . 
No. 1 aneies Timbers 
3x3 to 4x12” to 20’, surfaced........... $21.50 
Sz5 to 13x18" to 40, TOUBR.  s-0.0 co cocccccs 19.25 
5x5 to 12x12” to 40’, surfaced........... 21.75 
Fir Lath 
es cs Tee, Ben koi o onsiccaneccanteses $3.25 
B&better, Flat Grain Car Siding, 9 or 18’ 

CE ok wd aided s hha b.ge ob ps ae Someas 8 $40.25 
Se Sac e asst be One ewe Rees he Re eee 40.00 





SOUTHERN PINE TIES 


New York, June 3.—Following are quota- 
tions on southern pine railroad ties f. o. b. 
New York: 


All 8’ 6”— Sap Heart 
nfs Sei PRP res Ps eee ep $1.35 $1.70 
Ee! Se wk.e ce wee eee SUE CS TS OS Mes 1.25 1.60 
Sr. th > oss heb ob st ewe eee she 1.05 1,40 
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WEST COAST SPRUCE 


[Special Telegram to Amertcan LumBerman] 


Portland, Ore., June 4.—The following are 
prices for mixed carlots prevailing here today: 





Finish— Factory stock— 
BEE ccne¥eos $65.00 4/4 ...$34.00@35.00 
1x4—10” ..... 55.00 5/4 ... 35.00@36.00 

nore jpdinge— 6/4 ... 36.00@40.00 


24.00 8/4 
x6, Fiat gr. 27.00 
Vert. gr. 31.00 


- 37.00@42.00 
EMER aceve 4.00 
Green box 18.00@19.00 





WEST COAST LOGS 


[Special Telegram to Amertcan LumsBerman] 


Portland, Ore., June 4.—Log market quo- 
tations: 


Fir, yellow: No. $22@23: No. 2, $16.50 
17.60; No. 3, $12@ 12, 50: poner $32. $ e 

Fir, red: Uneraded, $15@16. 

Cedar: $15@18. 

Semmcor'ina f taal $10 

pruce: No 26@32; No. *, 20@ 24; 
3, $14@17. #200 


Fverett. ben 7 May 25.—T.o uotation 
Fir: No. $26: No. 2. $19 NS. 3. 3. we 
Cedar: Rafts ot shingle logs onl¥, $21: lum- 


ber logs, $35. 
Hemlock: No. 2, $130 16; $13@18 
Spruce, No. 1, $24: No. Hs ie No: , $12. 
Vancouver, B. C., June 1.—Latest log mar- 
ket quotations are as follows: 
Fir: No. 1, $22; No. 2, $16; No. 3, $11. 
Cedar, shingle booms, $26; $20 ‘and $11; 
lumber logs, $28 and $21. 
Hemlock: $12 





NORTHERN PINE 


Duluth, Minn. June 3.—Following are 
prices on northern white pine f. o. b. Duluth: 
Common Rough sont and Pencing— 


O&12 ft. 14 ft. 16 ft. 

ee 47.90 $47.00 $51.00 
ix 5 or 6”... 49.00 49.00 51.90 

ee” -sweees 53.00 53.90 51.90 

wee - wonee’ 60.00 57.90 56.00 

te - wénwae 82.00 89 00 80.00 
i nee 38.00 36.00 41.90 
ix 5 or 6”... 37.0 37.00 40.00 

er sedabe 40.00 39.00 38 nn 

|) Ail 42.00 40.00 38.00 

nr 5100 47.00 46.00 

oe te OR Pi cine co 22.00 28.00 29.00 
Ix 5 or 6”... 30.50 39.50 32.00 

2? ioe 32.00 32.00 32.00 

ee ‘«sscawe 33.00 32.00 32.00 

Bea” ‘saseds 35.00 34.00 34.00 


For all white pine (Pinus Strobus) Nos. 1 
and 2, add $1: for S1S or S?S add $1. For 
age add $1. S48. add $1.50. Flooring, 
4- and 6-inch, add $1.50 to price of fencing. 
Ceiling, %- and %-inch. same price as floor- 
ing. Drop siding. add 50 cents: nartition. add 
$1: well tuhine,. D&M and beveled, add $2, to 
price of flooring. 

No. 4, mixed, 8&-foot and longer, 4-inch. 6 
6-inch. $28: R-inch, $29: 10-inch, $29; 12- bea 
$20: Ix4-inch and wider, $28.00. 

No. 1 Piece as —— 

12’ 14’ 18’) = —-« 1R& 20" 
2x 4” «$35.50 $22.50 $22.50 $22.50 $25.50 
oe G” 41. S280 32.50 82.50 32.50 34.50 
2x 8” ... 35.80 35.50 32.50 332.50 35.50 
2x19” ... 37.50 38.50 32.50 82.50 39.50 
aun cece SA50 39.50 39.50 39.50 40.50 


No. 2 plece stuff, $3 less than No. p For 
reveh, deduct $1. For D&M. add $1.5 
Siding 4- and 6-inch, 4- to 20-foot— 


Canadian 
. R&bdtr. c YD BE Céhtr. 
| $41.99 $35.00 $25.00 $16.90 $22.00 


6” ...... 45.00 40.00 30.00 18.00 84.00 


WISCONSIN HEMLOCK 


The following are f. o. b. mill prices: 
Wo. 1 Hemlock Boards, 81s— 





£ 8’ 10,12&14° 18’ 

ix 4” ane eeoeesucedues $22.90 §=©$29.90 8 $30.00 
ix 6” 406% becenneeess 31.50 22.50 24.00 
ix 8° teaete-nenecceneas 22.50 32.50 35.00 
1x10” pavadBecveneeeca 35.00 36.00 37.50 
I PRN a 26.00 37.00 38.50 


For merchantable S18 deduct $2 f 

“ee os No. m Sonees $4. $ meatus 

‘or shiplap or floorin add 60 c¢ 
eee on No, J boards. ” ee: 29 

ating stock. 81 or ™ &”" and wid P 
longer, No. 2, $28: No. 8, sini a 
No. 1 Mentiegt Btmegaten, 8181E— 

12° 14’ 18’ 

2x 4” $32. 0 Pay 99 $32.90 $31.09 $22.00 
2x @” ... 20.00 81.90 31.00 31.99 22.59 
ae sée Srae 32.00 32.90 31,00 $2.50 
Bese? 4ce EO 2490 25.00 85.00 34.00 
2x12” ... 81.00 35.00 35.00 35.00 365.00 
oat 2 dimension, deduct $3 from price 

o. 1. 





WESTERN RED CEDAR 


Seattle, Wash., June 1.—Prices for red 
cedar siding in mixed cars, new bundling, 8- 


to 18-foot f. o. b. mill: 
Bevel aieing, ¥%-inch 
Clear “As “BR” 
OTE. cccccecrens $30.00 $27.00 $20.00 
SUNG ccccccesces 31.00 26.00 23.00 
eT ee 35.00 32.00 23.00 
Clear Bungalow Siding 
%-inch %-inch 
ree $47.00 $39.00 
SN, catekdne eens e+eese - 56.00 43.00 
PEMD: ecndhcwukeegeecssecace 65.00 owes 
Clear Finish, 8- to 16’ 
S2or4S Rough 
SOE iéecdavececensses -+-$ 75.00 $ 71.00 
DEG” ¢rtessntneakdenedecnes 80.00 76.00 
SES er - 90.00 86.00 
See GE Be sccncees anne we 105.00 101.00 
Clear Ceiling or Flooring, One Side V or B 
1x3 and 4-inch, 10 to 16’.......+..- «++ + $45.00 
Discount on Moldings 
Made from 1x3” and under......... escort ® 
Made from other SiZeS.......-+eseeeeeeees 40% 
For 50,000 feet or more, additional dis- 
COURNE co cccccccccccccweccsouse onccenees 
Clear Lattice, 548, 4- to 16’ 
a 100 mp. 
Cy ..  caceseeundetedsoesees en eenee ‘ 
SG” vs enceesateens ak weaad vhebtwesnnne 40 
BE” cccccrmesbosedpesccesdeeensnesees 50 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the week ended June 1: 


Flooring 

1x3” 1x4” 
Edge grain—Eanetne ba Giteratare Go $63.25 nytt 
Flat grain—Bebetter et 40.25 41.50 
eee ei eee aay 34.75 
No. 2 puseeheouenoe 25.50 
Partition and Siding of 
Drop siding, B&better, 1x6”............ $39.50 

Pinish and Moldings 
Finish, 1x5&10” #s&better.............- $62.75 
Finish, 5/4x5&10” Bé&better............. 78.00 
Case and base, 15588". ..c.cccccsececes 73.75 
Discount on moldings, 1%” and under.. 36% 
1%” and over... 30% 


Boards and Shi “i | 


Boards and shiplap, 1x &”, No. 1....... $36.00 
1x12”, No. 2 ie a aeere 28.00 
Ctetae. Tee", THO. Bec ccccvcescrceees des 25.00 
eee. SHO, DA Bescceccesccosvcewsve 19.25 
Dimension 

ee a Fee ll eee ee $24.50 
Se es We ME EE vic ch 0ks Oeaedeoe 26.50 
Se. Oe Oe Di sccberaceaicedets 6 31.50 
No. 2, 2x 4”, Se OS cance ccdceweneeen 23.75 
eo pia oad 4 ead hee O 25.25 

Lath 
ae SR, PG ivgecumnk Ceresvecetseda kent $4.55 





NORTH CAROLINA PINE 


Norfolk, Va., June 3.—Following are typi- 
cal average f. o. b. Norfolk prices made dur- 
ing the period May 16 to 31, as reported by 
the North Carolina Pine Association: 


ile EEE SE ee aS Se $46.05 
oy BRR rere oavhcawiesia 32.10 
I a miner a aia ed ide ekhbk a ack oo dae ei eee .. 24.80 
Se a ee eT ee ° - 20.95 
No.1 No. 2 
Wehet ier No. 3 box box 
= a eee $45 eee one eae 
7 a. davis aghean 49:6 “oe ara 
a we6ens #6 eu 46.40 $37.65 $28.55 $23.15 
De «<scsews i 47 oy ae a 
BEd. a chews ne Gus 50.50 37.75 29.25 23.80 
SE srssveegeks 52.80 41.25 28.35 23.55 
BD -ckntstieotke 68.25 46.55 31.60 24.30 
ater B&better— 
A SE ind Sn eae a hee bree «04Gb oe 6.0% ice Oe On $48.00 
axl0? ES A Rt eee OF! 66.70 
i. PERRO MEEM Ew ses eh eee behead cee 69.45 
Mee “a ania Mt etl Cheol Oty b 06. 6 Weal e uS ee ee tee 54.05 
' Bark Strips— 
DE niduliG det acidseewik eed eeewne +. $32.30 
a tk tc cen nn Baewees he ke 17.45 
Rs O's. oe Se 0 09 oe ee ene ekacee 5.86 
Dressed 2%” 3” & 
FF looring— Width Wider 
en ote nee $41.45 $40.30 
Pe 2 COED, Be . ccccocs 37.80 36.50 
DE EE iste dcsecsvaee 41.10 41.50 
Box bark’ strips; dressed or resawn..... $17.90 
Bé&better bark strip partition........... 34.55 
No. 2 *Air 
Roofers dressed dried 
SEE Y ak Kaa & Kieeraresttile de maculae 8.45 $19.95 
I sak cosa Rigen ace 28.00 20.15 
BS a aie etm eg me a marty Oakes 29.45 20.70 
DE “trent euduemsseaeree -- 30.95 21.35 


*F. o. b. Macon, Ga. 





OAK FLOORING 


Following are carlot quotations, i 
basis, on oak flooring: omen 


x24" 1x1%” %x2" x1%” 
Ist qtd. wht...$124.00 $124.00 $96 00 s73'b0 
Ist qtd. red... 91.00 86.00 73.00 68.00 
2nd qtd. wht... 84.00 74.00 63.00 63.00 
2nd qtd. red... 77.00 72.00 63.00 61.00 
Ist pln. wht... 86.00 72.00 69.00 54.00 
Ist pln. red... 82.00 71.00 60.00 67.00 
2nd pln. wht... 78.00 66.00 650.00 47.00 
2nd pin. red... 76.00 66.00 49.00 60.00 


ee Sa we 06 H0% 67.00 58.00 38.00 40.00 
eas 67.00 58.00 38.00 41.00 
Pe -sxeente 31.00 28.00 18.00 18.00 

x2” x1% 
ES | ae ee ea $101.50 $103.50 
RE WS i dane wb & acelin beeen es 101.50 103.50 
Sa Se See 80.50 81.50 
NO ET rr ee 80.50 79.50 
I Dae ain ice 6 de aoe O ano 78.50 81.50 
Od OG kien db etrn ae ewe eee 73.50 75.50 
i | ee eer 71.50 69.50 
I I gn Sioa wet Gate wane oe 67.50 67.50 
ff eer se 50.50 50.50 
I rea eee rrr 48.50 50.50 
a REE eee er ere 21.50 21.50 


New York delivered prices may be obtained 
by adding to the above: For }#-inch stock, 
ass 3 for %-inch, add $1.50; for %-inch, 
a 





MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple and birch flooring, as reported 
to the Maple Flooring Manufacturers’ Asso- 
ciation, averaged as follows, f. o. b. cars 
jae J mill basis, during the week ended 
une 1: 





Maple— First Second Third 
SEES” cccccccccoceces $88.43 $69.03 $49.30 
APPALACHIAN HARDWOODS 


Cincinnati, Ohio, June 3.—Average whole- 
Sale prices, carluts, Cincinnati base, on Ap- 


palachian “soft texture’ hardwoods today: 
4/4 5/4&6/4 8/4 
QUARTERED WHITE OAK— 
MAE nesvendon $140@145 $150@155 $155@165 
EG wacwed 105@110 110@115 115@120 
No. 1 com.... 80 85 85@ 90 90 95 
No. 2 com.... 46 50 54@ 59 55 60 
Sound wormy. 45 47 54@ 59 57@ 62 
QUARTERED —_ Oak— 
_. «ee or 120 
No. com. ose oe 70 
No. H com.... 45 50 . 
PLAIN WHITE AND RED Oak— 
WI eetsecewe se + Sa $t30@ 139 $130@135 
Selects ...cce 80 85 100 = 
No. 2 com 40 45 48 55@ 58 


No. 3 com.... 26 
Sound wormy. 49 


28 8=27 29 33@ 38 


No. 1 com.... 3 68 880 i 85 
51 59@ 62 62@ 67 


Bass woop— 
FAS .....+++-$ 78@ 80 $ 78 80 $ 88 93 
No. 1 com. 57 60 62 67 70 75 
No. 2 com.... 32 35 37 42 42 47 
CHESTNUT— 


OS) ae so 85 $ 95@100 $105@113 
No. 1 com.... 48 54 54 59 60@ 65 
No. 3 com. 22 24 23 24 
Sd. wormy and 


No. 2 com. 32@ 34 36@ 38 38@ 40 
No. 1 common 

& Better, 

soundwormy 35@ 38 38@ 40 40@ 42 


BircH— 
FAS .........$100@110 $105@115 $110@120 


No. 1 common 
65@ 70 70@ 75 


and sel. ... 60 65 
No. 2 com.... 35 37 40@ 42 42@ 44 


BEECH— 
PAS: evisvcccece @ 65 $ 65 70 $ 70 75 
No. 1 com.... 40 43 45 48 45 50 
No. 2 com.... 25 28 28 30 30 33 
PoPpLAaR— 
Panel & No. 1, 
ay & —— $140 $150 $160 
- pare 105 120 130 
Saps & Sel... 80 95 110 
Rede ” 60 65 70 
No 2 a seal 388@ 41 45 47 49 61 
WO S B.ccve - 83@ 35 36 38 38 40 
MaPLe— 


FAS .........$ 80@ 85 $ 85@ 90 $ 95@100 
No. 1 common 

and sel..... +t 56 = 65 70 #8678 82 
No. 2 com.... 34 39 40@ 45 47 51 


BLACK WALNUT 


Cincinnati, Ohio, June 3.— The following 
are sy f= prices on American black walnut, 
$< - . Cincinnati: 

et ™ = ame: 4/4, $245; 5/4, $250; 6/4, 
$258: Wt 

Select: ie 165: 5/4, $170; 6/4, $175;. 8/4, 


$140" 1: 4/4, $95; 5/4, $115; 6/4, $125; 8/4, 





No. 2: 4/4, $42.50; 5/4, $45; 6/4, $50; 8/4, $55. 





June 
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NORTHERN HARDWOODS 


Following are prices of northern hardwoods, f. 0. b. Wausau, Wis.: 








as i oS ae FAS Sel. N No.2 No.3 
FAS Sel. No.1 No.2 No.3 4/4 ... 65.00 65.00 .45.00 00° 2 el. 0.1 o. O. 
4/4 ...$ 75.00 $ 60.00 $ 55.00 $ 41.00 $ 22.00 5/4 ... 70.00 60.00 0.00 33.00 2 4/4 ...$ 70.00 $ 60.00 $ 50.00 $ 38.00 $ 17.00 
5/4 ... 85.00 70.00 65.00 41.00 21.00 6/4 ... 84.00 74.00 62.00 35.00 5/4 ... 87.00 67.00 52.00 40.00 20.00 
6/4 ... 105.00 90.00 65.00 41.00 21.00 8/4 ... 96.00 86.00 - 71.00 9.0 2h. 6/4 ... 92.00 72.00 57.00 36.00 20.00 
8/4 110.00 95:00 78:00 46.00 22:00 = ees 105. 00 85.00 70.00 39.00 21.00 
: - : . Rock ELmM— 10/4 ... 115.00 95.00 80.00 650.00 30.00 
BIRCH— 4/4 80.00 55.00 27.00 19.00 12/4 ... 125.00 105.00 90.00 65.00 .... 
4/4 90.00 70.00 45.00 30.00 21.00 5/4 * 85.00 60.00 30.00 20.00 16/4 ... 170.00 145.00 130.00 Apes ween 
5/4 93.00 73.00 64.00 38.00 22.00 6/4... 90.00 65.00 30.00 *20.00 Add for 8-inch and wider, $12; 10-inch and 
— anne bby + op 4 ye 22.00 8 g74 11. 95.00 75.00 38.00 25.00 wider, $30; 12-inch and wider, $40. 
mY * 410.00 100.00 Hy +4 Has 23.00 10/4 . 105.00 85.00 52.00 nk Regular stock contains 50 ‘percent or more 
12 * 115.00 105.00 95.00 60.00 ined 13/4 = .0~ 216.00 95.00 67.00 *30.00 14 and 16 foot, and the following ee 
44 - 2 “co aa” ee eet *Bridge plank of 12-inch and wider, 4/4, 10 percent; 5/, 
5/8 7600 61:00 3400 24:00 sete se p and 8/4, 20 percent; 10/ to 16/4, 30 By 
For 16-inch & wér, 064 $36; 8-inch & wér, ~“**¥°°— Harp MaPie RoueH Fioorine Stock— 
add $15; for 5-inch & wdr., 8-foot & lgr., add 4/4 «-- 75.00 63.00 652.00 32.00 24.00 No.1 No.2 No. 3A 
3 4 i350 72:00 400 36:00 36:00 com. com. com. 
Price of No. 2 and better, 4- and 6-foot Sia ‘i on i 4 62.00 36.00 26.0 “" eseseneuemenesese edie res = $28. oe 
lengths, $32. For select red, add $15. 10/4 90.00 80.00 65.00 46.0 ee alle BB Sua al de aloe ed sk Sl 
Rough birch, 6- to 16-foot, Ixt-inch, two fees 12/4 ... 100.00 90.00 16.00 55.00... amelie No. Send 
clear. one an two ace clear ° xo- ° 5 
4 ; ; ° Key stock, it $75, or on grades, FAS, +H better 
pene me: - Pen ag one and two face No. i 370; 4, $80, or on grades, FAS, Ah eeeveveeeerecstreeeeeetteseeeetaes $38.00 
' . re re) BOE oc i oak ed ahkiet tOhien es cen eee ‘ 
Sort ELM— One and two face clear, 6- to 16-foot, 1x4- FAS Sel. No.1 No.2 No.3 
FAS Sel No. 1 No. 2 No. 3 inch, “365: 1x5-inch, $75. 6/4 eecees 70.00 $60.00 $50.00 $35. 00 $22. 00 
4/4 ... 68.00 58.00 48.00 26.00 22.00 END Driep WHITE MaPLE— 
5/4 ... 72.00 62.00 50.00 28.00 24.00 RED OAkK— AS No. 1 
6/4 ... 83.00 73.00 60.00 30.00 23.00 we” oe Cl! Oe ee” Re ee ree ee $ 95.00 $ 75.00 
8/4 > 88.00 78.00 65.00 36.00 23.00 5/4 ... 105.00 85.00 70.00 42.00 20.00 5/4 .........ccccececcceee 102.00 77.00 
10/4 95.00 85.00 70.00 40.00 .... 6/4 ... 110.00 90.00 75.00 46.00 20.00 6/4 .........2 DIDI: 127.00 82.00 
12/4 . 100.00 90.00 75.00 45.00 . 8/4 ... 115.00 95.00 80.00 60.00 ey 130.00 95.00 
Following were sales prices of southern hardwoods during the week ended May 28, Chicago basis: 
4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
FicuRED Rep GumM— Sorr MaPLe— / 
ON i, cha 140.75 lla acai re i ee eee bin can eels | Sem 
SR Geta Ry Et a" ° “shbaiawehasn Sea eekeencea WO. B.....50 OV.98 +ciN db dedeea” bedhenteiees” Soeene oie 
Pin. FAS.. .118. 75 @ 126. Me cue beceikss | pueweecsboae “hue POPLAR— 
No. 1&sel. Cee Le ets Nee Gaiety ee Pe i ee Sie ce Ss. 5 crite ecn ad Were alae eee 
Seis dienes Saps & sel 62.50@ 63.00 ............ 72.00 75.00 
Qtd. FAS...101.00@104.00 105.00 «ce eeeeeuuees 0 No. 1&sel. 60.25@ 65.50 68.00@ 70.25 70.25 74.00 
No. 1&sel. SMS 6h Se er a tak 62.75@ 69.75 59.50@ 66.75 Ph. Rem sine, Sn Me cies ocWece ts | eee er eee 
Pin. FAS... 97.25@104.50 103.25 Ue cae No. 2-A... 40-000 46560 © 2.0... 5000s aoe Ct Eee oe 
No. 1&sel. 51.00@ 59.00 54.75@ 57.25 58.50@ 61.75 .........0. IG. 3-35... 2.550) SO.86 -SOBEQ. BEGG ons vac ieviiasl” Vueieceeeeun 
No. 2.... 33.25@ 34.50 36.00@ 36.25 37.25 40.00 — wi r 
u- Gon AS eos 82.00@ Ee ees = 93.75@ 95.25 96.75@105.50 
Qtd. FAS... 69.50 65.00@ 68.75 64.50@ 69.50 65.25@ 73.75 — ry 4 58.75 5 61.75@ 64.50 69.00 
No. 1&sel 47.00@ 50.00 47.75@ 52.25 49.00@ 52.25 50.25 @ 56.25 oo eee ett ay +4 36.75@ 37.00 ret gig ccctee: 
Pin. FAS.. 6 Ot Spgs citeeseai ns fe eos: ¥ + Dee 24.2 a 24.5 24.75 
No. 1&sel. 44.25@ 48.00 41.00@ 48.00 45.00@ 51.25 52.00@ 52.75 ry > 
No (ee 26.75@ 29.25 26 50@ 28.75 26.00@ 26.50 28.00 SOs e SCC CSKCEKED COOTER OSee. see 00h 00688% 66.25 
TUPELO— a goeet ee ee ee” a ape ee eh en, ie Ca CS eo Pt 61.25 
US 6 Re. Sakae etait Rieu yee en palatal hatch ad ell a lea le kD cd 31.25 
oie en tee 39.00@ 42.75 SCHREHB NOOR D WES BORE. OCS 460 KORO eOERSEDS | gee ee 81.25 
ree ee Ree S arene eearnenee th Keb pte eee es. - MC Ce Sharkey beknn | Meaetlisslhe.” wamaneee eis : is 
wee cet OE RE BO. LIE ey Et ae 2 heey ek Sort Bia Liicinnnnep es “watekiatncaiate lee eee Pare ie 56.25@ 64.75 
eM OO Ee, POP, COTE CO eet Tan Bead aperitif ot ra iets AM DS Re Mo ga pab00 uF Be 
‘ No. 1&sel. 75.25@ 78.25 80.00@ 88.75 | PERCE ER Serene 0. 2..... 27.95 eieee tess >  gumeeeer Teg 3450" 
Pin. FA 89.75@103.75 105.75@109.00 101.25@114.00 116.75@126.75 Corronwoop-— : — “ 
No. lgeacl, 56.25@ 66.50 71.25 4.25@ 77.00 79.75@ 85.50 No. 1&sel... 38.50@ 39.00 41.00 
No. 3, fle. 31.00@ 36.00 ee CHESTNUT— ay RT tk Seat I Sire Bok Po 
Rep No. 3. occ BOBO SEBO cccicccccsen ceccvccesves 44.00 Bett sewn 38.00 40.00@ 42.00 41.50@ 44.75 ..........6. 
Qtd. No. 1& YS =e SR OS, eee De TT 
ere a ee ee a er eee SycaMORE— SLT5 tt teaeeereee ceeeeeeeeeee seeneneunacs 
Pin. FAS. 71.00@ 84.50 92.50@ 92.75 97.75@106.25 112.50 I sn A Pee FNL 62.25@ 64.7 
No. 1&sel. 52.25 @ 62.00 59.75@ 62.75 58.00@ 70.25 .........0. Te SC oe ce Se See mone teen nears 47.25@ oe as 
- No ny 41.50@ 55.50 651.75 ae |.) mip acge wrens iii a ee ee he 
IXED eee i No. 1&sel.. I I in ad ie. 68.00 
ag Te en re eee 59.00  - 33.25@ 34.75 35.75@ 38.00 37.00 42.00 





Shortleaf Dimension, 84S -inch Sca: 
PHILADELPHIA PRICES =sgggg ho a, WEST VIRGINIA WOODS 
Philadelphia, Pa., June 3.—Wholesale prices 2x4”.......... 30.50 BE eaeesiee owe : 
secured from authoritative sources exclusively 2x6”.......... +30:00 2x12". .1) ee HS: #3200 Philadelphia, Pa., June 3.—Prices of West 
for the AMERICAN LUMBERMAN are as follows: Bs etki hase 30.00 Virginia hardwoods, secured from authorita- 
tive sources exclusively for the AMERICAN 
Southern Pine, Merchantable—1905 North Carolina Pine Flooring ri 
(Dock Delivery, Philadelphia) iii is No. Sapte. Nes wWo.¢ | “OMSEEMAN, are as follows: 
Mississippi Hx2%" rift ........ $67.00 $62.00 nme Ash: FAS 4/4, $100@105; 5&6/4, $11 ; 
Southern Northern and 1gX2%” flat ........ 45.00 40.00 $29.00 | g74, $125; senia/e. s1ss@ ite. Coeua are 
e Florida orida Georgia Kiln Dried North Carolina Roofers $60; 5&6/4, $70;.8/4, $80. 
ne re $40.00 $44.50 55.00 6” gas 510 ron 
B&Gx6" 20222 LL 39.00 42.50 51.00 iXgn) Mx7%¢...°38:00  ixi2”, x11. *3eg0 |  Chestmut: FAS 4/4, $85@88; 5&6/4, $100@ 
2&4x10"” meee 50.00 52.50 56.00 }$-inch thick, $1 more. 105. Common, 4/4, $56@58; 5&6/4, $62 @65. 
5&10x10 eee: 48.00 49.50 54.00 ais Red Cedar Bevel Siding : Sound wormy, 4/4, $36@328. No. 2, 4/4, $27@29. 
a, asekeen ¥ 5 ° er GP cc cccch ance evwSan bbawweben 39.00 ° . 
5&12x12” 1.1... 56.00 61.00 SEE :; GE MI Ge can sanne'era oda heme tie 438.00 Fn needy arn fio Asma Pryy nn 
2&Axld” 22.2. at 67.50 71.00% x10", clear oss... sees tees ese eee 64.00 comer ta ae Conmen $ op tag Smt 
o x ees a ee ° . ; ’ . ’ ’ ’ 
2&4x16" 1.2... ae 85.00 Maple Ficesing fob. veatae 1 kth 5&6/4, $70@73; 8/4, $78. No. 2-A common, 
6&16x16"” ...... 80.00 wFMA First grade........... $97.50 $98.50 | 4/4 $45; 5&6/4, $49; 8/4, $52@54. No. 2-B 
Lengths 22 to 24 ‘feet, add $2. MFMA Second grade......... ees 50 80.50 | common, 4/4, $30; 5&6/4, $32@33; 8/4, $34@36. 
Each 2 feet additional, add $1.00 to 32- foot MFMA Third er 57.50 56.50 : 
price. Brage......-.-- . Red Oak: FAS 4/4, $95@100; 5&6/4, $110@ 
Each 1 foot over 32 feet, add $1. aes * Pine ——. 2 No.3 | 115:_8/4, $120@125. Common and select, 4/4, 
Longleaf Pine Flooring, 25/32x2%-inch Face ,, 4» $ 69 5s $59.50 $46.25 7715 | $60@63; 5&6/4, $72@75; 8/4, $75@77. No. 2 
(Rei. Detvery) ix 6” ......... 79:50 64.50 44.25 88.25 | Common, 4/4, $45@47.50; 5&6/4, $47@50; 8/4, 
ly ht. we. ee : sap ont «008 SE i Me eaced 74.50 64.50 4.38 $8.35 $50@55. 
tr, sap rift. 74. 0. 2 sap flat.. 28.00 1x10” ......... 84.50 74.50 44.25 39. 
Bé&btr, flat..... 52.00 No. 3 sap flat.. 2000 ixi2” [['°''72: 99.50 89.50 48.25 40.25 White Oak: FAS 4/4, $110@115; 5&6/4, 
Air Dried No. 2 Common Roofers 13” and up..... 104.50 94.50 63.25 48.25 | $125@130; 8/4, $130@135. Common and select, 
a ve Lath, 4-foot No. 1 4/4, $65@70; 5&6/4, $75@80; 8/4, $80@85. No. 
D2S&M D4s . 4/4, $50@58; 5&6/4, $55@58; 8/4 
1x6” %x5%....$27.50 1x10” %x 9%..$29.00 Spruce ..........+. “ 50 c.i.f.—$6.75 delivered | 2 common, , , , , : 
1x8” %x7%.... 28.50 1x12” %x11%.. 29.50 Hemlock ......... . 4.90 c.i.f.— 5.50 delivered ‘ $60@63. 
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This Week’s Market Reports 


For Editorid- Review of Current Market Conditions See Page 31 


NORTHERN PINE 


CHICAGO, June 5—Retail yards are the 
principal buyers of northern pine, and in the 
city these are not very active. Prices re- 
main firm. 


BUFFALO, N. Y., June 4.—Northern pine 
demand has been seasonable, with no great 
amount of stock available. In lower grades, 
quite a scarcity of dry stock is reported, but 
late receipts of lumber by lake are relieving 
it. Mills are short of some items, but demand 
is not large enough to warrant any large ad- 


ih HARDWOODS 


CHICAGO, June 5—There is little change 
in the local hardwood situation. Two or 
three weeks still remain before the winter 
cut stocks will be dried, so dry lumber is 
hard to get. There is a good demand in all 
varieties, with the body people actively in 
the market for 6/4 and thicker, No. 1 and 
better, maple and birch, and the flooring 
factories buying flooring maple. Prices re- 
main firm. Box and industrial trades are 
taking No. 3 crating in good volume. 





CINCINNATI, OHIO, June 3.—Easing up 
of orders for all southern hardwoods was 
noted this week, but they continued to cover 
the list fairly well. Automobile plants were 
fairly liberal buyers, though takings are 
on the decline. Sap gum orders from furni- 
ture factories were small but volume was 
maintained. Oak and poplar and sound wormy 
chestnut in mixed carlots were also bought by 
furniture factories. A fair amount of busi- 
ness was booked by wholesalers of the East 
and central States. Plain red oak is weak, 
but quartered is not. 


BUFFALO, N. Y., June 4.—The hardwood 
trade is fairly active. The automobile manu- 
facturers are not in as much need of stock 
as they were a few weeks ago. Some trade 
is now coming from radio cabinet manufac- 
turers, who are taking a fair amount of gum 
and walnut. 





ST. LOUIS, MO., June 3.—The southern 
hardwood market is firm, largely because pro- 
duction has been curtailed by rains and high 
water. However, there is no great demand 
by either yards or consumers. The local yards 
are buying only such items as they require 
for immediate needs. The only price change 
in the list is on FAS white oak, which is 
about $2 lower than it was several weeks ago. 





HOUSTON, TEX., June 5.—Hardwood manu- 
. facturing has been hard hit by the recent 
floods, and it will be difficult for some days 
to determine the extent of injury to the in- 
dustry and when normal shipments can be 
resumed. 


FIR, SPRUCE, CEDAR 


CHICAGO, June 5—Any softening  ten- 
dencies in the price of fir have been checked, 
it is believed, by the reduction in output at 
the mills. Some concessions still are being 
made in straight cars of uppers, but mixed 
cars are firm. Railroad demand is light. 





KANSAS CITY, MO., June 4.—Fir demand 
is holding steady, with prices firm, and coun- 
try demand widening in the northern States. 
Demand in the middle West has been a little 
slower, as farming activities have increased. 
City demand is good, 


NEW YORK, June 4.—There is a fairly 
active market in fir at present, the situation 
having shown improvement since last week. 
Yards are not as well stocked as they were at 
this time last year. There are ample whole- 
sale stocks, but harbor conditions are good. 


BALTIMORE, MD., June 3.—The loading up 
of the market with fir in excess of its absorp- 
tive capacity, has depressed quotations, which 
are now said to be $2 or more under the figures 
set for a time by the mills. Arrivals ran much 


ahead of necessities, and now buyers have 
come to insist upon concessions, which are 
obtainable because of the heavy assortments 


on hand. 
CYPRESS 


CINCINNATI, OHIO., June 3.—Common 
grades of cypress were off $1 on this market 
and were moving slowly, with practically no 
demand for pecky. Dimension was moving 
well, with 6-inch No. 2 center matched floor- 
ing enjoying a strong demand. Tank cypress 
also had a good call from the industrial trade. 
Upper grades of cypress were firm and in 
good demand. 


ST. LOUIS, MO., June 3.—The upper grades 
of yellow cypress continue draggy, while the 
lower grades are in demand and scarce. Prices 
are unchanged. Buying of red cypress is 


fair. 
HEMLOCK 


CHICAGO, June 5—Industrial plants aré 
buying hemlock in large volume, for crat- 
ing, and country yards are also demanding 
this wood. Prices continue firm at $3 off 
the list. 


NDBW YORK, June 4.—Demand for eastern 
and western lumber is rather slow, the trade 
being generally confined to regular customers, 
and little new business developing except in 
timbers. There have been sizable arrivals of 
part cargoes of western lumber, but the mar- 
ket is not overcrowded and prices are hold- 
ing firm. 


BOSTON, MASS., June 4.—The hemlock 
market is quiet. Quotations on western hem- 
lock have weakened; some lots have been of- 
fered within a few days at $8.50@9 off Atlantic 
Coast Differentials list. Retailers have 
enough for early needs and are very cautious 
about increasing their yard stocks. Eastern 
and northern hemlock is scarce, quiet and firm. 


WESTERN PINES 


CHICAGO, June 5—There is a fair demand 
from the industrials for sugar pine, and with 
the mills now operating the stocks are being 
put back in good shape. Prices are firm. 
Pondosa pine is in good demand, especially 
from the industrials and retail yards. Prices 
are firm, and stocks are sufficient to assure 
delivery. 


KANSAS CITY, MO., June 4.—Yard demand 
for western pines has increased a little, 
while industrial demand holds steady. Cali- 
fornia mills are getting most of the business 
in this section. Heavy demand for shop con- 
tinues and prices are firm. 


BUFFALO, N. Y., June 4.—Sales of Idaho 
pine have been fairly active, most stock going 
in mixed cars to retail dealers. Prices are 
firm and have been advanced several times in 
the last few weeks. Industrial demand for 
the California pines is disappointing. The 
retailers are not in the market for western 
pines to any large extent. 





NEW YORK, June 4.—There is a shortage 
of stocks in Pondosa and Idaho pines. A 
leading retailer said today that there are just 
enough stocks to get along with, and that 
wholesalers are unable to fill up the gaps. 
Prices are holding firm at recent advances. 


SOUTHERN PINE 


CHICAGO, June 5—The union labor situa- 
tion has had some detrimental effect on the 
demand for southern pine, but as the build- 
ing trades’ differences have been patched up 
the market is expected to improve. Demand 
from the country yards, especially for mixed 
ears, is a little stronger. There is no change 
in prices. 


BOSTON, MASS., June 4.—Southern pine 
was very quiet last week, partly due to the 
holiday and the record-breaking hot spell. 
Current buying is light and confined strictly 
to very early requirements. Flooring prices 


are widely spread but steady. Roofers have 


weakened, 





CINCINNATI, OHIO., June 3.—Softening of 
prices on common boards was the feature of 
the pine market here last week. Values were 
off $1@1.50 on all grades, probably because 
of offerings of distress stocks in transit cars. 
Dimension and millwork moved in fair volume, 
but sales generally were termed spotty. Con- 
tinued unfavorable weather retarded building. 





KANSAS CITY, MO., June 4.—The southern 
pine market has not been showing any spe- 
cial activity the last ten days, though volume 
of orders has been well maintained. WBager- 
ness of smaller mills to get business has 
caused some soft spots in common grades, 
but the larger mills are holding firm on their 
lists. The mixed car demand is heavy, 
straight cars going mostly to the East. 





ST. LOUIS, MO., June 3.—Firmness again 
rules the southern pine market, although 
prices are unchanged. There has been further 
improvement in buying, with demand coming 
from nearly every section of the country, ex- 
cept St. Louis, where trade is affected ad- 
versely by rain and labor troubles. The de- 
mand for industrial grades for crating pur- 
poses is stronger than for several weeks. The 
transit car situation is in good shape. Manu- 
facturers are complaining of rains and high 
water affecting shipments. 


HOUSTON, TEX., June 5.—There is a good 
demand for pine, but it is difficult to deliver 
the stocks. There will be delays in handling 
most lumber shipments because of crippled 
railroad service and conditions at various 
mills caused by the recent floods. 


EASTERN SPRUCE 


BOSTON, MASS., June 4.—The large pro- 
ducers are maintaining a base price of $42 for 
eastern spruce frames, but concessions of 
$1@2 are sometimes given by small mills on 
easy schedules not wanted in a hurry. Pro- 
vincial random is moving a little better at 
unchanged prices. Boards are quiet, scarce 
and firm. Lath are not very active and quota- 
tions are barely steady. 


SHINGLES AND. LATH 


CHICAGO, June 5—There is a good demand 
for shingles, but stocks at the mills are not 
plentiful. Prices are firm at: TExtra, $5.25; 
standards, $4.35, and sound butts, $3.25. 


KANSAS CITY, MO., June 4.—The shingle 
market has shown no change in the last week, 
and shingle men think prices are about as low 
as they can be expected to go. The demand 
for lath has increased a little, both southern 
and western mills getting good orders. Siding 
sales are mostly of wide items, and there 
is a little more business coming from city 
yards. 


NEW YORK, June 4.—Arrivals of eastern 
spruce lath have replenished fast dwindling 
stocks in the hands of local wholesalers, but 
there has been no change in prices. Demand 
is fair. Shingles are plentiful, and prices firm, 
the market being fairly active. 


HOUSTON, TEX., June 5.—Business in 
shingles and lath in this territory is very 


quiet. 
BOXBOARDS 


BOSTON, MASS., June 4.—Boxboard distri- 
butors are handling a seasonable volume of 
business and maintaining quotations. Stocks 
of dry box lumber in first hands are moderate. 
Round edge white pine inch boxboards are 


$27@30. 
CLAPBOARDS 


BOSTON, MIASS., June 4.—Demand for clap- 
boards is quict, and prices are unchanged. 
Eastern spruce and native white pine are very 
scarce and firm. Plenty of clapboards from 


the Coast are offered at attractive quotations. 
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CALIFORNIA PINES 


San Francisco, Calif., June 1.—The follow- 
ing average wholesale prices f. o. b. mills, 
those on commons covering 1-inch stock only, 
were reported by the California White & Sugar 
Pine Manufacturers’ Association for the week 
ended May 28: 


California White Pine 
No. 1&2 clr. C sel. D sel. mJ clr. 


| aeerc te $68.10 $65.25 $53.55 40.70 
O46 csewe .- 65.60 64.35 aaah 54.25 
C8... cvecsccs Gee 57.05 45.45 51.85 
| er 74.65 * 66.55 55.65 ive 
California Sugar Pine 
| eee $94.10 $82.60 $66.95 . $50.75 
7? eee 86.85 74.50 57.75 aris 
Oe siusees 86.15 67.40 51.55 60.00 
SJE sevscce 98.00 80.50 67.85 80.60 
White Pine Shop White Fir 
took  Seae.. ee Cbtr, all sizes. .$32.30 
o. 1, 5/4 xa.w. A 
No. 2, 6/4 xa.w. 27.35 Mixed Pines 
Panel, C&better No.2 No.3 
Se” SO Wess ane Common— 
4” ....$29.55 eieid 
Sugar Pine Shop 6” coos 25.65 $21.65 
Inch common.. .$41.90 8” .... 26.95 22.65 
No. 1, 5/4 xa.w. 41.20 Siding, Bé&btr, 
No. 2, 6/4 xa. w. 32.85 MME. wicwisc's e $29.50 
Australian Lath— 
4/4 xa.w........$51.65 No. 1........ $ 4.40 
5/4 X@.W........ 50.40 NO. 2....+.4+- 3.40 
7". ea . 47.95 No. 1 dim., 1% 
S26 BRWeicceves S435 ee ee ee 





CHICAGO BUILDING PERMITS 


Following are building permit statistics for 
May, 1929, and comparative figures for April, 
1929, and for May, 1928: 





May, April, May, 
1928 1929 1929 

eee 164 139 126 
Offices and 

ae 17 12 4 
Residences .. 455 490 316 
Halls and 

churches .. 5 3 1 
Theaters ... a on one 
Apartments . 390 278 242 
Stores and 

offices .... 9 3 2 
Stores and 

ROMP sccce 8 6 6 
Stores and 

apartments. 1 <% 
Stores and 

residences... 42 27 33 
Miscellaneous ~ 6 3 5 

 was-as 1,097 961 735 
(oer 1,069 945 709 
Frame ..... 2 16 26 


Frontage ... 39.625 32,132 25,505 
Cost ........$40,067,300 $25,049,500 $34,073,900 

Cumulative figures for the first five months 
of 1929 and 1928 are as follows: 


1928 1929 
Number of buildings... 4,456 3,145 
Frontage feet ....... 152,077 110,431 
Ce. atcaweweeen’s ...-$155,194,500 $101,597,600 





CHICAGO RECEIPTS AND 
SHIPMENTS 


Reported by F. H. Clutton, 
Board of Trade. 


Receipts from April 28 to June 1, Inc. 


Secretary of 





Advertisements will be inserted in 
this department at the following rates: 


30 cents a line for one week. 

55 cents a line for two consecutive weeks. 

75 cents a line for three consecutive weeks. 

90 cents a line for four consecutive weeks. 

Eight words of ordinary length make one 
line. Count in signature. 

Heading counts as two lines. 

Ho ane cage Ge tasting emp te ot 
m 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be er 
under heading Too Late to Classify. 




















Wanted—Employees 

















WANTED 
Young man to take interest and manage a retail 
lumber yard in central Illinois. Must invest from 
$3,000.00 to $5,000.00. 
Address “E. 157,” care American Lumberman., 





WE DESIRE TO COMMUNICATE WITH A 


Resident buyer of West Coast lumber for the pur- 
pose of supplying the needs of certain of our 
clients which will: average ten to fifteen million 
feet per year. References must be furnished as to 
your history, ability and integrity. Address com- 
munications to H. J. KAESTNER CO., INC., Times 
Bldg., New York, N. Y. 





WANTED GENERAL MANAGER 


For Millwork factory operated in connection with 
Retail Lumber and Builders Supply business, also 
wholesale Sash and Door distribution. Located in 
Georgia. State Age, Experience and Salary ex- 
pected. Write “GENERAL MANAGER, 
GEORGIA,” care Amercan Lumberman. 





WANTED: COMPETENT 


Bench and sash and door men. BEAVER FALLS 
PLANING MILL COMPANY, Beaver Falls, Pa. 


WANTED DETAIL MAN 


One who has had experience handling Yellow Pine 
Railway material detail preferred but will consider 
general detail experience. 

Address “F. 158,’’ care American Lumberman. 








WANTED—GOOD SAW FILER 


For box plant in Northern Florida. Good salary 
and opportunity. 
Address ‘°G. 151,” care American Lumberman. 


WANT EXPERIENCED LINE YARD MANAGER 


Tell us fully about yourself. Confidential. 
Address ‘“‘G. 155,” care American Lumberman. 























Lumber Shingles WANTED—A GOOD YARD AND TRUCK MAN 
CO eo 363,629,000 42,179,000 | No smokers. drinkers or clock watchers need ap- 
ROS oveneseenvecune 407,481,000 50,049,000 | ply. Give full particulars with first letter. ; 
Address “G. 156," care American Lumberman., 
WewwPeese “isaies ccs 43,852,000 7,870,000 —— S REPUTAMLE EADEMENCED 
Receipts from Jan. 1 to June 1 Young man capable of handling sales and pur- 
Lumber Shingles | chases for Chicago wholesaler, must come well 
|. MTCC CTE Ee 1,478,304,000 147,225,000 | recommended. 
DE sada neuen’ 1,624,763,000 174,496,000 Address “G. 154,” care American Lumberman. 
DOCTORSE 2.0 cccee 146,459,000 27,271,000 WANTED AT ONCE 
‘une A first class bookkeeper to take charge of Journal 
Shipments from April 28 to J 1, Inc. and Ledgers for a Wisconsin lumbering corpora- 
Lumber Shingles | tion. None but Al man will be considered. 
Sere Cee. 132,367,000 53,864,000 Address ‘“‘F. 164." care American Lumberman, 
1928 on Saldo Ges - 136,684,000 40,677,000 . 
NS. wv bt oc tees «4c aie > 13,187,000 IF YOU WANT TO CUT ‘A SMALL TRACT 
Decrease ..... ° 4,317,000 eeesee | Of timber and want to get a portable mit! for It. a 
ll ad in the American Lumberman will put you 
Shipments from Jan. 1 to June 1 3 ‘touch with some such operator who is through 
Lumber Shingles | with his mill. 
OOD <i vetwanave ext . 550,126,000 188,978,000 If gee —_ — sell & ewe se ~ B. = 
American Lumberman. ou w nd another fel- 
BE we wives cone ¥tee 551,148,000 154,193,000 low who will want just what you have. 
Increase .....-. 34,785,000 AMERICAN LUMBERMAN, 


Decrease ...... iy 1,022,000 $5e5es 





431 So. Dearborn 8t,, Chicago, Ill. 











Wanted—Salesmen 


WANTED 


A-1 sales representative for large manufacturer of 
northern hardwoods, northern pine, southern pine 
and Pondosa pine. Pittsburgh, Youngstown and 
Cleveland territory. One familiar with industrial 
trade given preference. Excellent opportunity for 
permanent connection and good future for the right 
man. Give full details and send snapshot. 
Address “C. 161,” care American Lumberman, 




















A NATIONAL SASH DOOR AND MILLWORK 


Institution will receive applications from salesmen 
of the proven type who have had experience sell- 
ing the retail lumber trade. Territories vacant in 
Central, Southern and Southeastern districts. Ex- 
cellent compensation arrangement for the success- 
ful man. 

Address “G. 157,” care American Lumberman, 





FIRST CLASS HARDWOOD LUMBER SALESMAN 
Can make connection with livest Hardwood Yard 


in Chicago. Must have some trade. Commission 
ee account. Prefer one who has auto- 
mobile. 


ARTHUR L. DEDI LBR. CoO., 
2051 W. Austin Ave., Chicago, Il. 


SALESMAN 


Old establish wholesale firm with first class West- 
ern and Southern mill connections requires sales- 
man for Western Pennsylvania territory. Profit 
sharing basis. Write, giving references and past 
experience, “G. 162," care American Lumberman. 








WANTED EXPERIENCED SALESMAN 


For outside and office work for Retail Yard deal- 
ing in Lumber, Millwork. Celotex. Asphalt Shingles 
and Roofing, Plaster Board and Wall Board. Also 
familiar with collecting. General experience from 
a smaller yard preferred. Give full particulars in 
first letter, stating approximate salary expected 
and how soon available. 
AYERS-WITMER’ LUMBER CO. 
Portage Road. Niagara Falls, N. Y. 


Wanted—Employment 


A SPLENDID OPPORTUNITY 


Because my present position offers no encourage- 
ment for the future here’s a rare chance for some 
manufacturer or dealer to secure the services of 
an exceptionally well trained man of high calibre 
—one who can handle your accounting, credit and 
collection departments; estimate from plans and 
specifications; a graduate from two schools of 
salesmanship—a “do-it-now’’ type, who given the 
opportunity will prove a real asset to his employer. 
For formal application please address 
“G. 166," care American Lumberman. 


POSITION WANTED 


By competent detailer, biller, cabinetmaker, ma- 
chine man; read blue prints; capable of supervis- 
ing and laying off any kind of work. Experienced 
on store, bank, office fixtures, show cases, archi- 
tectural, mill and any kind of cabinet work. 
Address “G. 167,” care American Lumberman. 


WANTED POSITION AS BAND SAWYER 


Mill foreman or superintendent of Hardwood cy- 
press or pine operation or will accept combination 
job sawing filing foreman and mill wrighting; 
have planing mill experience North and South to 
the firm willing to invest in me. I offer good 
reference and good mill training; life experience; 
I will prove myself a good asset. A check on 
references will disclose real merit. 
Address .“F. 161,’ care American Lumberman. 


SUPERINTENDENT 


Mill work factory; 18 years’ experience. Thor- 

oughly understand plans, estimating, billing, de- 

tailing and cost production. Best of references. 
Address “F. 160,” care American Lumberman. 






































POSITION WANTED YARD SUPT. 


17 years’ experience in Hardwood and Hemlock 
mills; now employed: also Al Hardwood and 
Hemlock Inspector. 32 years old; married; best 
of reference, 

Address “D. 157," care American Lumberman, 


SITUATION WANTED 


By man who has travelled continuously for twenty 
years, calling on the retail yard, and industrial 
trade in Indiana, Illinois, Ohio and Kentucky. 

First ten years selling Yellow Pine, last ten 
years selling a West Coast Product, all on salaried 
basis. 

* Wants salaried position; reference A-1, only 
changed jobs once in twenty years, am still under 
fifty and have good established customers. Will 
guarantee results. 

Don’t answer unless you will pay four hundred 
dollars ($400.00) per month, and expenses. 
Can sell from Main office or by personal calls. 

Will headquarter any place. 

Address “BE. 158," care American Lumberman. 








ACCOUNTANT, AUDITOR, OFFICE MANAGER 


Desires position. Wide experience, specializing in 
lumber accounting and income taxes. Al references. 
Address “F. 162," care American Lumberman, 
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Wanted—Employment 














Wanted--Business Opportunities 

















Wanted-Second Hand Machinery 




















RESULTS 


An operating planing mill foreman. A first 
class machinist therein. With knowledge of dry 
kilns, 15 years’ experience, 10 years under the 
Southern Pine Assn. and five years hardwood; 
fast and accurate. 


With some of the largest mills in the South in 


the past, 9 years with last two concerns, manu- 
facturing hardwood flooring here. Cedar lining, 
ete., the past 5 years. 

My plant shutting down on account of depres- 
sion in the market for indefinite period; know 
how to make first class lumber only. Know 
grades, take bad wavy cylinders and _ spindles 
and make slick lumber. 

Can furnish names of some of the largest com- 
panies in the South as reference. 

Would consider head helper position, perhaps. 
Confidential, if you were figuring on making a 
change soon. State salary, location, etc. 

Address ‘’G. 165,"" care American Lumberman. 


MANAGER OR ASSISTANT 


Ten years successful experience as manager of 
southern pine mill. Sixteen years with present 
employer. Capable of forming and directing com- 
plete manufacturing and sales organization. While 
I do not know it all my experience is thorough 
and I can lead an organization to produce best re 
sults at minimum cost. Can serve effectively in 
any executive capacity. 

My record is clean and will bear closest in- 
vestigation. Can furnish any references required 
from present employer, the trade and from asso- 
ciates in business and social life. 

Not looking for an easy job but one requiring 
grit, energy and ability. Several well trained 
operating men available. 

Address “F. 150," care American Lumberman. 


RAILROAD COMMISSION SALESMAN 


Desires connection in East with manufacturer or 
large selling agency, for a group of mills manu- 
facturing West Coast products, specialty railroad 
material. Have an excellent trade and only inter- 
ested in large, high grade connection. 

Address ‘‘H, 152,’" care American Lumberman. 











CIRCULAR FILER AND MILL MAN 


Wants position. Can go any place. 20 years’ ex- 
perience. Absolutely first class and dependable. 
Address “F. 163," care American Lumberman. 


DETAILER AND BILLER 
Several years’ experience in high class millwork, 


store, bank and office fixtures seeking position in 
middle West. 


Address “C. 153," care American Lumberman: 


EXPERIENCED OFFICE MANAGER 








Salesman and bookkeeper desires permanent posi- 
tion. Nine years in lumber, millwork and build- 
ing supply business. Will go anywhere. A-1 ref- 
erences. Address 8. L. ZETROUER, 1036 Oak St.. 


Jacksonville, Fla. 





WANTED 


Position as general manager retail lumber yard by 
capable young man of wide experience. Best of 
references. 


Address “E. 151," care American Lumberman. 





SUPERINTENDENT OR GENERAL FOREMAN 


22 years’ experience, thorough knowledge of mill- 
work line, can handle men, also detailer and 
biller. Age 38; married. 

Address “F. 152,"" care American Lumberman. 


WANTED POSITION 


By experienced hardwood buyer and _ inspector. 
Either North or South. 





Preferably road. Refer- 
ences. 
Address “E. 156,” care American Lumberman. 





WANTED 
Young lady with seven years’ experience in whole- 
sale lumber business desires position as private 


secretary or stenographer. References furnished 
on request. 


Address “G. 152,” care American Lumberman. 





LUMBER PRODUCTION EXPERT 


Intimately acquainted with Douglas Fir and South- 
ern Pine, desires executive position with first rate 
enterprise with production of 150,000 to 500,000’ 
Board measure per day. Employed, but desires 
connection offering wider opportunity for service. 
Address “G. 153,’’ .care American Lumberman. 


MANAGER—INDIANA, OHIO OR MICHIGAN 
Fifteen years’ experience retail yard—available 
soon. Married. 

Address “G. 158," care American Lumberman. 


BOOKKEEPER-ACCOUNTANT—LUMBER BUYER 


With thorough knowledge of managerial work in 
the manufacture of Interior Trim, Mouldings and 
Furniture Dimension desires new connection. Can 
make audits, machine efficiency studies and pro- 
duction cost estimates and analyses. References. 
Address “‘G. 161," care American Lumberman. 











SELL YOUR SECOND HAND MACHINERY 
Every week the clasified advertisements are read 
by people who are in the market for maehinery. 


AMERICAN 
Dearborn St., Chicago, Il. 


Let us help you to find a buyer. 
LUMBERMAN, 431 & 


A HIGH QUALITY FIR FINISH MILL 


Wants equally high grade sales connections in 
Protected Territories! 


Our comparatively new, and thoroughly modern, 


“large capacity plant has an adequate, long time 
“ 






ply of proper raw material. 

— We kiln dry all our lumber and manufacture 
fectly machined old growth fir finish, mould- 
hrings and gutter, as well as ceiling, flooring and 
mspecial orders. 

re" We can ship plywood or shingles or other items 
to help fill out cars when necessary. 

We have much to offer you, and we will expect 
much from you, 

Write us now, saying what territory you really 
cover, and the potential business you have. 
Address WEST COAST FIR FINISH MILL, 

“E. 160,"" care American Lumberman. 





WANTED—RETAIL LUMBER YARD 
We want to buy an established lumber yard in 
suburban city. Siding essential. Not interested in 
dead wood. Give reason for selling. Eastern states 
preferred. 
Address “G. 168,” care American Lumberman. 





EXPERIENCED LUMBER BUYER WANTS 


Connection with large buyers Yellow Pine yard 
stock or specials; commission basis. Have good 
connections. BOX 963, Meridian, Miss. 





NEW JERSEY COMMISSION SALESMAN 


With following in Northern Jersey and part of 
New York state desires make connection with de- 
pendable manufacturer or wholesaler specializing 
in North Carolina Roofers who will appreciate ser- 
vices of a man who will protect their interests 
named territory. 

Address “‘F. 155,” care American Lumberman. 





WANT TO SELL YOUR TIMBER OR 


Timber land? The best way to find a buyer is to 
advertise in the paper that reaches the buyers of 
timber and timber lands. THE AMERICAN LUM- 
BERMAN is the best paper to advertise in when 
you want to sell. Our readers are buyers. AMER- 
ICAN LUMBERMAN, 431 S. Dearborn St., Chicago, 
Til. 


| Wanted~Lumber and Shingles 


WANTED—HARDWOOD & YELLOW PINE 
LUMBER 


Will buy outright, paying cash, or will handle en- 
tire output, making cash advances on lumber as 
put in pile and sell same on commission basis to 
Industrial and Consuming trade. Write us for 
detail information. 
O. NESSEN LUMBER CoO., 
Chicago, Ill. 


























WANTED—MAPLE SQUARES 


1x], 14%x1%, 1%xl&, 2x2, 2%x2%, and 2%x2%, 
sending list of your stock, prices and location. 
Address ““W. 166,"" care American Lumberman. 


WANTED SECOND HAND CRANE 
10 ton capacity, steam operated, 50 foot boom. 
MICHIGAN WOOD PRESERVING COMPANY 
Reed City, Mich. 


WANTED SECOND-HAND 


%-yard steam or gasoline shovel. Caterpillar type. 
J. M. SONNER LUMBER CO., IN 
Mabie, West Virginia 








LOG BAND SAW MILL AND 


Filing Room Equipment latest improved must be 
as good as new; state length of time in operation, 
where can be seen, and lowest cash price. Ad- 
dress P. O. BOX 843, Baltimore, Md. 


WANTED 


One used double surfacer. Electric drive pre- 

ferred. 20 to 24 inches. Must be in good condi- 

tion. Give complete description and location. 
Address “‘G. 163,” care American Lumberman. 


Wanted— Miscellaneous 


WE WILL BUY ABANDONED PROPERTIES 


For salvage: mills, factories, hotels, towns and 
estates. ALBERT M. DOWDEN, Bristol, Pa. 


For Sale~Business Opportunities 


FOR SALE 


An up-to-date Manufacturing Plant, located in 
a Western Tennessee city of 30,000 inhabitants, 
ideally suited for manufacturing hardwood floor- 
ing or any other wood products. Situated on a 
site of approximately 6 acres. This plant has a 
manufacturing and warehouse floor space of ap- 
proximately 17,000 square feet, an up-to-date Dry 
Kiln of approximately 15.000 square feet. a well 
equipped Power Plant and new, modernly con- 
structed sheds for raw materials of approximately 
68,000 square feet capacity. 

Manufacturing Building, Power Plant Ruilding 
and Dry Kiln Building are brick construction (one 
story) and are well sprinkled. This plant is 
served by five railroads and is very accessible to 
lumber supply. 

It is an ideal plant for the manufacture of wood 
products: 'abor supply is ample and at reasonable 
rates; Taxes and insurance rates are also low. 
For full information 

Address “‘B. 164,’ care American Lumberman. 





















































FOR SALE—PLANING MILL, EQUIPMENT AND 


Stock complete. Or will sell stock and lease mill. 
Only planing mill in town of 1,800 with estab- 
lished markets in prosperous resort section. Lo- 
eated 50 miles from San Francisco, Cal. Com- 
pletely equipped for all kinds of millwork, includ- 
ing special sash and doors. Owner established 15 
years, now 65, desires to retire. $15,000 cash will 
handle. 

Address “‘B. P. M,”” care American Lumberman. 





2 OR 3 CARS 3'4x3-—48 AND 54” 
Hard Maple Turning Squares for shipment during 
August. Indiana stock preferred. Quote W. A 
NOBLE LUMBER CO., Cincinnati, Ohio. 





WANTED 'x1%-4’ LATH 


AD or KD No. 1 and 2 YP Cypress preferred or 
other softwoods and hardwoods; top price, answer 
fully. 

Address “‘G. 150,” care American Lumberman. 





SAW MILL FOR SALE 


Six year old plant, consisting of band mill, resaw. 
planer mill and two lath mills, located on Soo 
road and Lake Michigan in Northern Peninsula of 
Michigan. Purchaser need not tie up much money 
in standing timber, as large stands of hardwood 
timber available to mill are for sale by various 
owners and could be purchased as needed. Mill 
now being operated, ready for immediate use. Ex- 
cellent timber easily available to mill, runs heavily 
to hardwood. 
Address *‘B. 10,” care American Lumberman. 











Milling In Transit | 


WANTED 


To do Kiln Drying and Millwork in transit. We 
operate modern dry kilns and do high class mill- 
work. THE W. G. WARD LUMBER COMPANY, 
Ironton, Ohio. 








MILLING AND KILN DRYING IN TRANSIT 


Poplar Bevel siding and Dimension. Poplar Trim 
and Mouldings. K. . Window and Door Frames 
Detail and special Woodwork. 

SERVICE LUMBER COMPANY, Corinth, Miss. 


Wanted- Timber and Timber Lands 


WANT TO SELL YOUR TIMBER OR 


Timber land? The best way to find a buyer is to 
advertise in the paper that reaches the buyers of 
timber and timber lands. THE AMERICAN LUM- 
BERMAN is the best paper to advertise in when 
you want to sell. Our readers are buyers. AMER- 





























, — LUMBERMAN, 431 8. Dearborn 8t., Chicago, 


LOCATION FOR WOOD WORKING PLANT 


Glue up, mouldings and specialties, alongside long 
life sawmill operation cutting fir and variety of 
western soft woods. Cheap power and fuel. Good 
town in Western Oregon. 

Address “E. 159,”’ care American Lumberman. 





FOR SALE—WELL ESTABLISHED 


Lumber and building material business with elec- 
trically equipped sawmill, portable sawmill and 
standing timber. Doing a yearly business of more 
than $100,000. Located in the central part of Ver- 
mont on the central Vermont R. R. Chance of a 
lifetime. Good reason for selling. Address “F. 151,” 
eare American Lumberman. 





FOR SALE SAW MILL—PLANING MILL 
And retail yard. Unlimited virgin timber. Above 
is located in best mining district in the U. 8. 
$15,000 cash will handle. Terms can be arranged 
on balance. Apply BLACK RANGE LBR. CO., 
Silver City, N. M. 





FOR SALE 
MODERN PLANING MILL 


Weil located in Portland, Oregon. All electric 
equipment in first class condition. Boiler and Dry 





Kiln. For information call or write A. T. ALLEN, 
Receiver, 230 North 47th St., North, Portland, 
Oregon. Phones—TAbor 1153 and 1632. 
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For Sale-Business Opportunities 











For Sale-Timber and Timber Lands 























For Sale-Southern Timber Lands 




















“| OWN A LUMBER, COAL & SUPPLY YARD 


Property in a thriving community. I have run it 
successfully for a number of years, but owing to 
death and other basiness have had it leased. I 
wish to go into business again and would like a 
party to join me with $10,000 to $15,000 as a half 
interest. Location near Philadelphia, 

Address “‘G. 169." care American Lumberman. 


‘For Sale-Retail Lumber Yards | 


FOR SALE—RETAIL YARD 


And Planing Mill, in Ohio Valley. Business estab- 
lished over 25 years. Sales now running over 
$300,000 a year, netting approximately $50,000 a 
year, including stockholders’ salaries. Fully 
equipped with modern electrically driven ma- 
chinery. Fixed assets, including real estate, build- 
ings, machinery and trucks priced at $95,000. 
Merchandise on hand, about $65,060, will sell at 
cost or market whichever is lower. Present own- 
ers will retain all book accounts, or let purchaser 
take at reasonable discount. Will deal with prin- 
cipals only. 
Address “F. 156,’ care American Lumberman. 























RETAIL LUMBER YARD FOR SALE 
In Northern Ohio, County Seat, fine Residence 
Town. Terms on Real Estate and Improvements. 
Address “B. 154,’’ care American Lumberman. 





FOR SALE 


Lumber yard established four years in Los Angeles, 
includes sticker and rip saw, ete. Splendid loca- 
tion where values are rapidly advancing. Land, 
stock and machinery requires investment of $45,- 
000. 

Address “F. 153,’”’ care American Lumberman. 





FOR SALE—INTEREST IN YARD 


Have retail yard located in Charleston, West Vir- 
ginia, equipped with latest improved machinery, 
dry kiln, shed buildings, trucks and private switch 
track, that I would like to interest additional 
capital in. Yearly sales will run about $250,000.00 
with stock turn over of four to six times. New 
capital will be used to purchase lumber and other 
materials only and not used for any other purpose. 
Could use ofhce man, salesman and shopman who 
could make an investment. Pr O=<. BOX 96, 
Charleston, West, Va. 





FOR SALE 


Retail Yard and complete Building Material Store, 
including location. County Seat Town of 11,000 
in Irrigated Section of Southern California. Take 
about $75,000.00 to handle. 

Address “E. 165,’’ care American Lumberman. 





FOR SALE RETAIL LUMBER YARD 


With established trade in Buffalo, New York. 
Address “R, 151,‘° care American Lumberman. 





BUSINESS FOR SALE 


Our Yard and Stock of Lumber, Lexington, Ky. 
Yard consists of about four acres on main line of 
L. & N. Railroad—switch run into yard. Will 
sell plant as a whole, or will give satisfactory 
term lease on yard. 
CURRAN-SMITH LUMBER COMPANY, 
561 West Fourth St., Lexington, Ky. 


For Sale--Lumber and Shingles 


FOR SALE 
BAND SAWED WESTERN OLD VIRGINIA 
SOFT TEXTURE RED OAK 


10 Cars 4/4 No. 1 Commion and Selects 
5 Cars 4/4 No. 2 Common 
CHESTNUT 
30 Cars 4/4 Sound wormy 
5 Cars 5/4 Sound wormy 
10 Cars 6/4 Sound wormy 
10 Cars 8/4 Sound wormy 
10 Cars 4/4 No. 3 Common 
All well seasoned lumber. 
SOUTH RIVER LUMBER CoO., INC. 
Northumberland, Pa. 


WANTED 


Inquiries for white oak timbers, and all Appala- 
chian hardwoods. 
A. L. SHIPLEY & SONS LUMBER CO. 
Manchester, Ky. 


FOR SALE 


4-4 Panel Poplar 18” and up. Soft yellow, band 
sawed stock, A-1 manufacture. Can also ship Ma- 
hogany, White Pine, Cypress and all other kinds 
of Hardwoods in the same car from Cincinnati. 
CHARLES F SHIELS & CO., Cincinnati, Ohio. 


FOR SALE 
White Ash, flitch sawn from 1” to 8” thick; also 
choice logs which can be sawn to order. 
THE YOUNG LUMBER CO. 
Binghamton, N. Y. 



































SALE OF TIMBER 
NETT LAKE OR BOIS FORT 
INDIAN RESERVATION 


Sealed bids in duplicate, marked outside “Unit 
No. 2”. or “Unit No. 6” and addressed to the Su- 
perintendent, Consolidated Chippewa Indian Agency, 
Cass Lake, Minnesota, will be received until 12 
o’clock noon, central time, Tuesday, July 30, 1929, 
for the purchase of approximately 38,000,000 feet 
of white and Norway pine, spruce, popple, cedar, 
balsam, basswood and tamarack on about 18,473 
acres of allotted Indian lands. 

Unit No. 2 embraces approximately 6,495 acres 
of restricted allotted land in Sections 1, 2, 3, 4, 5, 
6, 7, 8, 9, 10 and 11, T. 64, N., R. 22 W.: Sections 
1 and 12, T. 64 N., R. 23 W.; and Sections 31 and 
32, T. 65 N., R. 22 W.; containing an estimated 
stand of timber, b. m., as follows: white pine, 732,- ‘ 
000; Norway pine, 233,000: spruce, 383,000: balsam, 
40,000; jack pine, 186,000; jack pine bolts, 450 
cords; popple bolts, 646 cords: balsam pulp. 345 
cords; spruce pulp, 215 cords: tamarack ties, 1,100; 
cedar poles, 2,000; and cedar posts, 8,000. 

Unit No. 6 embraces approximately 11,978 acres 
of restricted allotted land in Sections 28, 29, 30, 31, 
32 and 33, T. 66 N., R. 21 W.; Section 25, 26, 27, 
28, 29, 32, 33, 34, 35 and 36, T. 66 N., R. 22 W.; 
and Sections 1, 2, 3, 4, 5, 8, 9, 10 and 17, T. 65 N., 
R. 22 W.; containing an estimated stand of timber, 
b. m., as follows: white pine, 519,000; Norway pine, 
4,500; spruce, 36,000; balsam, 17,000; popple, 84,- 
000: popple pulpwood, 20,300 cords; popple bolts, 
20,565 cords; spruce pulpwood, 19,600 cords; balsam 
pulpwood, 2,820 cords; balsam bolts, 1,875 cords; 
birch, 800 cords; cedar poles, 12,775; cedar posts, 
69,050; cedar ties, 4,925; and tamarack ties, 100. 

Contracts for the purchase of this timber must 
be made by the successful bidder, or bidders, under 
this advertisement with the individual allottees or 
their heirs. 

Within Unit No. 2 there are 800,000 feet and 
within Unit No. 6 545,000 feet of white pine, Nor- 
way pine, popple, etc., upon fee patented allotments 
which may be purchased. 

The minimum prices per thousand feet, board 
Measure, which will be considered for the timber 
are as follows: white pine, $10.00; Norway pine, 
$9.00: spruce, $9.00: jack pine, $5.00; birch, $3.00; 
popple, $2.00; balsam, $3.00: jack pine bolts, $2.25 
per cord; popple bolts and pulpwood, $1.00 per 
cord: spruce pulpwood, $2.25 per cord; balsam bolts 
and pulpwood, $1.75 per cord; birch, $1.75 per cord; 
standard tamarack and cedar ties, 18c each; cedar 
poles as follows: 


20 ft. long, 4 to 8 inch top, $ .15 each 
25 . £8 2 O os ‘39 
30 “e “ 4 o 8 ae oe 75 iad 
35 “ oe 4 ny 8 «es oe 1.25 “ 
40 Lad o 5 “ 9 “oe Lad 2.50 oe 
45 “ oe 5 “e 9 iad ae 4.00 iid 
50 Led “ 6 ca 10 ea ae 5.00 “e 
55 “ “ 6 “ 10 oe oe 8.00 ia 
60 oe “ 6 oe 10 o iad 10.00 “oe 
For cedar posts: 

7 ft. long, 3 to 7 inch top, $ .02 each 
8 oe “oe 4 “oe 7 ia} oe .03 

10 “ “ 4 “ee 7 “e “ .05 ce 
12 ae “ 4 “ 7 “ o .06 7 
14 “e “ 4 ci) 7 Lid ae 08 se 
16 “ “ 4 “oe rj Lad o .10 “ee 
18 oil “ 4 iy 7 o “ae 14 “se 


A separate bid must be made for the timber on 
each Unit, but any bidder may submit bids for the 
two Units. All timber must be cut and removed 
prior to June 1, 1935, under regulations prescribed 
by the Secretary of the Interior, With each bid 
a certified check on a solvent National Bank, drawn 
in favor of the Superintendent of the Consolidated 
Chippewa Indian Agency, Cass Lake, Minnesota, 
must be submitted as follows: Unit No. 2, $5,000, 
Unit No. 6, $15,000. These checks will be applied 
on purchase price, returned to unsuccessful bidders, 
or retained as liquidated damages if the successful 
bidder shall not execute contract and furnish sat- 
isfactory bond for $10.000 for Unit No. 2 or $20,000 
for Unit No. 6 within sixty days from the accept- 
ance of bid. The right is reserved to waive tech- 
nical defects and to reject any or all bids. 


information apply to the Superintendent of the 
Consolidated Chippewa Indian Agency, Cass Lake, 
Minnesota. 
Washington, D. C., May 15, 1929. 
CHAS. H. BURKE, 
Commissioner. 





20,000 ACRES 
Of timber, underlaid with Copper. For sale a 
bonanza for buyer. JAMES A. GOSS, Riverdale 
Sta., Chicago, Ill. 





FOR SALE 


Fifteen to twenty-five million feet hardwood, with 
small percent swamp pine. Will sell outright or 
will contract to deliver to mill in logs. Timber is 
located on good railroad and near good town of 
about fifteen hundred people. Do not answer 
unless financially able to operate. : 

Address “F. 159,”’ care American Lumberman. 





WANT TO SELL YOUR TIMBER OR 
Timber land? The best way to find a buyer is to 
advertise in the paper that reaches the buyers of 
tu ver and timber lands. THE AMERICAN LUM- 
RFRYAN is the best paper to advertise in when 
you want to sell. Our readers are buyers. AMER- 
) AN LUMBERMAN, 431 8S. Dearborn St., Chicago, 


5J0,0.0,000 FEEL PiNE, CYPRESS, GUM 


500,000,000 Feet Pine, Cypress, Gum, Oak, Ash 
Magnolia. On about 100,000 acres land 
fee simple, well together, large timber 
—Lacey cruise. On Mills and 
complete equipments in. lianidution of 
Estate. Terms to responsible buyers. 
No Brokers. 

Address “G. 159,’’ care American Lumberman. 





LAND FOR SALE—VIRGIN TIMBER 


Also cutover tracts, large or small, near Station, 
Chaska, Tenn. JOHN C. FAULKNER. 





' TIMBER BARGAINS SOUTHERN STATES 


1- 27 Million L. L. Pine 3 Million Cypress 

2- 25 Million good. Shortleaf Pine 

38- 9 Million White Oak 7 Million mixed 
Address BOX 963, Meridian, Mississippi. 





For copies of the contract, regulations and other 








FOR SALE .. 
11,000 acres hardwood and hemlock timber in 
Cocke County, Tennessee, supposed to cut 150,000,- 
000 ft. Price $250,000.00 
Address “G. 164,’ care American Lumberman. 





250,000,000 FEET VIRGIN LONG LEAF 


250,000,000 Feet Virgin Long Leaf Yellow Pine on 
75,000 acres fee simple. Original 
growth. Solid body. Railroad. Tur- 
pentine value $500,000. Offered in li- 
quidation of Estate. No Brokers. 
Terms. 

Address ‘G, 160,” care American Lumberman. 


For Sale-Pac.Coast Timber Lands 


B. C. TIMBER FOR SALE 


A very fine stand of timber, practically on stump- 
age basis; about 65,000,000 feet, principally fir. 
Excellent location. Have party who will purchase 
all output. Full particulars from W. J. Rolfe. 
CANADIAN FINANCIERS TRUST COMPANY, 
839 Hastings St. W., Vancouver, B, C 





























FOR SALE—ABOUT 10 MILLION FT. 


Of large sound pine and red cedar timber. About 

22 miles southeast of Eureka. Humboldt county, 

Calif. Land or mineral right not included. 
Address “D. 160,” care American Lumberman, 





FOR PINE AND FIR TIMBER LANDS 
Write FAVELL-UTLEY, REALTY CoO., Lakeview, 


For Sale--Hardwood Timber 


OWNER OFFERING 2600 ACRES 

VIRGIN HARDWOOD TIMBER 
Located 6n macadamized road six miles from ship- 
ping on main line C. & O. Railroad in Virginia, at 
sacrifice price $16.00 per acre. PROPRIETOR 
CENTRAL HOTEL, Point Pleasant, Pa. 





























FOR SALE—CANADIAN TIMBER 
60,000,000 ft. Hemlock, Birch, Basswood, Ash and 
Elm, 60% Hemlock, $3 per M trucking to R. R. 
200 miles North of Toronto. Splendid opportunity 
to operate very profitably. 

WARREN ROSS LUMBER COMPANY, 
Jamestown. New York 


ForSale-Second Hand Machinery 























FOR SALE 
1—-20x36 Reliance Reynolds right-hand Corliss 
engine. 
1—22x30—Houston, Stanwood & Gamble side crank 
engine. 


1—4x6 Jewell No. 1 automatic engine. 

1—Battery of four 72x18 boilers complete with 
four stacks. 

1—24 feed three compartment Hill McCanaa oil 
pump. 

2—American Marsh pumps. 

2—Westinghouse air pumps. 

1—No. 3 40” left-hand Wickes gang saw. 

Sundry sawmill equipment, shafting, pulleys, 
conveyors. 
Filing room equipment. 

1—12 station Newman watchman clock, 

17—36” wheel lumber buggies. 

2—70-ton and one 42-ton standard gauge Shay 
locomotives. 

1—American log loader. 

$0—Standard equipped flat car logging cars. 

4—Standard hand cars. 

7—Miles 60-lb. rails. 

1—30,000 gallon steel tank, 85 ft. steel tower. 

Write us for complete list of good used equipment. 


FORT SMITH LUMBER COMPANY, 
Plainview, Arkansas. 
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ForSale-Second Hand Machinery|| | | ForSale-Second Hand Machinery! | || For Sale~Electric Machinery | 
ADVERTISE COMPLETE BAND MILL PLANT ELECTRICAL MACHINERY 


THERE IS NO CHEAPER WAY to sell than by 
advertising. You can’t send a salesman to call 
on the many thousands of readers each week. 
OUR READERS ARE THOSE 
Who read the Classified ads in the AMERICAN 
LUMBERMAN, 
BARGAINS 


EVERY WEEK 
FOR THE 
BUYER OR SELLER 





FOR SALE 


One complete 8-ft. Clark band saw mill 

Mershon resaw. 

Two barnhart log loaders. 

One 27-ton Shay locomotive. 

One 50-ton Shay locumotive., 

Will make extremely low price for Te sale. 

NORTH FORK LUMBER COMPA 

Nottingham. W. Va. 


FOR SALE, BARRINGER SLEIGH BRAKE 


Ryther-Pringle, four 24-inch three groove sheaves, 
steel bed. Complete outfit in first class condition. 
EAST JORDAN LUMBER COMPANY, East Jor- 
dan, Mich. 


with 








FOR SALE 

1—American Hardwood Flooring Machine No. 
229 with feed table attached. 

1—G. E. Motor, 440 volts, 75 H.P. 60 cycle, 3 
phase. 

1—Allington & Curtis Fan with 25 H.P. Motor, 
direct connected, speed 720 RPM. 

1—Defiance No. 0 Copying Lathe 

1—P. B. Yates rough Trim Saw, 

1—P. R. Yates Cut-off Machine. 

4—72x18 Boilers, 130-lb. pressure. 

HAMILTON MACHIINERY EXCHANGE, 
Menominee, Michigan. 


ATTENTION 
SAWMILL MACHINERY DEALERS 


We want to sell at once a circular sawmill in 
Arkansas including gasoline skidder, steam log 
loader, locomotive and log cars, etc. You to do 
dismantling. If you are interested in buying all 
of the equipment on a cash basis we can make 
you a price well worth your consideration. 
CHICAGO LUMBER & COAL COMPANY, 
Arcade Bldg., St. Louis, Mo. 


FOR SALE: ONE COVEL NO. 90 


Right hand band saw grinder for 8 to 14” saws. 
WORCESTER LUMBER CO., LTD 
Chassell, Mich. 


FOR SALE: TWO 8’ BAND MILLS 


foot operated. 











Filer & Stowell and Allis Chalmers. In good 
condition. WORCESTER LUMBER CO., LTD., 
Chassell, Mich. 





SAWMILL MACHINERY FOR SALE 


1—RFates Corliss heavy duty engine 20x42x30”x14’ 

* fly wheel. 

1—8x8 Upright steam engine. 

2—72x18 Poilers. 

1-—8’. Allis Chalmers band mill. 

1—Carriage complete with McDonough block and 
Prescott steam set works. 

1—7’ Special Diamond horizontal resaw. 

1—Left hand six saw No. 102 Murray edger. 

1—Grinnell sprinkling system complete with tower. 

Also miscellaneous chain, shafting, pulleys étc. 

Will sell reasonable. 
Address KNEELAND- 

Phillips, 


McLURG LUMBER CoO., 
Wisconsin 


DO YOU WANT EMPLOYMENT 
Write an advertisement ;send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 8S. Dearborn St., Chicago, III. 








Capacity 15,000,000 per year. Include five hundred 
H. P. Corliss engine, band and heavy Allis Resaw 
Band Mill, three logging locomotives and forty log 
cars, also log loader and log skidding machine. 
Planing mill, American Fast Feed Machine, capac- 
ity 50 M. planed lumber per day. Also complete 
machine shop and welding plant. Also experienced 
plant operator will take down, move, set up and 
operate successfully. 
LATHROP LUMBER COMPANY, Reform, Ala. 





WOODS No. 10 18”x12” PLANER 


Matcher, _ sizer. Mershons €0” standard band 
resaw. Both machines in good order. No use of 
your mill being closed down. Will sell at low 
price or trade for lumber. 
LOWRIE & WEFB LUMBER CO. 
13441 Michigan Avenue, Dearborn, Mich. 





FOR SALE: LIGHTING PLANT 

and switchboard 

75 H. P. engine 

35 H. P. engine 

Planer and Surfacer 

6” Pand Resaw 

Automatic Grinder 

Address “FE. 185." eare American TLumberman. 


| For Sale—Engines and Boilers 


FOR SALE 


1—McEwen Engine No. 1736, 20x21 Cylinders, 340 
H.P. In good condition. Complete with auto- 
matic oiling system. Price reasonable. 
CHERRY RIVER BOOM & LUMBER CO., 

Richweod. W. Va. 


For Sale-Logging Ry. Equipment 


FOR SALE 


Four drum hoist and boiler, used as log skidder. 
Osgood “29, standard gauge, self propelling Loco- 
motive Crane. Two 130 HP HRT Boilers, 66” diam. 
x 20 ft. with one stack. 

OWMAN LUMBER CO. 

St. Albans, West Va. 












































Motors and Generators, A.C. and D.C., for sale at 
attractive prices. Large stock of New and Kebuilt 
Motors on hand at all times. Write for our Stock 
List and prices. 


V. M. NUSSBAUM & CO., Fort Wayne, Ind. 








For Sale~Locomotives and Cars 


REBUILT LOCOMOTIVES 


70-ton 3-truck Shay Geared, built 1920. 

60-ton 3-truck Shay Geared, built 1918. 

50-ton 2-truck Shay Geared; Girder Frames; 
1923. 

50-ton 2-truck Shay Geared, built 1918. 

2-ton 2-truck Heisler Geared, built 1912. 

24-ton 2-truck Shay Geared, built 1908. 
BIRMINGHAM RAIL & LOCOMOTIVE CoO., 

Birmingham, Alabama. 




















built 





FOR SALE 


One (1) 28-ton Lima Shay geared locomotive, re- 
built. TOMAHAWK STEEL & IRON WORKS, 
Tomahawk, Wis. 





ZELNICKER BULLETIN 


32 pages of bargains in Rails, Equipment, Heavy 

Machinery, Oil Engines, Underwriters Pumps, 

Tanks, Pipe, Steel Sheet Piling, etc. 
ZELNICKER IN ST. LOUIS 





FOR SALE 


Two 23-ton Heisler locomotives, excellent condition. 
NICKEY BROTHERS, INC., Memphis, Tenn. 





FOR SALE CHEAP 


150 Flat Bottom Gondola Cars, 40 ton capacity, 
steel underframe. Can be used as flat cars by re- 
moving sides HARRY Cc. LEWIS. 

"hE Martkor Gt Newark W I 








| For Sale—Miscellaneous | 








FOR SALE: 2 DECKER LOADERS 


Self Propelling: 60 Standard Russell Cars, 20 
Standard Flat Cars. Send us your inquiries for 
spare parts for cars. WORCESTER LUMBER CO., 
Ltd., Chassell. Michigan. 


For Sale—Steel Rails 























000 LAIHUGKAPHED LETTEKHEADS AI $2.95 


Per thuusand. Boud Paper Engraving Free. 
. ART PRESS. Lima, Ohio 





WANTED TO MAKE CONNECTION 


With some one to take output of any amount— 
Radio Cabinets, fifty per day or less. 

YOOD SPECIALTY COMPANY 

P. O. Box 454, Corinth. Miss. 








RELAYING 4 LB. AND 60 LB. RAILS 
Also 30s, 35s, 56s, 70s, 80s. 85s. New rails. all 
weights. Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. 





IMMEDIATE SHIPMENT 250 TONS 


Of 45-lb. ASCE relayers Mississippi delivery. Lo- 
cated in Mississippi. Rails practically as good as 
new. Also large tonnages of heaver section rail 
from 56-lb. to 100-Ib. 

M. K. FRANK 
Park Row Bidg., 1204 Clark Blidg., 
New York City. Pittsburgh, Pa. 
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LOG STAMPS - 


BRASS & TRADE 
>’ ALUMINUM “10% rata 


. Write Sor Cay our Catalogue 
NS ANAT mas) a. lacmmey 
~. § 604-572 W Rando Iph St 4 
SS 
ket 








Into Money 


Automatic Hand Hole Cutter for Boxes. 

42-inch Slab Resaw for Saw Mills. 

Power Feed Board 
Box Machine. 

Automatic Cut - Off 
Saw. 

Cut - Off Saw Tabies. 

Rie Saw Tables. 


yY LY 





Turn Your Slabs jNo. 8 Small Size 


We Manufacture Four Sizes of Band Resaws— 


gerereritet® 


FISCHER MACHINE WORKS CO. 


1841-45 Carroll Ave., CHICAGO. ILL. 


75-Ton American, 





50-Ton —_- 


28-Ton — 
42-Ton Shays, 180 


yers Crane, 10 Tons 
Bucket. 











REBUILT EQUIPMENT 


2 50-Ton Baldwin, 4-6-0 Ten Wheelers, 50” Wheel Centers, 10'0” Wheel Base, 200 Lbs. 
4-6-0 Ten Wheeler, 50” Wheel Centers, Superheated, 200 Lbs. 


ressure. 

1 45-Ton Lima, 2-6-2 Prairie, 40” Wheel Centers, 9'2” Wheel Base, 

1 25-Ton Glover, 2-6-0 Megul, 28” Wheel Centers, 7°38” Wheel Base, 175 Lbs. Pressure. 
1 32-Ton Vulcan, 2-6-0 Mogul, 32” Wheel Cent-rs, 9°3” Wheel bs. 
i 2-6-0 Mogul, 40” Wheel Centers, 11° 3” Wheel Base, 
1 60-Ton American, 2-8-0 Consel’n, 44” Wheel Centers, 14'0” Wheel Base, 180 Lbs. 
“75 4 Pressure. BUILT 1910. 
Pressure. BUILT (917. 
50-Ton Shay, 200 Ag Pressure. BUILT 1923. Girder Frames. 
y, 200 Lbs. Pressure. BUILT 191! 


Shay, 
47-Ton Heisler, (80 Lbs. 
80000 Lbs. Capaci 


WE HAVE OVER FORTY LOCOMOTIVES REBUILT AND READY. 
Alse LOCOMOTIVE SPRINGS, Manufactured at our Works Here. 


SOUTHERN IRON & EQUIPMENT CO., (Est. 1889) ATLANTA, GA, 


175 Lbs. Pressure. 
Base, 130 L 


Girder Frames. 


Pressure. BUILT 1916. 
All Steel, Freight Car Trucks. 
ity. On Caterpillars, 40° Steel Lattice Boom. i-yd. 


5 te 100 TONS. 
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